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2. More Cities 
tnlist in Auto 


jales Crusade 


Detroit, Flint Open 
Campaigns Geared 
To ‘Creative Selling’ 


By John E. Walsh 
Staff Writer 

— groups in a dozen more 

cities across the nation last 
‘eek scheduled auto-sale cam- 
signs designed to get the economy 
a its feet again. 
Newcomers to the rapidly grow- 
ig list of communities following 
te lead of Cleveland dealers are: 

Dallas-Fort Worth, Milwaukee 
and San Francisco (Apr. 18-28); 
Port Huron, Mich. (March 28- 
Apr. 5); Portland, Ore. (Apr. 24- 
May 2); Savannah, Ga. (Apr. 9- 
19); St. Louis (Apr. 24-May 3); 
Toledo (Apr. 27-May 3); Minne- 
eae Paul and Binghamton- 

tt-Johnson City, N. Y. 

{no date set). 
Campaigns opened over the week- 
ad in Detroit and Flint. 
W. Heartsill Wilson, assistant to 
ae Plymouth sales vice-president, 
alled for “creative salesmanship” 
1 the principal address at a dinner 
icking off the Detroit campaign. 


_ Cleveland experience has 
proved to us that there’s noth- 
ig wrong with our economy that 
ood, creative salesmanship can’t 
ure,” he told more than .1,000 
tembers of the Detroit Automobile 
tealers Assn., their salesmen, in- 
ustry leaders and civic officials. 

“It’s our personal feeling that 
it isn’t that people are not buying 
yur products, but rather that peo- 
tle aren’t buying our brand of 
salesmanship,” said Wilson. His 
wpic was Professional Salesman- 


ship. ; 
Brief talks also were made by 


. L. Colbert, Chrysler Corp. presi- | 


mt; George Romney, American 
otors president; James J. Nance, 
‘“E-L, general manager; H. E. 
rawford, director of the GM sales 
ection, and Mayor Louis C. 
liriani. 

A parade Friday (March 28) 
receded the start of the campaign 
» Saturday (March 29). The drive 
scheduled to close Apr. 10. 

> = . 


W= HAVE generally agreed that 
this will not be a price-war 
val,” said Glenn Walker, DADA 
‘esident. “Every dealer will run 
(Continued on Page 4, Col, 1) 


Top Cars 


New-car registrations for one 
nonth, plus 22 states for Febru- 
1957 
Make Pos. 
Chevrolet 137,089— 2 
Ford 147,497— 1 
Plymouth 58,373— 3 
Oldsmobile 43,078— 5 
Buick 47,836— 4 
Pontiac 33,528— 6 
Dodge 25,726— 8 
Mercury 26,568— 7 
Cadillac 15,540— 9 
Rambler 9,677—12 
Chrysler 11,714—11 
DeSoto 11,770—10 
Edsel 


Studebaker 6,302—13 
Lincoln 4,332—14 
Imperial 3,173—15 
Met. 725—16 
Packard 637—17 
Mise. 11,662 
Total All Makes 

595,727 


Further details on Page 82. 


as. 

1—135,764 
2--104,455 
3— 42,573 
4— 38,111 
5— 35,045 
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Published Weekly at 
2666 Penobscot Bidg. 


By Robert M. Lienert 
Associate Editor 

| AS THE first quarter of 1958 
draws to a close today, prelimi- 

nary new-car sales estimates show 

volume at the lowest ebb since 1952. 

The industry also seems headed 
toward a full-year total of fewer 
than five million units for the 
first time in six years. 

A flickering of renewed interest 
among buyers during March was 
momentarily interpreted in some 
quarters as the beginning of a sales 
improvement for the month. 

> . > 
hes for a respectable show- 
ing, however, were dealt a 
severe blow in the third 10-day 
period when paralyzing storms 
belted the eastern portion of the 
VU. S. 

Sales were slowed te a virtual 
halt for almost a week in some 
of the prime metropolitan mar- 
keting areas of the nation. As a 
result, the month’s total sales 
were held to depressed levels. 
Automotive News’ estimates place 


Highest Output 
In 5 Weeks Ends 
Dismal Quarter 


By Martin L. Whitmyer 
Staff Writer 

RODUCTION of U. S. cars rose 

to a five-week high of an esti- 
mated 94,382 assemblies last week 
as all makers except Studebaker- 
Packard registered gains over the 
previous *week’s operations. 

The 94,382 cars assembled last 
week represented 73.9 percent of 
Automotive News’ three-year 
index, compared with the 63.2 
percent compiled on the previous 
week’s 380,480 assemblies, but 
still lagged some 27.8 percent be- 
hind the week ended March 31 a 
year ago, when the makers rolled 
130,233 cars from the lines. 

Last week’s upswing, plus the 
estimated 17,000 cars the makers 








| 
| 


are scheduled to produce today) 


(March 31), is expected to give the 
industry a total of 362,177 car as- 
semblies for the month and bring 
first-quarter totals to an estimated 
1,243,646 units. 
- > ” 
362,177 assemblies for March 
represent a 7.7 percent decline 
from the 392,112 cars produced dur- 
ing February, and are 37.4 percent 
below the 578,356 autos assembled 
during March a year ago. 

Car assemblies for the first 

' (Continued on Page 37, Col 3) 


DETROIT, MARCH 31, 1958 


Phoning Every Family in Town— 


i 

Auto salesmen in St. Joseph, Mo., man a battery of telephones to solicit prospects | 
in the city's “You Auto Buy Now” campaign March 21-29. More than 17,000 calls | 
were made in two 12-hour periods, according to the St. Joseph Automobile Dealers | retail business and stop subsidizing 
Assn. They called every family listed in the city's phone book, the association said.| dealers who offer below-cost deals 


Quarter Sales at 6-Year Low. 


Entered as Second Class Matter 
at the Postoffice, Detroit, Mich. 


Govern 
Factory 


—— promotional value of sellin 

cars to governmental agencie 
jis nil and below-cost deals to suc 
|bodies are injurious to the whol 
auto industry. 

These were almost unanimous 
conclusions in an across-the- 
nation survey of automobile 

| dealer associations by Automotive 

News. 

Factories should get out of the 





$8 Per Year, $25 Per Copy 


Dealer Groups Rip 


ent Sales, 


govern TRE) [F 
ti@ns asser 


——— some groups said 
their members had not been af- 
fected by the practice, they agreed 
that below-cost deals create evils 
that could injure any retailer’s 
business and undermine the pub- 
ic’s confidence in his price policies. 

Dealer groups particularly were 
critical of some government 

neies’ policy of selling year- 

id cars to the highest bidder and 

uiring new cars at $400 to 
below dealer cost. 

n such cases, they said, a severe 
d@ruption of the used-car market 
fdlows because the dealer cannot 

ord to sell his year-old cars any- 


new-car registrations in the first] quarter of 1955; 37.8 in 1957, 34.7 | Where near the price offered by 


quarter at 1,113,915. Not since 1952, 


when 919,715 new cars were reg-| 


istered in the first three months, 
have first-quarter registrations 
been so scanty. 

This year’s first-quarter estimate 
is 23 percent below last year’s first- 


quarter total of 1,448,899 and 5) 


percent below the postwar first- 
quarter average of 1,175,000. 

+ > > 
preg sales are projected along 

the pattern established in 1957, 
which saw 24.22 percent of the 
years total sales in the first 
quarter, a total of 4,599,150 new- 
car registrations is indicated for 
1958. 

However, if a 1958 projection is 
based on the composite experi- 
ence of all first quarters since 
World War II (an average of 
22.54 percent of the year’s total 
in the first three months), the 
indicated total for the year is 
4,941,940 registrations. 

Only once in the ‘50s have reg- 
istrations for a full year failed to 
top five million; that was in 1952, 
when the total was 4,158,394. 

Best first-quarter in history was 
recorded in 1955, when 1,552,735 new 
ears were registered. Other top 
first.quarters saw 1,448,899 in 1957, 
1,424,424 in 1956, 1,416,162 in 1951, 
1,286,437 in 1950, 1,269,147 in 1953 
and 1,191,021 in 1954. 

7. > = 
With a shrinking number of 
dealers this year, average sales 
per dealer have shown less of a 
decline than have overall sales. The 
average dealer in the first quarter 
sold an estimated 29.2 units. 

This compares with 38.5 units 

per average dealer in the first 
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Auto News 


Visit to a leasing seminar. 
Page 6. 

How an SAE paper is born. 
Page 12. 

Auto wage talks begin. 
Page 2. 

Dealer Forum goes to 
NADA headquarters. 
Page 3. 

New Products. Page 18. 


in 1956, and 29.8 in 1951. 


The 1958 figure exceeds those of 
all other years. In the late ‘40s, 
|for example, the average was 15 
to 18 units sold per dealer in the 
| first quarter. 


Although volume per dealer has 
jtended to hold up, profits have 
| continued to sag. 
| Said a Ford dealer in the South! 
last week, “When I found my sales | 
manager had OK’d a deal for! 
thirty-five bucks, I got so roiled up 
I went out on the floor myself to} 
show the boys how to sell 'em at | 
a profit. After a couple of days I| 
would have been glad to take a 
thirty-five-buck deal.” 

- > > 
HE wholesale used-car market 
continued to degenerate last 
week as prices dropped again on 
Automotive News’ index, retreating | 
$9 to $985. 

The price of ’51s remained un- | 


| changed at $185, but all other 


models declined, ag follows: ’5é6s, 
down $16 to $1,166; ’53s, down 
$12 to $359; ‘58s, down $11 to | 
$2,778; "54s, down $11 to $598; ’57s, 
down $10 to $1,657; 55s, down $5 | 
to $895, and 52s, down $3 to $243. | 
The adjusted price on ’57s repre- 
sented a new low for that model. 





the government. 

The Pennsylvania Automotive 
Assn. also pointed out that persons 
owning a car similar to one dis- 
posed of by government units may 
suffer from greater depreciation in 
the value of their auto. 

Here are some of the answers 

(Continued on Page 4. Col 


Kans. Writ Hits 


Finance Practices 


Industry Carries On 
Pending an Appeal 


By L. H. Houck 


Staff Correspondent 


Gia Kans.—A temporary 
injunction circumscribing auto- 
financing in Kansas by Commercial 
Credit Corp. has produced a flurry 
of confusion but little actual 
change in auto retailing in the 
state so far. 

Dealers, finance men and oth- 
ers concerned with the case were 
at a loss to say what comes next. 
One official put it this way: 

(Continued on Page 35, Col. 1) 


Across the Bargaining Table— 

Contract negotiations between ‘General Motors and the United Auto Workers got 
under way last week with a handshake between Louis G. Seaton, left, GM personnel 
vice-president, and Walter P. Reuther, UAW president. The meeting marked the 
opening of the union's 1958 negotiations with the automobile industry. Contract talks 


‘with Ford and Chrysler begin this week. See Page 2. (Detroit Times photo.) 


















Rene Ee er eee eee 





: 


— meet i sear pclae 


Vee 


es 


2 


Reuther Heads UAW Bargaini 


AUTOMOTIVE NEWS, MARCH 31, 1958 


Team... 





38 Contract Talks Under Way 


By Frank Gawronski 
Staff Writer 
_— auto industry and the United 
Auto Workers have buckled 
down to the serious task of bar- 
gaining for a new labor contract. 

The 1958 round of auto bargain- 
ing got under way last Tuesday 
(March 25) in Detroit when UAW 

and General Motors 
negotiators sat down 
to discuss changes in 
the three-year-old 
contract which ex- 
pires May 29. 

Union negotiations with Ford 
Motor Co. will begin today (March 
31) and with Chrysler Corp. tomor- 
row (Apr. 1). 

The importance the UAW places 
on the contract talks is reflected 


Cope Resigns 
Market-Planning 


Post at Chrysler 


DETROIT.—James Cope has re- 
signed as Chrysler Corp., corporate 
market planning vice-president, to 





engage in new activities which he) 
said he will announce later. An-| 


other Chrysler vice-president, Rob- 
ert T. Keller, also has resigned, 
effective Apr. 1. 


A vice-president since 1952, Cope | 


was appointed to 
the corporate 


market planning 
last June. As a 
member of the 
company’s ad- 
ministrative com- 
mittee, he ad- 
vised on general 
marketing poli - 
cies, long-range 
sales objectives, 
dames Cope promotion and 
advertising of all Chrysler products. 

Prior to his appointment to the 
market planning position, he had 





served as public relations vice-| 


president. Cope joined Chrysler 
Corp. in 1944 as assistant to the 
president and became a member of 
the Operations Committee. 

Cope served during World War 
II as Washington manager of the 
Automotive Council for War Pro- 
duction. In 1935 he had become a 
member of the Washington staff of 
the Automobile Manufacturers 
Assn., organizing the association's 
public relations program. 

A year earlier he had served as 
special assistant to the adminis- 
trator of the National Recovery 
Administration after 12 years in 
the news field. 


staff in charge of | 


by the fact that Walter P. Reu- 
ther, UAW president, headed the 
union’s GM negotiating team 
representing about 350,000 work- 
ers. Reuther will also take part 
in the opening sessions at Ford 
and Chrysler. 

In previous years Reuther joined 
|the negotiations only after they 
had reached the late stages. 

Louis G. Seaton, GM personnel 
| vice-president, at the opening of 
|the company-union sessions, said 
bargaining during the next 60 days 
will “require a lot of patience and 
hard work.” 

Seaton indicated GM was inter- 
ested in a long-term contract de- 
|spite the fact that the UAW 
already has gone on record as op- 
posed to a contract for more than 
a year. 


> + > 
Long-Term Pact Sought 
M POINTED out that the five- 
year contract, from 1950-55, led 
to stability in the industry, and that 
the 1955-58, three-year contract con- 
| tinued this situation. 

“We are hopeful we can arrive 
at a settlement without the waste 
of a stoppage of work,” Seaton 
said. “Any settlement, however, 
must be economically sound. 
| “It must not contribute to further 
inflation. 

“It should be for a long term, 
which we believe would contribute 
to stability and public confidence,” 
Seaton said. “This way, all con- 
cerned could plan for the future 
| with a feeling of greater security. 
| “We want a settlement that is 
fair to our employes, but it must 
|also be equitable from the stand- 
|point of our 725,000 shareholders, 
jour dealers, our suppliers and the 
|millions of customers of GM. 

“And, it must be in the best in- 
terest of our country.” 

> > > 


|\UAW Lists Demands 


| HE UAW issued a brief state- 
ment reiterating that its de- 











"= largest collection of new-car 

models ever presented in the 
U. S. will be shown Apr. 5-13 at the 
International Automobile Show in 
New York City. 

The nine-day show will display 
ears produced in the U. S., Great 
Britain, France, Italy, Germany, 

| Sweden and Czechoslovakia. Mo- 





Business Barometer 


Automotive News Economic Index — 


98.9 Percent of Last Week 
88.1 Percent of Like Week Last Year 


Truck Registrations—yYear to date. 
Steel Production—Tons 


Lumber Production—Board Feet... 
Paperboard Production—tons ... 
Soft Coal Output—tons 


Oil Refinery Output—orrels .... 
Electric Output—Kilowatt hours .. 


Barometer Freight Car Loadings 
Department Store Sales Index .. 


U.S. Government Spending 


$59,016,263,000 
Commercial and Industrial Loans $30,593,000,000 
: $26,424,000,000 


Mar. 26 Mar. 19 
8% 

. 51% 52% 
-+2- 29% 30 


1958 Range 
9%- 8 
57% -50 
31%-24, 
41%-37% 


35% 35% 36%-33% 


Percent of 
Percent of Like Week 
Last Week Last Year 


97.3 60.6 
93.3 68.2 
83.6 
89.1 
59.9 
93.6 
94.8 
73.9 
93.6 
100.3 
79.4 
99.1 
94.9 


498,106 
67,382 
1,417,000 
227,079,000 
273,800 
7,560,000 
47,392,000 
11,756,000,000 
328,545 

106 

311.7 


98.1 
99.1 
100.1 
101.0 
100.1 


105.9 

98.2 
114.8 
104.1 
112.3 


102.2 
100.6 

99.1 
106.3 


$985 
357 


Stocks Mar. 26 Mar. 19 
29%, 
9%, 
25% 


3% 


1958 Range 
31%-27 

10%- 7% 
26%-21% 
3%- 2% 
44%,-40' 


9% 
24% 


43 


* Kaiser Industries, parent firm of Willys Motors. 


(Mareh 


31, 1958) 





Cars from Around World 
Get New York Showcase 


mands for wage increases and 
other benefits would not lead to 
inflation. 

The union’s demands on the 
auto industry include: 

1. A share of 25 percent of all 
company profits above 10 percent 
on net capital before taxes. 

2. A general wage increase of 
somewhere between seven and 12 
cents an hour. 

3. Improvements in pensions, sup- 
plemental unemployment benefits 
and hospital-medical insurance cov- 
erage. 

4. Protection for workers affected 
by plant and job movements, and 
improved holiday and vacation pay. 

John S. Bugas, Ford industrial 
relations vice-president, issued a 
statement in connection with the 
opening of contract talks in Dear- 
born, saying it is the duty of labor 
and management to reach a 
sound, fair and realistic agree- 
ment as “quickly as possible.” 

Bugas said Ford representatives 
are entering the negotiations with 
full recognition of their responsi- 
bilities to the company, its em- 
ployes, the stockholders and to the 
general public. 

“If both sides fulfill their respon- 
sibilities in the next 60 days, we will 
make an important contribution 
toward stabilizing the auto in- 
dustry,” said Bugas. “This in turn 
would benefit the nation’s economy, 
which is substantially influenced by 
autos.” 

Following the pattern set at the 
GM talks, union negotiators will 
spend several days presenting their 
demands in detail to Ford and 
Chrysler répresentatives. 

o + * 


Talks te Recess 


T THE end of that time, the 
talks will recess for at least a 
week while company experts study 
the proposals and prepare a reply. 
Little, if any, information is 
expected to leak out from the 
closed-door sessions. Both sides 
(Continued on Page 34, Col. 4) 





tor scooters and motorcycles also 
will be shown. 

Cars will range from “minicars,” 
costing less than $1,000, to sleek 
sports jobs and luxurious limou- 
sines in the $20,000 class. 

U. S. cars to be displayed include | 
Rambler, Buick, Imperial, Chrysler 
300-D, Thunderbird 





and Studebaker and Import 

Packard Hawks. Cor 
Great Britain will 

be represented by News 


Rolls-Royce, Bent- | 
ley, Jaguar, Aston-Martin, Berkeley. | 
Hillman, MG, Sunbeam, Rover, | 
Standard, Jomar, English Ford, 
Vauxhall and Metropolitan. 

The Jomar actually is an inter- | 
national hybrid, with its American- 
built chassis and fiberglas touring 
or aluminum racing body. Engine 
is the British Ford Ten or Coven- 
try Climax. 

* The French contingent includes 
Facel-Vega, Simca, Renault, Cit- 
roen, Panhard and Peugeot. The 
Peugeot is making its first bid 
for a share of the U.S. market. 

From Germany will come the 
Opel. DKW, Goliath, Goggomobil, 
BMW Isetta, Messerschmitt, Borg- 
ward, Mercedes-Benz, Volkswagen 
and Maico. 

SAAB, the Swedish firm, will 
have its new Granturismo model 
on display. 

Italian manufacturers will be 
represented by Ferrari, OSCA, 
Alfa-Romeo and Fiat. 

Representing the Czechoslovakia 
will be the Skoda 450, which fea- 
tures an aluminum-block engine, 
tubular-backbone chassis and four- 
wheel independent suspension. 

+ * 


2 Win Rally in SAAB 


ICHARD SMITH and Christo- 
pher Custer of Quakertown, 
Pa., driving an SAAB 93B, were out- 
right winners of the First National 
Rally run under the new rules of 
the Sports Car Club of America. 
Smith and Custer were America’s 
top rallyists in 1957 and their win 


in the Great Florida Rally got them 
(Continued or Page 34, Col. 3) 
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Safety Session— 


Keen interest is displayed by new-cor dealers attending a one-day meeting of th 
safety committee of the Pennsylvania Automotive Assn., shown here shortly befo, 


an early adjournment brought on by a 


the East. 
* * «* 


severe snowstorm which crippled traffic 5 


* * * 


Driver Training Survey 
Highlights PAA Meeting 


By George E. Shelley 
Staff Correspondent 

HARRISBURG, Pa. — (UTPS) — 
Seventy-nine percent of Pennsyl- 
vania’s 450 automobile dealers who 
are currently furnishing an esti- 
mated 600 cars for use in the state’s 
high school driver training program 
have indicated they would be will- 
ing to participate on the same basis 
again next year. 

Eight percent of the nearly 300 
dealers replying to a questionnaire 


mailed by the Pennsylvania Auto- | 


motive Assn. in a survey on the 
subject, replied in the negative and 
13 percent reported they were un- 
decided. 


Results of the survey provided 
one of the highlights of a meet- 
ing of PAA’s Safety Committee 
held recently under the chair- 
manship of Forest E. Bowles of 
York. The report on the survey 
was given with a view to help 
the group in determining the 
future role of Pennsylvania's 
dealers in backing the program. 
The group referred the subject 
to a subcommittee for recommen- 
dations to be acted upon at its 
next meeting tentatively scheduled 
for September in Bedford, Pa. 

E. W. Parkinson, Harrisburg, 
PAA’s assistant manager, told the 
group that “back in 1945 when this 
committee first became interested, 
there were only a few schools 
offering driver training. The com- 
mittee worked with the AAA motor 
clubs in Pennsylvania, and from 
that little beginning there are now 
over 600 cars in use in the state's 
high schools. 

“Our goal,” he declared, “is that 
every high school in the state have 
the program in effect since studies 


| show that students who have had 


the benefit of a driver training 
course in high school have less than 
half the number of accidents as do 
untrained drivers.” 

Parkinson suggested that con- 


|tinuance of driver training pro- 








a 


Hats and Lincolns— 


Five of America's most famous hat de- 
signers have created a half dozen Easter 
bonnets for the “headroom” offered in 
the 1958 Lincoln. Mr. John, Emme, Laddie 
Northridge, Lilly Dache and Mr. Arnold 
cre the millinery designers who have 
fashioned these height-of-fashion hats 
which are featured in the April issve 
of Harper's Bazaar with the new look in 
Lincoins. Stores throughout the country 
ore featuring displays to show the co- 
ordinated effort of automotive and millin- 
ery designs. Shown above is the “Beauti- 
ful Build-Up,” latest creation by Mr. John. 


|grams in the schools may soon b 
| carried on similar to the way 4 
| which other phases of curricula 4 
|the schools are operated, stating 
“It’s coming nearer to the day nor 
when schools should assume th 
full responsibility for the contine 
ance of this worthwhile program’ 

Despite a feeling that the 
schools will soon be able te 
“carry the ball” insofar as driver 
training courses are concerned, 
| the PAA official pledged the con- 
tinued cooperation of dealers 
“wherever we can.” 


In a review of the survey, Richan 
N. McCord, Harrisburg, PAA execu 
tive assistant, listed the make ani 
| percentage of each make involved 
in the cars being furnished t 
schools by dealers: 


Chevrolet, 55 percent; Ford, 2% 
Plymouth, 7; Pontiac, 5; Dodge, ¢ 
Rambler, 1.6; Mercury, 1.6; Oldsme 
bile, 1.4; Buick, 1.0; Studebaker, 1 
and DeSoto, .2. 


Thirty-four percent of the deab 
ers said the loaning of a car to th 
school has resulted in increase 
sales by the dealership; 27 percert 
replied that there has been no ip 
creased sales, and 39 percent wer 
undecided. 


Easier Terms 


Urged to Bolster 
Used-Car Sales 


CHICAGO.—Liberalization of ir 
stallment credit terms on late 
model used cars could act as 4 
stimulus to the entire auto busi- 
ness, Chrysler Corp. sales execu 
tive said here. 

Speaking before the National In 
stallment Credit Conference of the 
American Bankers Assn., Byron J 
Nichols, general 
manager of auto- 
motive group 
marketing for 
Chrysler Corp., 
said that stimu- 
lating the indus- 
try through a 
more active used- 
car market is one 
of the most im- 
portant lines of 
action being 
taken by com-_ Byron J. Nichob 
panies and dealers, and that “it & 
just possible that automobile ft 
nance companies and bankers cai 
assist in this activity.” 

He urged the bankers to give 
serious consideration to extending 
installment contracts beyond # 
months on used 1957 or 1958 mod- 
els. “The mere fact that a virtually 
new car has had another owner,” 
Nichols said, “would not seem suf- 
ficient reason for cutting down 
drastically on the liberality of the 
terms.” 

He noted that in recent years the 
attitude of lenders toward used-caf 
contracts has become considerably 
more favorable. 

“One reason for this,” he said, 
“is the development of used-caf 
warranty contracts. It would seem 
to me that if financing organiza 
tions could tie in such a contrac 
with an installment credit agree 
ment, the result might be a liber 
alization of terms—with the even 
more important effect to all of us 
of stimulating the whole market” 














bp 
ey 
depar' 
day a: 
NADA 
On 
sultin; 


N 
o 
Se 


predic 
again: 
faith 
Ano 
light 
legisle 
is ma 
obtair 
permi 
servic 
The 
ity” i 
bring: 
cial | 
Cong! 
to an; 


Thi 
agen 
the a 
an il 
of Al 
ideas 
indus 
inter: 
parti 
in th 

Tal 
Way: 
made 
must 
man) 
welfa 
of re 








iF 


ene aw 


a 


eo TPRSA RSeeS 


sie 2 


> 


2 
- O 


are 


we = 
a7 


im 
te 
Due 


In 
the 








Dealer Forum 


by Robert M. Finlay 


—— presently have their 
eyes on two important NADA 
departments, we learned the other 
day as we dropped in to chat about 

NADA’s efforts to serve dealers. 
On the legal side, they are con- 
sulting with James C. Moore, gen- 
eral counsel, about 


the recent federal 

- é good-faith legisla- 
ora tion. And, based on 

Series the number of 


inquiries, Moore 
predicts a rash of dealer suits 


against factories under the good-| 


faith law. 
Another department in the spot- 
light is that of Rowland F. Kirks, 


legislative counsel. At present Kirks | 


is mapping the strategy involved in 
obtaining legislation which will 
permit some form of reward for 
service responsibility. 

The expression “territory secur- 
ity” is carefully avoided for that 
brings to the mind of many a spe- 
cial privilege, something which 
Congress is in no mood to hand out 
to any trade group. 

> > 2 


Job Misunderstood 

2 job of legislative counsel is 
often misunderstood. At best, 

some look on him as a lobbyist. At 

worst, he is pictured as a cloak- 





and-dagger figure hauling bags of | 


loot around the Capitol to buy in- 
fluence. 

Take it from Kirks, that isn’t 
the way to do it. There's no future 
for any organization which adopts 
such an approach. 

The outsider may think of 
Washington largely in terms of 
scandalous stories or hints of 
scandal. The Washington pros, 
like Kirks and Bill Ullman, 
Automotive News’ Washington 
bureau chief, tell us that con- 
gressmen and the federal staff 
men are, for the most part, ear- 
nest, honest men concerned with 
the welfare of their country, and 
jealous of their reputations. 

The congressmen and the federal 
agencies have a natural interest in 
the auto industry, since it has such | 
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turn, seeks information among 
them. For instance, Kirks has been 
inquiring as to the possibilities of 
the industry getting relief on excise 
taxes this session. 

Incidentally, checks around 
Washington indicate that the pres- 
ent time, when there is so much 
public concern about the auto in- 
dustry, might be a good time to 
launch an all-out drive. 

Another example concerns 
NADA’s program which calls for 
legislative action on territory se- 
curity. Washington sources say 





the task is almost insurmount- 
able. 
First, they say, this calls for 


amendment of the antitrust laws, 


and there is a sacred air about the! j 


antitrust laws. Any move to amend 
brings up all sorts of opposition. 
In addition, the normal course of | 
such a bill is through the Ways and| 
Means Committee, which, as| 
pointed out before, 


A further point is that territory | 
security gives the impression of 
building a fence around something, 
which congressmen are loathe to 
do. 


> * = 
Wording Is Important 
= take the wording of the bill 
in one of the many drafts) 
NADA has considered. 
“Relative to the distribution of | 
automobiles in interstate commerce. | 
“That no provision of law shall) 
render unlawful— 
“(a) any provision of any contract 
or agreement between any manu- 
facturer of automobiles and any) 
retail dealer in automobiles pro-| 
duced by such manufacturer under 
which such manufacturer (1) 





ignated as the area of sales and) 


| service responsibility of such dealer 


an important bearing on the life) 


of All Americans. They get screwy 


ideas about the auto and the auto} 


industry, and it is up to Kirks to 
interpret to them the industry, and 
particularly the retail auto industry. 
in the light of common sense. 
Take, for example, the House 
Ways and Means Committee. It is 
made up of 31 representatives who 
must deal with some 2,500 bills, 
many of them vital to the nation’s 


welfare. So congressmen are in need | 


of reliable information about a 
multitude of subjects. 

Men like 
them a complete package of infor- 
mation—the pros as well as the 
cons—about his field, are helpful 
to the congressmen and staff mem- 
bers. 

“All contacts,” said Kirks, “are 
right on top of the table. I won't 
say anything that I’m not willing 
to defend openly. Any other posi- 
tion is indefensible for an organi- 
zation looking toward a future in 
Washington.” 


* * * 


Friends Are Assets 


O GOOD friends on the Hill are 
valuable assets to a legislative 
counsel, and he must shoot straight 
to keep their confidence. He, in 
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Kirks, who will give) 


with respect to such automobiles; 
(2) requires such dealer to render, | 
| with respect to such automobiles, 
specified services and for that pur-| 
pose to maintain specified facilities, | 
or (3) makes provisions for the 
compensation of such dealers for 
the rendition of such services or) 
the maintenance of such facil-| 
ities; or 


“(b) any act taken to carry into! 


effect any such provision.” 

In that wording, the bill seems 
to fit right in with American 
principles. 

It won't be easy to get such} 
legislation enacted, but it is pos-| 
sible. 


> * * 


Top Legal Problems 

IM MOORE'S phone is usually| 

busy as he talks with dealers 

all over the country on legal prob- 
lems affecting their businesses. In 
addition, he is legal counsel for 
the two corporations (NADA and 
guide book), as well as counsel to 
all the committees on legal matters. 

Top subjects with dealers at the 
moment are possible suits under 
the good-faith law and the han- 
dling of dealer reserves for tax 
purposes. Moore believes that Con- 
gress may be the best bet for clari- 
fication of dealer reserves. 

Dealers naturally feel that the 
dealer finance reserve should not 
be treated as income until they 
get the cash. The tax commis- 
sioner has ruled otherwise, even 
though he has lost two court 
cases to dealers. 

In a hard market such as pres- 
ent, Moore said, an industry tends 
to turn to collective action. Moore 
warns dealers that this is one of 
the most dangerous courses they 
may take. 

As far as auto dealers go, Moore 
says, the saving grace is that 
competition is so intense that deal- 
ers pay no attention to agreements. 

Moore sees a break with the past 
for the industry. The auto market 
is different from that of the past 
and so are the customers. Dealers 
will have to feel their way along. 


is burdened| ~ 
| down with some 2,500 bills. 





‘Buy Now’ Ike’s Reply 
To Excise-Cut Query 


WASHINGTON. President 
Eisenhower last week sidestepped 
any endorsement of auto excise 
reduction as a remedy to the 
industry’s ills. At his press con- 
ference a reporter asked his views 
about reduction proposals and 
statements that potential buyers 
are holding off in anticipation of 
a cut. 

The President replied with gen- 
eral advice to consumers and the 
industry. He said the public 
should purchase on the basis of 
bargains presently offered and 
not on the basis of some possible 
future action. And, he said, there 
is a need for better salesmanship 
and advertising. 

The President made no mention 
of NADA’s request that he make 
an announcement favoring a 
retroactive buyer-rebate clause in 
any excise reduction legislation 
that might be enacted by Con- 
gress. 








oh 


: 


| 





Small Towns Also Promoting— 


Following the pattern set by Cleveland, the Meadville Aviomobile Dealers Assn. 
| es-| staged its own “You Auto Buy Now Week.” Designed to give the economy a shot in | 
|tablishes any system of incentive | the arm by stimulating car sales, the Meadville promotion ended last Saturday (March | 
Payments to compensate such | 29). Several other cities across the nation ore planning similar stimulation programs. 
dealer for the making of sales of | Association officers who planned the campaign are, from left, Warren C. Smith 
such automobiles at retail within | (Oldsmobile-Cadillac), vice-president; J. L. Davies (Pontiac), secretary; Milton D. Nodiler | 
a specified geographical area des-| (Dodge), and Bernard Horris (Ford), president. 





Trim Expenses to Survive, 
Philadelphia Dealer Urges 


PHILADELPHIA. — 


duction figures and used his find- 
ings to warn his fellow retailers 
that they must pay especially close 


|attention to expense control if 


they are to survive in this year of 
declining volume. 

The dealer submitted his report 
to the Philadelphia Automobile | 
Trade Assn., and the trade group | 
passed it along to all PATA 
members. The dealer was not 
identified. 
The dealer did not mention the) 

source of his figures, but he de- 
clared that car output through 
March 14, 1958, was 438,347 units 
below the corresponding period of 
1957. This, he said, represents a 
“loss of potential gross” of $180 
million for dealers. 

This figure was arrived at, he 
said, by multiplying the decrease 
in units by $411 new and used-car 
gross profit “which seems to be 
a fair and conservative figure to 
use.” 

He added that this was “the 
NADA composite average for 1957 
and also compares with the results 
of some local dealers.” Used-car 
retail gross is used, he said, be- 
cause for each new car sold, one 
used car would be retailed on a 
national average. 

Commenting on ’58 production, 
he declared: “Past history proves 
that the first 90 days of a new 
model determines the public ac- 
ceptance and the same rate of 
production or ratio will continue 
through the model year. 

“It is a rare occasion when any 
one line will improve during the 
model run. Check your line on the 
attached production sheet. The die 
is cast; your line is either hot or 
cold and if it’s cold, pay special 
attention to your costs anr control 
of expenses.” 


| 
| 


A Phil a-| 
delphia dealer checked some pro-| that “the dealer who is using wish- | 





Chances Favorable. . . 


Ways & Means Holds 
Key to Excise Action 


By William Ullman 


Washington Correspondent 


ORDS or action—which will it be? That’s the question 

of the hour on reduction of automotive excises. So 
far words have won hands down, with the issue coming in 
for almost daily discussion on the floor of the House and 
Senate. The majority sentiment of the debaters is toward 
elimination or reduction of iA FF 
the excise rate, but this is | tion legislation, it will come out of 
still a far cry from action. wee Se eee 


jafter thorough 

For positive, concrete steps you | hearings. There’s 
must look toward the House Ways|no bypass. The 
and Means Committee. This is the|Senate proved 
group that will in the end, apart | that the other day 
from all talk, decide the fate of the| when it turned 
auto excise question. It will act or| down impromptu 
it won’t act. If there’s to be reduc-| efforts to get tax 
reductions 
through as riders 
to other legisla- 
tion. 

Is there really a chance of 
Ways and Means acting? Yes, 
and a pretty good one. 

Rep. Thad Machrowicz, Michigan 
Democrat and a committee member, 
said House Speaker Sam Rayburn 
and Rep. Wilbur Mills, of Arkansas, 
the Ways and Means chairman, had 
told him they favored reduction or 
repeal of the auto excise tax and 
that such a provision would be in- 
cluded in the general tax relief bill 
that is being drafted. 

Machrowicz told this column that 
presentation of the general bill and 
the scheduling of hearings on it 
would not take place until after the 
Easter recess, Just when it would 
come up for consideration, he said, 
depends on the economic situation. 

= * * 


Machrowicz’ Proposal 


is congressman has introduced 
legislation to repeal the excise 
|on new cars and parts and acces- 
sories and to cut the levy on trucks 
and buses from 10 to 5 percent. As 
a member of Ways and Means on 
the majority side, his proposal will 
probably form the basis of negotia- 
| tion in hammering out the automo- 
tive portion of any general relief 
bill. 

It would be an excess of optimism 
| to expect Ways and Means to come 
|out for complete repeal of any of 
| the levies, but the congressman's 
| bill is a starting point for compro- 
| mise. 

The Machrowicz bill calls for 
rebates to car buyers retroactive 


to March 1 and floor stock re- 
Continued on Page 8, Col. 1. 


Romney Slated 





William Ullman 








The Philadelphian also observed 


ful thinking that volume is just) 
around the corner is in for a big | 
disappointment and an _ unprofit- 
able year. Past experience has/| 
proved that the individual dealer 
who has forced the market to gain 


volume has done is unprofitably.”| At N, c. Parley 


H juded, “The point of 
© point of | RALEIGH, N. C.—AMC Presi- 


this message is that we should la t George Romney and William 
i t th ts en eorge e 
concerned about the pocepects | > Hafstader, GM Giststbution stall 


of sales for 1958 and put our : ; c 
house in order, expensewise, so | Vice-president, will speak at the 
23rd annual convention of the 


that we don’t pay out more than ; 

we take in. North Carolina Automobile Dealers 
“The ‘pie’ is smaller with the “=. cae gt BY. 

same number of cuts to come out| tufstader’s topic at a luncheon 

of it. Make sure your cut is suffi-| meeting Apr. 28. Romney will dis- 

cient to pay your total overhead| cuss “Opportunity Unlimited” at a 

with some left over.” | luncheon session the following day. 


On the House... 


“Hard bargaining and quantity buying” enables 
the Federal government to buy new cars from auto 
makers for $1,000 less than the motorist pays, about 
$600 less than a dealer pays, Rep. Albert Thomas 
testified the other day. Rather, it seems that the 
auto industry is subsidizing the government at the 
expense of motorists and dealers—saving money for 
the government to waste elsewhere and helping the 
government to compete with private industry .. . 


Illinois dealers are being urged to publicize 
the recent state reduction in tradein tax, obtained 


, through a court injunction . .. Chicago’s Chevrolet 
Wemhow dealers are displaying large posters giving factory 
suggested retail delivered list prices; also give prices for optional 
equipment and accessories . . . Brooklyn and Long Island dealers 
took part in a drive to kill a state bill permitting Sunday sales .. . 
Minnesota dealers are being warned not to circumvent personal 
property tax, due May 1... Henry Eisenhauer, manager of Brooklyn 
association, is back on job after coronary seige ... Harry Kendall 
is chairman of Oregon dealers’ golf tourney May 9. 


—Pete Wemuorr, Editor, 
Automotive News 
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Detroit, Flint Join In... 
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Auto Sales Crusade 
Adds 12 More Cities 


(Continued from Page 1) 


specials, The price tag will be on 
every one of these, and they will be 
bargains.” 

Many dealers plan to serve 
coffee, doughnuts and soft drinks 
during the drive, Walker said. 
The slogan is “Buy Days Mean 
Pay Days.” 

Romney told the Detroit rally the 
consumer can save money by buy- 
ing now. 

“Prices of such products as ap- 
pliances and autos are bound to go 
up as a result of many labor-con- 
tract settlements and as the effects 
of new Government spending are 
felt later this year,” he said. 

“Operation Demonstration” pro- 
vided a big surprise for dealers in 
Akron’s “Sale-O-Rama,” which has 
been extended a week to Apr. 5. 

On the first day of the drive, 326 
prospects took demonstration rides 
and the number rose to 832 the next 
day, according to E. John Lehman, 
secretary-manager of the Akron 
Automobile Dealers Assn. 
+ * + 

E number was far greater 

than the dealers had antici- 
pated,” Lehman said. Each day of 
the drive $100 is awarded to a per- 
son who takes a demonstration ride 
and $50 goes to the salesman who 
accompanied the winner. 

Iehman said the first day’s 
winner applied his $100 to the 

purchase of a used-car and re- 
turned the next day to buy an- 
other used car for his son. 

He said 65 new cars were regis- 
tered on the first day of the drive 


in Summit County, compared with | 
55 on the corresponding day a week | 


earlier. On the second day, registra- 
tions totalled 66, compared with 30 
the previous week. 

Used-car sales the first two days 
were up slightly over the similar 
days the previous week, Lehman 
added. 


* * > 


ST. JOSEPH, Mo., 130 new and | 
used cars were sold “during the) 


first two days of the nine-day cam- 
paign which closed Saturday 
(March 29). The sales brought in 
$273,803.79. 

J. R. Taliaferro, president of 
the St. Joseph Automobile Deal- 
ers Assn., said the two-day total 
“exceeded by a wide margin any 
two-days’ volume obtained dur- 
ing the entire month to date.” 

In planning their “You Auto Buy 
Now” promotion, the city’s 12 new- 
car dealers estimated their new 
and used-car inventories at $2,321,- 
782.08 and used this figure in news- 
paper ads promoting a “Giant $2,- 
321,782.08 Spectacular.” 

Forty salesmen, manning a bat- 
tery of 20 phones installed in one 
of an association member's dealer- 
ship, called every family listed in 
the St. Joseph phone book, Talia- 
ferro said. 

= - © 
O different sales “pitches” 
were used on the prospects, he 
added. They were: 
Pitch No. 1 

“Is this Mrs. —? 

“Mrs. —, this is —, a new-car 
salesman. Have you heard about 
‘the $2 million sale being con- 
ducted by all of the new-car 
dealers in St. Joseph? 

“Mrs. —, all of the dealers have 
combined to offer for sale more 

than 1,500 new and used cars val- 
ued at $2 million and you can save 
lots of money.” 
Pitch No. 2 

“Is this Mrs. —? 

“This is a new-car sales- 
man, and I would like to tell you 


= 





Two Cents Knocked 


Off Aluminum Price 


MONTREAL.—The first major 
reduction in the price of basic 
aluminum in 10 years was an- 
nounced by Aluminium, Ltd, 
Thursday. The cut, effective Apr. 
1, will amount to about two cents 
@ pound. 

Aluminium President N. V. 
Davis said the reduction was in- 
tended to stimulate business in 
the midst of the current eco- 
nomic slump. 








about a $2 million new and used- 
car sale that begins this Friday. 
If you are thinking about buying 
a new or used car during the 
next six months, it will pay you 
to visit your new-car dealer this 
coming week. 


“Do you plan to buy a new or 


used car during the next six 


months?” 

Newspapers, banks and other 
merchants contributed to the suc- 
cess of the campaign, Taliaferro 
said. Gov. James T. Blair jr. and 
St. Joseph Mayor Stanley Dale 
commended the dealers’ action. 

+ * * 


Tu Chicago Automobile Trade 

Assn. held three sectional 
luncheon meetings last week to 
acquaint dealers with plans for the 
city’s campaign Apr. 12-20. 

The Chicago Assn. of Commerce 
and Industry has pledged to sup- 
port the campaign, the CATA said. 

A 10-day campaign to get peo- 
ple to “buy what you need, but 
buy now” will be launched Apr. 
17 by the Motor Car Dealers 
Assn. of Greater Kansas City. 

“We'll all get some business if 
ation president, told a planning 
group. “Everybody should get into 
the act, and that 
bankers and all businessmen.” 

One campaign slogan will 
“Let’s Keep Business Good in the 
Heart of America.” 

= = * 


QUCCESSFUL promotions were 

reported by dealer groups in 
Lorain, O.; Meadville, Pa, and 
Ukiah, Calif. Eight dealers in Ukiah 
joined with other merchants in 
staging a campaign for spring 
sales. 

Harold B. Robinson (DeSoto) 
introduced a “faith-in-the-future” 
purchase plan in Station WCAU- 
TV in Philadelphia in a solo 
effort to boost sales. 


Robinson said his plan carries a| 


“payment-deferred” clause, which 
provides that in the event of un- 
employment the purchaser will re- 
ceive an extension until such time 
as he is able to pay. 

Radio Station KSTP and KSTP- 
TV in Minneapolis sponsored their 
own “Buy a Car Week,” March 
23-30. Dealers were urged to boost 
the campaign by offering special 
deals, contests and through direct 
mail, said Marvin Rosene, sale vice- 
president of the stations. 

He said the promotion stressed 
the importance of auto sales to the 
whole economy, that dealers were 
offering bargains and that new and 
late-model used cars contribute to 
highway safety. 

James M. Roche, Cadillac gen- 
eral manager, told newsmen in Los 
Angeles that the business decline 
apparently had touched bottom and 
sales probably would start rising 
during the spring. 








Rambler's Top Dealer— 


For the third consecutive year Morris 
Lipman, left, president, Lipman Motors, 
Hartford, Conn., has been honored as 
the top volume Rambler dealer. Presenting 
the plaque at a dinner for Lipman's em- 
ployes and friends in Hartford is Roy 
Abernethy, automotive distribution and 
marketing vice-president, American 
Motors. 


includes labor, 


be: | 


Flint Drive Opens— 


“You Auto Buy Week" gets off to a fast start in Flint as Mayor George M. Algoe | 
takes delivery of his 1958 Buick Limited convertible from Warren D. Seibold, manager 
| of Buick's retail store, with eight rival auto dealers piling in for the initial ride. 
The car was the first one purchased as the nine-day drive opened last Friday (March 


28). Flint dealers joining the celebration 





any comment toward clearing up 
this matter? 


“Let the factories get completely 


business to be placed where it 
may”—Seattle Automobile Dealers 
Assn. 

“Factories should discontinue 
subsidizing of and subdivision of 
government unless such price con- 
cessions are made at the year-end 


determined by the dealer for bid 
purposes”—South Dakota Automo- 
bile Dealers Assn. 


° > * 


tive Assn. 

“If manufacturers would keep 
out of the bidding, many of our 
dealers could make a small profit 
as they did in the years prior to 
factory intervention”—Connecticut 
Automotive Trades Assn. 

“Let government units buy at 
regular fleet discounts only”— 
Greater St. Louis Automotive 
Assn. 

The dealer groups doubted that 
there is any real promotional value 


government agency. And most of 
them thought that any promotional 
value was cancelled out by pub- 
licity over price concessions. 

In Arkansas, for example, the 
highway department has started 
the practice of live broadcasts of 
the opening of bids. With the bids 
running from $300 to $500 under 
the invoice price to dealers, the 
Arkansas dealers said “we find it 
hard if not impossible to convince 
our buyers that we had not loaded 
our prices something frightful.” 

“The public conceives the idea 
that dealers have much more profit 
margin on which to operate than is 
actually the case because of the 
difference paid by the State Gov- 
ernment and those quoted to the 
public,” said the Utah Automobile 
Dealers Assn. 

* * e 
IHE UADA said most Utah deal- 
ers have discontinued bidding 
for State business because they be- 


Willys Earning 
Top $5 Million 


TOLEDO.—Consolidated net 
earnings of Willys Motors and its 
wholly owned subsidiaries in 1957 
were up to $5,010,000, compared 
with $3,593,000 in 1956. 

Henry J. Kaiser, chairman of 
Kaiser Industries Corp., said total 
earnings of the firm and its sub- 
sidiaries, including Willys, 
amounted to $16,832,000, compared 
with $14,971,000 the previous year. 


‘ 
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and in an amount which cannot be| 


by sale of a particular make to a} 


are Max Groff, left, and Dan Holahan, in 


| front seat, and from left, Victor lL. George, Peter Gavriloff, George McKay, Arthur 
E. Summerfield jr., Charles H. Lippincott and La Verne Marshall. 


Government Fleet Sales 
Blasted by Dealer Groups 


people spend,” Jerry Smith, associ- | 
(Continued from Page 1) 


to the question: Can you offer |leive that the dealer who gets the 


| bid is actually the loser. 


The Seattle group said “in some 
cases customers who paid the reg- 


out of the picture and grant no | ular retail price express consider- | 
price concessions, allowing the|able dissatisfaction after reading} 


about Government purchases of 
| cars.” 
| Vigorous objections to factory 
subisidaries have been voiced by 
the New York State Automobile 
| Dealers Assn. and the Pennsyl- 
| vania Automotive Assn. 
Pennsylvania replaces its fleet of 
| 5,000 cars every year and New York 
| has just adopted a new plan under 
|which the bulk of its fleet will be 
| traded in every year. 


| cost after dumping year-old cars on 
| the used-car market at costs with 
— dealers cannot compete. 


58 Ford Costs U. S. 
$1,350, GSA Aide Says 


WASHINGTON. — The Govern- 


|}ment can buy a six-cylinder 1958) 


| Ford for about $1,350, the House 
Appropriations Committee has 
| been told. 

The witness was Clarence D. 
| Bean, of the General Services Ad- 
ministration. Bean said the Gov- 
|}ernment kept the cars for two 


|them for about $1,100. 
| brought out that more than 20,000 
cars are purchased annually for 
the civilian branches of the Gov- 
ernment and thousands more by 
the military. 











| years or 50,000 miles and then sold | 
It was) 





Dodge Salesmen 
In Detroit Join 


In ‘Profit Forum’ 


DETROIT. — About 200 Dodge 
salesmen in the Detroit area got 
a pep talk at a “Salesman’s Profit 
Forum” on the eve of the opening 
of Metropolitan Detroit’s auto-sales 
promotion campaign. 


“Nothing happens unless you 
make it happen” and “work—the 
secret of everything” were themes 
stressed by Earl Orr, general man- 
ager of Hodges Auto Sales, Inc. 
Ferndale, Mich. 

Three of the area’s top Dodge 
salesmen in 1957 and the first two 
months of 1958 detailed their sales 
techniques in a panel discussion 
moderated by Glenn Bell, Dodge 
assistant regional manager. 

The salesmen were George 
Graser, Raynal Brothers; Jerry 
Grammers, Ken Brown, Inc., and 
Scotty King, Hodges. They called 
the satisfied customer the best 
source of prospects. 

Eight sales managers who ex- 
ceeded their quotas in a recent 
campaign shared $2,030 in silver 
| dollars awarded at the session by 
the Dodge Dealers of Detroit in 
cooperation with Dodge and Chrys- 
ler Corp. 
| They were: 

Vic Dewis, Taylors, Inc., Livernois 
Ave., $570; Lee Swick, Hodges, $400; 
John Sumniak, Raynal, $350; Steve 
Adelaine, Stanford Brothers, $295; 
| Bill Kerr, Ken Brown’s, $155; Irv 
Schoener, Roney, Detroit, $150; 
Bill Mitchell, Roney, Roseville, $70, 
and Joe Rymill, Stewart Sales, $40. 

R. C. Somerville, assistant to the 
|\Chrysler Corp. dealer-relations 
vice-president, said there are plenty 
of prospects despite the recession 
and urged intensified efforts to sell 
| them. 


\N. Y. Bills Aimed 
At Bait Ads, 
Sales Schemes 


| ALBANY.—Bait advertising, mis- 
| branding of merchandise and other 
| fraudulent selling practices would 
|be banned by bills introduced in 











“UANOFACTURERS could clear! The dealer groups in both these | the Legislature. 

this up in a jiffy. No units states charge that the subsidy sys-| 
should be sold to anyone below|tem permits the State to replace|torney General Louis J. Lefkowitz, 
dealers’ cost”—Tennessee Automo-|its fleet every year at a nominal | who said his office had been flooded 


They were recommended by At- 


|with complains from consumers 
| about bait advertising. 

One bill bars firms from offering 
janything “as part of a plan or 
| scheme not to sell the merchandise 
or service at the price quoted or not 
to sell the merchandise so adver- 
tised.” 

The attorney general would be 
empowered to seek injunctions 
against violators. 

Another bill would apply to used, 
rebuilt, rebranded or reconditioned 
automobiles, television and radio 
sets, household equipment and 
furniture. 

Under the measure, all such 
articles must be advertised as 
“used.” 

The third bill would require ad- 
vertising to carry the “model year” 
of manufacture of automobiles, 
| radio and television sets and house- 
| hold appliances. 





Cleveland Dealer Cites Romney— 


George Romney, center, president of 


American Motors, grins as he receives a 


dinosaur-decorated plaque from the Cleveland Automobile Dealers Assn, following 
his speech at the “You Auto Buy” sales rally. Some 1,000 dealers and salesmen 


attended the rally. Presenting the plaque 


are Leo Conway (Cadillac), left, and David 


L. Blaushild (Chrysler-Plymouth), CADA president. The plaque reads: “To George 
Romney, critic, lecturer, anthropologist, ‘white hunter’ of the American dinosaur. The 
committee to preserve the American dinosaur. Cleveland Automobile Dealers Assn." 
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BMW (isetta)"600” 
4-5 seater 


ISETTA 









Now-America’s smartest imported economy car team in the field with 


MORE DISTINCTION - MORE ECONOMY - MORE VISIBILITY - MORE ROOM 


priced for volume sales to fit every purse and purpose 


THE SUCCESS of hundreds of our dealers proves 
daily and anew the volume and profit opportuni- 
ties with the truly amazing BMW Isetta “300” (now 
sold in 800 dealerships across the nation), and we 
are proud to announce the addition of the New 
Distinctive BMW (isetta) ‘600’. Some markets are 
still open for select dealers. 


The American public is being asked by BMW ISETTA 
to “Make the Hat Test’ on any car under $2000 
before deciding on any imported line of 
economy cars. 


U. S. DISTRIBUTORS FOR 
GERMANY’S LEADING CAR MANUFACTURERS 
che Motoren Werke (BMW ISETTA) 
NSU Werke (NSU Prinz) 
Tempo Werke (Tempo Matador ) 





FADEX COMMERCIAL CORPORATION 


487 Park Avenue - New York 22, N. Y. 


NOW IS THE TIME to include BMW ISETTA with your 
present line — establish a BMW ISETTA dealership 
in your city or town. 


SEE THE COMPLETE LINE of FADEX IMPORTED CARS 
the 1958 BMW Isetta “300” 







2 
the new BMW(isetta)**600” “a 





we 


and the Tempo Matador 
12 seater station wagons 
KOMBIS and Commercial Vehicles 


at the INTERNATIONAL AUTOMOBILE SHOW April 5-13, New York Coliseum 


FADEX WESTERN MOTORS INC. 


519 West 15th Street - Long Beach, California 
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French Engineer Peers into Future... 





Small Car’s Destiny in U. S. Sales j 


NEW YORK.—Key to the new- 
car market potential in the U. S. 
in the next 10 years lies in the 
small car, according to Gabriel A. 
Panier, a French auto engineer. 

Panier sketched his views on 
future marketing and the evolu- 
tion of the automobile in both the 
U. S. and Europe in a lecture 
here at the International Center 
of the Carnegie Endowment, 
sponsored by French Engineers 
in the U. S., Inc. 

While he envisioned a small-car 
market of approximately 2.5 mil- 
lion units annually by 1965, Panier 
maintained that small cars of the 
future cannot be conceived as 


small-scale versions of present cars. 

They will have to be built much 
more economically and prove more 
functional, and consideration will 
have to be given to new materials 


You Know Whom to Call... 


Price Available, If... 





By Kenneth C. Kelley Jr. 
Staff Writer 


— suggested price of a new 
car is no mystery to the pros- 
pect who is willing to make a tele- 
phone call and knows whom to call, 
a survey showed last week. 

Senator A. S. Mike Monroney, 
Oklahoma Democrat, has charged 
that auto retailing is a “market- 
ing jungle” in which the prospect 
has no idea of* what a new car 
costs. 

He made the charge while intro- 
ducing a bill that would require 
that every new car carry a label 
showing its suggested price plus 
other data on the vehicle. 

An Avtomotive News reporter, 
posing as a retail customer, called 
an office of each of the five auto 
producing companies. He obtained 
the suggested price on four cars 
with little trouble. 


* * * 


THREE cases, a zone office | 


was called since nearly every 
part of the U. S. has a zone office 
nearby where the average con- 
sumer can call for information. In 
the other two cases, a regional 
office and division headquarters 
were checked to see how free these 
units are with information. 

Only one zone office, the 
Studebaker-Packard unit in De- 
troit, refused to give a list price. 
The woman who answered the 
phone said no prices could be 
given. She said only retail deal- 
ers could give prices and men- 
tioned that the main office of the 
corporation was in South Bend. 

The call to the Ford division 

headquarters produced a telephone 
tour of the building. Five secre- 
taries and operators listened to the 
question and then switched the call 
before a man could be found to 
answer the query. 

He was asked for the “list price” 
of a Fairlane four-door sedan with 
a six-cylinder engine. The term 
“list price” brought an explanation 
that factories don’t set car prices, 
dealers are independent business- 
men and the auto industry is just 
about the only one in which the 
time-honored custom of “horse 
trading” still exists. 

However, the Ford spokesman 
did say that the suggested price 
of the car was between $2,200 and 
$2,300. The car actually lists at 
$2,250 plus a dealer’s delivery- 
and-handling charge of $25 for a 
total of $2,275. 

The man at the Chevrolet zone 
office in Detroit treated the call in 
much the same way the telephone 
company gives a caller the time of 
day—it seemed to be a routine 
question for him. 

He said a Biscayne four-door 
sedan with six-cylinder engine has 
a suggested list price of $2,081 plus 
$169 for excise tax. If the usual 
dealer-handling charge of $40 is 
added to this, a prospect would 
have the normal advertised-deliv- 
ered price of the model—$2,290. 

The Plymouth regional office in 
Detroit quickly gave the suggested 

price of a Savoy four-door sedan 





to realize certain compromises be- 
tween cost and weight, he said. 

Two different surveys, he said, 
estimate annual car production in 
the middle 1960s at 6,700,000 and 
9,500,000 units, respectively. 

“They may both be right, depend- 
ing upon the choice of cars avail- 
able,” he said. 

The lower figure, he explained, 
may well be the maximum if 
customers are offered only cars 
derived from eurrent models. On 
the other hand, he said, the 
higher figure “is within reach” 
if small cars permit an extension 
of the market. 

“It therefore appears,” he said, 
“that the future of the automobile 
industry is largely conditioned by 
the decisions of the manufacturers, 
but it should be stressed again that 
no market analysis will ever re- 


with six-cylinder engine as $2,270, 
the proper sum if the dealer’s prep- 
aration charge of $35 is excluded. 


The Rambler zone office in De- 
troit wanted to know if the call 
was about the Rambler that is 
being given away on “The Price 
Is Right,” a television program. 
TV viewers can win the car and 
other prizes, if they give the best 
guess on the cost of the group. 
When it was explained that the 
question came from a prospective | 
retail customer, the price of a Ram- | 
bler Super Six four-door sedan was 
given as $2,028. 

The AMC spokesman was then 

asked directly if there were any| 
other charges. He said the excise) 
amounted to $159. 


The dealer preparation cost on/| 
the Rambler model is $25. Thus the | 
suggested price, excise and prepa- 
ration charge total $2,212. | 

No effort was made to check | 
on prices of optional equipment 
and optional services such as un- | 
dercoating. These are matters to | 
be decided upon by the individual 
customer who then can check 
the prices of the items he selects. 

In addition, freight charges, 
States sales taxes and licensing fees 
were bypassed as they differ from 
city to city and must be checked 
individually in each locality. 





place leadership and good judge- 
ment.” 

U. S. car makers, he said, should 
not necessarily follow the example 
of Parisian high-fashion dress 
makers, “who have proved able to 
sell shapeless bags not particularly 
functional.” 

As for car sales abroad, Panier 
said that Europe is gradually be- 
coming as important as the U. S. 
as an automotive market, with 
sales of seven to eight million units 
a year possible in the near future. 

He stressed that European manu- 
facturers are far from having suffi- 
cient capacity to supply such a 
market, and that important new 
production facilities will be re- 
quired to supply such a demand. 

“U. S. manufacturers will cer- 

tainly take advantage of this sit- 
uation,” Panier said. “One way 
is to develop their present sub- 
sidiaries. Another way is to create 
new subsidiaries. 


“A faster and more gratifying 
way might be to pool the experi- 
ence of both continents and con- 
clude agreements with the appro- 
priate European manufacturers.” 

Panier took pains to point out 
that the small car is not the ulti- 
mate destiny of the U. S. market. 


“There will always be a demand 
for large cars and, as the mo- 
mentum cannot be reversed over- 
night, they will probably get 
larger,” he said. 

A new middle-price field, he be- 
lieves, will develop out of the blend- 
ing of the current low-price and 
middle-price field. This he said, 
will result from the constant up- 
grading of the low-price cars. 


A new low-price bracket, “slid- 
ing down to $1,500,” might be- 
come the exclusive field of 
smaller cars, domestic or im- 
ported. A functional automobile, 
selling at around $1,500, would 
generate a substantial market, he 
said. 

“By the same token,” he said 
slyly, “a station wagon designed 
to be used sometimes as a wagon 
over gravel roads and with a 
sufficient ground clearance, might 
meet the favor of a certain 
public.” 

In discussing the future market, 
Panier said, “The time is probably 
| not too far away when more pres- 
| tige will be derived from the pos- 
| session of several cars, adapted to 
| specific requirements, than from 
the acquisition of (one) ‘glorified, 


” 


' self-propelled juke box. 


Used-Car Bulletin from Detroit .. . 
Latest Auction Prices 


(Copyright, 1958, by Automotive News) 


Aptco Auto Auction. Sale every Wednesday. 


March 26 

BUICK—'56 Super conv., $1,465* (ps); 
RM sedan, $1,315° (ps); Special 
Hardtop, $1,230*, $1,210°; sedan, $1,- 
225°. ‘55 Special sedan, $1,045*, 
$800°, $730°. '54 Super 2-dr., $785*° 
(ps); Special 2-dr.. $475° (ps). °53 
RM sedan, $415°. 

CADILLAC—'57 Eldorado conv., $3,- 
980° (ps), $3,700* (ps); coupe de 
Ville, $3,210° (ps). ‘56 sedan de 
Ville, $2,510° (ps), $2,335* (ps), $2,- 
170* (ps); club coupe, $2,210*; conv., 
$2,.260* (ps); coupe de Ville, $2,300° 
(ps). °55 coupe de Ville, $2,000*° 
(ps); (62) sedan, $1,630°. "53 coupe 
de Ville, $765*; sedan, $710*° (ps), 
$690°. °52 sedan, $400*. 

CHEVROLET—’'5S Impala 2-dr. Hard- 
top, $2,340°. ‘57 Two-ten station 
wagon, $1,700*; Bel Air club coupe, 
$1,680*; 2-dr., $1,430°, $1,350. ‘56 
Two-ten coupe, $1,275*, $1,010°; se- 
dan, $1,125*, $880; Bel Air club 
coupe, $1,110°. ‘55 station wagon, 
$1,025*; Bel Air conv., $975; Two- 
ten Delray, $925°; sedan, $860*, 
$830, $700, $650, $600, $515. ‘54 se- 
dan, $410. 

CHRYSLER — '57 NY sedan, $2,460*° 
(ps); Saratoga sedan, $2,125°. 
NY club coupe, $1,730* (ps); Wind- 
sor sedan, $1,435°, $1,325*. '55 NY 
2-dr., $975*. °53 sedan, $380°. 

DeSOTO — ’'57 Firesweep Sportsman, 
$2,125* (ps). °56 Fireflite Sportsman, 
$1,400* (ps). ‘55 Fireflite, $1,035*. 
‘53 Firedome sedan, $260*. 

DODGE—’57 Royal Hardtop, $1,915*; 
Coronet sedan, $1,475*. ‘56 Coronet 
sedan, $845. '53 sedan, $230. 

FORD —'58 Fairlane (8) 500 2-dr. 
Hardtop, $2,275*, $1,730. '57 Fair- 
lane (8) 500 Victoria, $1,730* (ps), 
$1,725*, $1,675*, $1,630° (ps), 2 at 


"56 


$1,620; station wagon, $1,690*°; Cus- 
tom 300 sedan, $1,375*, $1,345°, $1.- 
320°, $1,300°. °56 Custom station 
wagon, $1,175*, $1,025°; sedan, $965; 
Victoria, $950; Fairlane Victoria, 
$1,160*, $1,115, $1,100*, $1,075*, $1,- 
060°, $1,030; sedan, $1,150° (ps), 
$1,100*. '55 4-dr. station wagon, $1,- 
125°; Fairlane 2-dr., $960°; Custom 
2-dr., $650; Main sedan, $560. ‘53 
station wagon, $575, $500; sedan, 
$375*, $260. 

LINCOLN—’'58 Capri 2-dr., $3,800* 
(ps). "56 Premiere Hardtop, $1,880* 
(ps). 

MERCURY—'57 Montclair club coupe, 
$1,915* (ps); Monterey Hardtop, $1,- 
715*. '56 Monterey Hardtop, $1,225*, 
$1,210; Montclair 2-dr., $750. ‘S4 
Monterey 2-dr., $500*, i 

NASH—'56 Ambassador sedan, $1,065*. 
"54 Ambassador 2-dr., $300, '52 club 
coupe, $215. 

OLDSMOBILE—’56 (88) Super Hard- 
top, $1,705* (ps), $1,475* (ps); (88) 
2-dr. Hardtop, $1,460°. ‘55 (88) 
Hardtop, $1,275* (ps), $1,105*; 2- 
dr., $1,065*, $1,050° (ps); (98) se- 
dan, $1,075*. ‘54 (98) club coupe, 
$1,080°, $725° (ps); (88) conv., 
$815*. '53 2-dr., $260. 

PACKARD—’'53 2-dr., $235°. 

PLYMOUTH — ’57 Belvedere Hardtop, 
$1,730* (ps), $1,700*. °56 Belvedere 
conv., $1,065*; Savoy 2-dr., $800*. 
’55 Belvedere Hardtop, $785*; sedan, 
$625*; Savoy 2-dr., $800*, $600, 
$585; Plaza sedan, $535. 

PONTIAC—'55 Star Chief club coupe, 
$950*; Chieftain 2-dr., $710*. ‘54 
Star Chief 2-dr., $475*; Chieftain 
sedan, $360°. 

RAMBLER — '56 station wagon, §$1,- 
385*. °'55 station wagon, $1,000, 
$960°*. 


*Indicates automatic transmission or overdrive and (ps), power steering. 


Other Auctions are on Pages 22, 24, 26, 29. 
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Retired Dealers 


Ohio."" Schmunk started in the automobile 


ing, from left, are Ray Hershberger sr. 
Schmunk (Hudson-Cadillac), C. Bailey (Buick), Ivan Brownlee (Chevrolet), |. 









Get Together— 
These retired Cleveland-area auto dealers held a reunion in Fort Lauderdale, Fia., 
to honor R. J. Schmunk, who is called the “father of auto selling in Northeastern 


business with White Steam in 1899. Stand- 
(Chevrolet), L. W. Sanderson (Cadillac), 
H. Mes- 


senger (Dodge-Plymouth) and Hugh Murray (Oldsmobile). Seated: Harry W. Smith, 


Cleveland Plain Dealer avto editor 20 


years ago; Fred Morris (Dodge-Plymouth), 


Charles Schreiber (Chevrolet) and Ray Bundy (Ford). 


CARS Rental Planning 
Dealer Ownership 





By Robert M. Lienert 


Associate Editor 


FORT LAUDERDALE, Fla. —| 


CARS Rental System, Inc., the or- 
ganization which licenses only 
franchised new-car dealers as 
rental-lease outlets, will become a 
dealer-owned enterprise as soon as 
500 licensees are signed up, it was 
revealed here. 

James S. Hunt, who organized 
CARS eight months ago, claims 
254 members at present, although 
dealers have been actively solic- 
ited for only five month. Hunt, 
who is chairman of the board, 
expects to hit his 500 figure by 
midsummer. 

At that time, 60 percent of the 
stock in CARS will be sold to 
member dealers, while the current 
CARS ownership will retain a 40 
percent share. Stock in CARS will 
be sold in proportion to the num- 
ber of units each dealer-member 
has in his lease fleet. 

Hunt sketched his plans for 
dealer ownership as 52 new-car 
dealers from across the U. S. and 
Canada gathered in Fort Lauder- 
dale to participate in the 11th sem- 
inar on vehicle leasing conducted 
jointly by CARS and the Univer- 
sity of Miami. 

The three-day seminars, held 
twice a month, will continue un- 
til the system has achieved its 
Planned maximum of 1,000 mem- 
bers. Target date is the end of 
this year. 

Dealers attending the seminar 


show a marked and practical in-| 


terest in the possibilities of leasing 
and renting. They agree with sem- 
inar leaders who say bluntly, “Gen- 
tlemen, if you want to stay in busi- 
ness, you'd better think about leas- 
ing.” 

Hunt tells seminar members he 
organized CARS “because some- 
body had to,” to provide dealers 
with a method to retain a share 
“of their rightful business.” 

Hunt, who was a successful vol- 
ume dealer of 27 years’ standing 
in Detroit before he retired after 
World War II, explains: 

“We wear no man’s collar. We 
have no connections with any 
factory, with any finance com- 
pany. This is the dealer’s busi- 
ness.” 

The seminar gets down to busi- 
ness quickly by showing why fran- 
chised new-car dealers have an ad- 
vantage over independent opera- 
tors in the leasing business; why 
a national system is both neces- 
sary and advantageous, and why 
CARS has advantages over a deal- 
er’s independent operation. 

CARS maintains franchised deal- 
ers have an advantage over others 
in the leasing business because of: 

1. Lower original cost of equip- 
ment, with cars available at in- 
voice. 

2. Readily adaptable and train- 
able personnel. 

8. Service department avail- 
able, providing better care of 


| cars and extra business for the 
| department. 
4. Better market for used cars. 


5. Company cars, demonstrators 
and service trucks can be handled 
through the leasing operation at a 
profit. 
| 6. An established central location 
| for doing business and the advan- 
tage of owner interest compared 
with paid-manager interest. 

A dealer going into the leasing 
| business should tie up with a na- 
| tional system. CARS says because: 
| 1. Standardized rates are neces- 
| Sary. 
| 2. Airlines, railroads, hotels and 
industry prefer to do business with 
a national concern. 

3. Other members provide inval- 
uable experience. 

4. The dealer gets the advan- 
| tage of a nationally advertised 
| brand name, with its greater pub- 
| lie acceptance. 
| §. A credit-card system can be 
| provided. 
| 6. Lower insurance rates are pos- 

sible. 
| 7. A national directory with a 
| reservation and referral system is 
| available to the dealer. 
| The new-car dealer going into 
| leasing, CARS says, will find it to 
| be the best system to tie in with be- 
| cause CARS provides: 
1. The combined experience of 
|many profitable years in the auto 
| business, including 12 years in the 
| rental and leasing business. 

(Hunt for 12 years operated a 
rental and leasing business in 
Florida before selling out and 
agreeing to stay out of the “re- 





(Continued on Page 36, Col. 1) 





Pontiac Wins Award— 


The Pure Oil trophy for the best all- 
around performance in NASCAR's safety 
and performance trials at Daytona Beach, 
Fia., was won by Pontiac. Jonn Hine, left, 
chairman, National Pontiac Dealers’ 
Council, accepts the trophy from John 
C. Dial, Pure's southern regional market- 
ing manager in Atlanta. 
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Stainless Steel trim can help you sell—use it 


Run your finger along the lines of Stainless Steel trim on the 1958 De Soto. Be sure 
your customers see and know just what it is—Stainless Steel. Explain to them that 
any trim will look good in a showroom, but Stainless Steel trim keeps that showroom 


look for many years. 
Stainless Steel resists corrosion, so it sfays bright. Keep it clean, yes, 

but you never have to protect it with a coating. Its hardness gives it superior 
resistance to dents and scratches. Because it’s Stainless all the way through, 
it’s solid beauty. 

Remember, people—your customers —are already sold on Stainless Steel. 


So be sure to put it in your deal. 


USS is a registered trademark 


United States Stee! Corporation—Pittsburgh 
American Stee! & Wire—Cleveiand 
National Tube—Pittsburgh a 
Columbla-Geneva Stee|—San Francisco U nited States Steel 


Tennessee Coal & |ron—Fairfield, Alabama 


United States Stee! Supply—Warehouse Distributors 
United States Stee! Export Company 
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Ways & Means Holds 
Key to Excise Action 


(Continued from Page 3) 


funds to dealers on cars in their 
inventory on that date. In fact, 
the dealer would only get the 
refund if he passed on the tax 
cut to consumers or get a waiver 
from the buyer to forget the 
rebate. 

Machrowicz said he had received 
definite assurances from Rayburn 
and Mills that the retroactive fea- 


ture would be part of any relief bill | 


acted upon. 

There is a clear understanding, 
he said, of the auto industry’s worry 
about a buyer’s strike being caused 
by anticipation of lower car prices. 

* > * 


Separate Actior Unlikely 

Owns saw little possi- 
bility of auto excise relief 

eing acted upon separately. He 


Here’s how we’ve been 
saving you money 


The chart at right shows costs climbing 
up, up, up. But not the cost of Timken® 
tapered roller bearings for automobiles. 
It’s stayed down. And the auto industry 
helped keep it there by standardizing on 
the new sizes of Timken bearings made 
in a revolutionary new bearing plant— 


a plant that has everybody talking. (See 


recent trade articles.) 


Here’s how you can 


keep on saving 


Here’s part of the revolutionary plant 
that can turn out 30 million new design 
Timken bearings a year without a hand 
touching them. This extraordinary plant 
can keep your bearing costs down if you: 
1) standardize on still fewer Timken 
bearing sizes to help us make even longer 
production runs; 2) use more Timken 
bearings and keep this plant going at a 
full-tilt, cost-saving rate of production. 
The Timken Roller Bearing Company, 
Canton 6, Ohio. Canadian plant: St. 
Thomas, Ontario. Cable: ‘“Tmmrosco”’. 





said the House Democratic leader- 
ship has scheduled its consideration 
only as part of a package measure. 
| But he viewed as a hopeful sign 
the very fact that the House Demo- 
crat leadership has committed it- 
self in favor of auto excise relief. 

While many Republicans in 
Congress also favor such relief, 
the administration has thus far 
scrupulously avoided taking a 
direct stand. 


|senhower has not yet decided 
whether to push tax cutting as a 
recession remedy. He wants to wait 
a bit to see whether the economy 
shows an upturn. 


Indications are, however, that if 





conditions don’t better and the ad-| 


ministration decides to turn to tax 


150 





The reason is that President Ei-| 


slashing, auto excises will be in- 
cluded in the President’s program. 
Secretary of Treasury Robert An- 
derson has let it be known that he 
is inclined toward auto relief as 
part of a broader tax cut package, 


if and when. 
* + * 


Nixon Backs Broad Relief 


ND Vice-President Richard 

Nixon has publicly declared 
that it would be a great mistake to 
limit tax relief to “consumers and 
| purchasers” if tax cutting becomes 
| necessary. Business should be stim- 
ulated, too, he said. 

True, these words only add up to 
a generality, but they are significant 
|straws in the wind as to adminis- 
|tration thinking on excises. 

Adding his thoughts to the 
excise question, NADA President 
Dean Chaffin said the most im- 
mediate need is widespread pub- 
licity of the fact that a cut in 
the levy would be retroactive. 

He said that from what he hears 





|there is no doubt that consumers 
|}are holding off their car buying 
| because of all the talk about excise 
| reduction or repeal. 

Chaffin agreed with predictions 
that, unless tax aid comes, car 
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from dealers around the nation | 


sales in 1958 will be under the five 
million mark. 

“We're entering the top sales 
season right now,” the NADA pres- 
ident said, “and nothing’s happen- 
ing.” a ae 


Delay Until July Rapped 

HAFFIN asserted that it would 

be very detrimental, if not 
“disastrous,” for Congress to delay 
action on auto excises by just wait- 
ing for the rate to drop automati- 
cally on July 1 (from 10 to 7 percent 
on cars and from 8 to 5 percent on 
parts and accessories). 

He said that at the present dealer 
mortality rate “there will be few 
of us left to enjoy the drop.” 

He cited the returns of 41 local 
and state associations to an NADA 
survey. It indicated that the num- 
ber of dealerships had fallen off 
3.3 percent between the beginning 
and end of 1957 and that another 
reduction of 3 percent had occurred 
between the end of 1957 and Feb. 1 
of this year. 

In numerical terms, the dealer- 
ships in the areas covered by the 
41 associations totalled 22,905 on 
Dec. 31, 1956. By Feb. 1 of this 
year the figure had been trimmed 

| to 21,51l—a loss of 1,394. 
Chaffin regretted that Congress 
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seems disposed toward coupling 
considerations of auto-tax relief 
with general tax revision. He felt 
it dimmed chances of speedy action, 

“The automobile excise was put 
on in the first place in an emer. 
gency,” he said. “It should be taken 
off in an emergency. Certainly, 
there exists an emergency in our 
industry today.” 

Chaffin said he would welcome 
any drop in the excise rate but 
added that he wouldn’t be fully 
satisfied until the automobile levy 
is eliminated. 

* * > 


Steel Report Stirs Row 


HE Senate antitrust and mon- 

opoly subcommittee has issued 
its report on “administered” prices 
in the steel industry and, as ex- 
pected, it’s highly controversial, 
Like a Supreme Court decision, 
there are vigorously dissenting 
opinions. 

The report provides a tipoff on 
what may be expected when the 
subcommittee gets around to draw- 
ing up its findings from the auto- 
pricing hearings. 

The auto hearings, which fol- 
lowed those on steel, dug into 
essentially the same question— 
whether prices are responsive to 
competitive and market condi- 
tions or are just jacked up at 
the whim of management. 

The conclusion of the subcom- 
mittee majority was that the steel 
industry's price increases in 1957 
were unjustified. In broad strokes, 
the majority drew a picture of the 
industry's prices as being “insensi- 
tive” to changing economic condi- 
tions. 

“No matter what the change in 
cost or in demand,” it was said 
“steel prices since 1947 have moved 
steadily and regularly in only one 
direction, upward. From the ma- 
terial presented in this report, it 
is clear that the price increase sub- 
stantially exceeded the cost increase 
in 1957 and, apparently, also in 
1956. 

” > > 

‘No Hike in Demand Seen’ 
‘_ IS also reasonably clear that 

at the time the 1957 price in- 
crease was made there was nothing 
in the information then available to 
suggest a forthcoming increase in 
demand which would support the 
higher prices. 

“That the price increase was 


| made and has been held in the face 


of these underlying conditions is a 
tribute to the perfection with which 
price leadership in the steel in- 
dustry maintains price rigidity.” 

Senator Everett Dirksen, Il- 
linois Republican, said he didn’t 
think the majority report sub- 
mitted by Chairman Estes Ke- 
fauver, Tennessee Democrat, hit 
the mark at all. 

The report, he said, “adopts the 
unwarranted charges of the staff 
members. Its conclusions are not 
justified. They are not based on 


| the facts developed in the hearings 


and they demonstrate a complete 
lack of understanding of the prac- 
tical operation of our competitive 
economy.” 

Dirksen’s dissent was almost as 
lengthy as the majority report. 

Few observers here are betting 
that unanimity will prevail on the 
auto pricing report either, when it 
hits the light of day. 

+ - > 


Tax Cut Called Best Way 


To Step Up Economy 
KANSAS CITY. — Dr. Alfred P. 
Haake, consultant to GM and the 
National Small Businessmen’s 
Assn., said a tax cut would do more 
to speed economic recovery than 4 
huge Federal spending program. 
He told a credit group here that 
“the tax reduction would be the 
greatest stimulus to rebuilding of 
prosperity. It leaves more money 
with the people so that they can 
buy the things they want.” 
Haake said the idea that Govern- 
ment spending will bolster the 
economy is false in the long run. 





Note Interest Pared 


14% by Associates 

SOUTH BEN D.—Associates 
Investment Co. has announced 3 
reduction of % percent in the rate 
paid for its commercial paper 
notes. 

The new rate schedule is: Five 
to 29 days, 1% percent; 30 to 39 
days, 1% percent; 90 to 179 days, 
1% percent; 180 to 239 days, 1% 
percent, and 240 to 270 days, 2 
percent. 
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Stainless Steel trim can help you sell 


Fem & s?SBeskRe @*'*'*' FERRE ZEecaFe 


Show your customers the gleaming lines of Stainless Steel trim on the sparkling 
1958 Mercury Park Lane Phaeton Coupe. Tell them why Stainless is so much better 
than any other trim material. 


—_ 


P. 

1e 

. Stainless trim keeps its brilliance for years, because Stainless Steel resists 

a 

3 corrosion and pitting. You never have to protect it with a coating. 

All it ever needs is an occasional washing. 

y 

. Stainless resists dents and scratches. Because Stainless trim is so/id Stainless 
Steel, the shine is as thick as the trim itself. 


People— your customers—are already sold on Stainless Steel. Put it in your deal. 


USS is a registered trademark 
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Sales to Governments Called 
Costly to Industry 


) ghewrel something seems desirable just because others 
seek it. Thus, we may scramble for business that is 
no longer profitable, and it may be downright injurious. 


Take, for example, the business of selling cars to state 
and local governments. No doubt there was once prestige 
connected with this business. Perhaps this was a carry-over 
from the days when suppliers to the monarchies could carry 
the designation: “By appointment to his majesty.” 

We kicked out King George, yet carried over some of 
the customs. 


Competition for state business has now reached such 
ridiculous levels that factories, through dealer subsidies, 
sell several hundred dollars under dealer cost and disrupt 
the market of their own dealers by making it possible for 
some states to dump used cars on the retail market. 


Another aspect of this business is that it is public busi- 
ness, with the result that the prices at which the govern- 
ments buy is made public. This price—which may be below 
dealer price, and excludes the Federal excise tax—gives the 
public the impression that dealers are getting a terrific 
markup. 


In any event, it contributes to an already confused price 
situation in the auto business. 


Factories have defended the scramble for government 
business by citing its promotional value. 


Yet how much promotional value can such business have 
when it is generally realized that the business is bought? 

A survey of dealer associations reveals that dealers gen- 
erally aren’t impressed with the promotional value and are 
convinced that the business is injurious. 


Certainly it is time to reexamine this practice. 











Coming 
Events 


Dealer Conventions 


Apr. 7—Joint Annual Meeting, Motor Car 
Dealers Assmof Southern California and 
the Los Angéles Motor Car Dealers 
Assn., Ambassador Hotel, Los Angeles. 


Apr. !0—Annual Banquet, Rhode Island 
Auto Dealers Assn., Sheraton-Biltmore 
Hotel, Providente. 

Apr. 10-l1!—Illinois Automotive Trade 
Assn., Springfield, Ill, 

Apr. |15—Annual Meeting, Brooklyn and 


Long Island Automobile Dealers Assn., 
Garden City Hotel, Garden City, Long 
Island. 

Apr. 18-19—Arizona Auto Dealers Assn., 
San Marcos Hotel, Chandler. 


Apr. 21-22—Nebraska New Car Dealers 
Assn., Sheraton-Fontenelle Hotel, 
Omaha. 


April 27-29—Automobile Dealers Assn. of 
Alabama, Buena Vista Hotel, Biloxi, 


Miss. 

Apr. 27-30—North Carolina Automobile 
Dealers Assn., Pinehurst, N. C, 

May 45—South Dakota Automobile Deal- 
ers Assn. Alonzo-Ward Hotel, Aberdeen. 

May 5-7 — Joint Convention, Washington 
State Automobile Dealers Assn. and 
the Motor Dealers Assn, of British 
Columbia, Empress Hotel, Victoria, B. C. 

May 89—Oregon Automobile Dealers 
Assn., Eugene Hotel, Eugene, Ore. 

May I1-13—Idaho Automobile Dealers 
Assn., Lewiston, Ida. 

May !!-13 — lowa Automobile Dealers 
Assn., Ft. Des Moines Hotel, Des Moines. 

May 11!-14—3éth annual convention, Auto- 
motive Engine Rebuilders Assn., Shera- 
ton-Park Hotel, Washington, D. C, 

May 12-13—Pennsylvania Automotive Assn., 
Hadden Hall Hotel, Atlantic City, N. J. 

May 13-14—Massachusetts State Automo- 
bile Dealers Assn., Statler Hotel, Bos- 


ton. 

May 17-19—South Carolina Automobile 
Dealers Assn.. Ocean Forest Hotel, 
Myrtle Beach, S. C, 

May 18-20—Texas Automotive 
Assn., Galvez Hotel, Galveston. 

May 21-22—Missouri Automobile Dealers 
Assn.. Hotel Muehlebach, Kansas City. 

May 28-29—Kansas Motor Car Dealers 
Assn., Town House Hotel, Kansas City, 
Kans. 

June 2—Delaware Automobile Dealers 
Assn., Henlopen Hotel, Rehoboth Beach. 

June 3-5—Spring Meeting, New York 
State Automobile Dealers, Inc., Gros- 
singer's, Grossinger, N. Y. 

June 6-7—New Mexico Automobile Deal- 
ers Assn., Ruidoso, N. M. 

June 8-9—Automobile Dealers Assn. of 
Indiana, Mirott Hotel, Indianapolis. 

June 15-17—Tennessee Automotive Assn., 
Noe! Hotel, Nashville. 

Aug. 89—Montana Automobile Dealers 
Assn., East Glacier Hotel, Glacier Park, 
Mort. 

Aug. 13-15—Automobile Dealers Assn. of 
West Virginia, Greenbrier Hotel, White 
Sulphur Springs. 

Aug. 17-18—Georgia Automobile Dealers 





Dealers 


Assn., General Oglethorpe Hotel, Sa- 
annah. | . * : 
Sept. S7—Maine Automobile Dealers High Tool-and-Die Pay Hit 
Assn. tland Hotel tland. : . 
pt. 1-4—Coloredo Automobile Dealers | 1 realize that my letter is rather 
Assn. Antlers Hotel. Colorado Springs, | late, but I would like to refer back 
Sept. 7-9—Wyoming Automobile Dealers | to your article in the AvTomorTive 


Assn.. Lander, Wyo. 
Sept. 8-9—Minnesota Automobile Dealers 
Assn., Leamington Hotel, Minneapolis. 
Sept. 14-16—Michigan Automobile Dealers 


| News on Dec. 30, 1957, regarding 


die shops in the Detroit area. 


Assn., Pantlind Hotel, Grand Rapids. | | 
Sept. 18-20—Arkansas Automobile Deal- | Your article was well prepared 
ers Assn., Hotel Marion, Little Rock. | and to the point. However, in refer- 


Sept. 21-22—Kentucky Automobile Dealers 
Assn., Inc., Sheraton-Seelbach Hotel, 
Louisville. 

Sept. 21-23—Ohio Automobile Dealers 
Assn. The Neil House, Columbus. 


| add the following: 
Sept. 21-23—New York State Automobile | 
} 


shops usually goes to nearby job 


2 ls i Placid. 
ealers, Lake Placid Club, Lake Placid shops I tools i di ean 


Sept. 21-23—New York State Automobile 
Dealers, Inc., 35th Annual Convention, 
Lake Placid Club, Essex County, N. Y. 

Sept. 30-Oct. 2—New Jersey Automotive 25 percent less than in the 


Detroit area. 


rade Assn.. Chalfonte-Haddon Hall 
Hotel, Atlantic City. : This is also the main reason that} 
Od nl Eden Rae Hotel "Miami Beach, | the 1957 tooling of the Ford Motor 


Nov. 8-10—Texas Independent Automobile 


Dealers Assn., Texas Hotel, Fort Worth. | the State of Michigan and in 


Nov. 12—Connecticut Automotive Trades . . 

Assn., Hotel Statler, Hartford. foreign countries. 

Nov. 16-I8—Mississipp! Automobile Deal- This problem will remain as long 
ers Assn., Buena Vista Hotel, Biloxi. as the UAW is persistent in insist- 
Dec. 3—Utah Automobile Dealers Assn., 


ing on the high hourly rates being 
paid to tool-and-die makers in the 
Detroit area, which amounts to 
from 50 to 90 cents more per hour 
than tool-and-die makers are re- 
ceiving per hour in other states. 


Newhouse Hotel, Salt Lake City. 
s <4 * 


Auto Shows 


Apr. 5-13—International Auto Show, New 
York Coliseum, New York, 
Nov. 5-16—Turin Auto Show, Turin, Italy. 


Jan. 17-25—Chicago Auto Show, Inter- I personally cannot blame the 
national Amphitheatre, Chicago. automotive companies for buy- 
Jan. 22-27—Tampa Auto Show, Fort 


ing their tools from outside the 
state sources, where tool-and-die 
costs are competitive. 

As long as this condition is in 
existence and there is no letup of 
higher wages and better fringe 


Hesterly Armory, Tampa. 
. ” : 


General 
March 31-April I—N-A-P-A National Busi- 
ness Conference, Sheraton Park Hotel, 
Washington, D. C 


20 Years Ago... 


The Big Stories 


Ford Motor Co. resumed its junking operations at Dearborn this 
week in 1938. The company took in decrepit and aged cars, salvaging 
everything possible and reducing the remnants to scrap metal. An 
allowance of $12.50 was made for each junker taken in, providing it 
had radiator grilles, tires and batteries. 

Production of cars and trucks in the U. S. and Canada during 
February totalled 202,872 units, according to U. S. Bureau of Census. 
This compares with 227,744 in January and 383,900 in February, 1937. 
Of the February total, 186,806 were produced in the U. S. 

Sales of General Motors cars and trucks to dealers in overseas 
markets during February totalled 30,335 units, the highest February 
volume on record in 1938, and 10.3 percent greater than sales in Feb- 
ruary, 1937. 


—From the files of Automotive News. 





| the present status of the tool-and-| 


|}ence to your paragraphs one and) 
|four on Page 12, I would like to! 
The overflow from _ captive | 


be purchased for at least 10 to | 


Co. program was purchased out of | 





‘Labor Too High ..... - 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used, if you so request. Address Editor, Automotive News, Detroit 26, Mich. 


benefits on the contract negotia- 
tions of 1958, the blame for our 
present condition rests entirely on 
UAW-CIO Locals 155 and 157, in- 
cluding their Mr. Walter Reuther. 

They have made the Detroit area 
tool-and-die shops a whipping post 
between the automotive companies 
and the UAW-CIO. 


Unless our present condition is 
very much taken into consid- 
eration on the next contract 
negotiation, and unless a 50-cent- 
per-hour reduction of tool-and- 
die makers’ wages is granted, 
and/or the wages are balanced 
and stabilized throughout the 
U. S. the slow suicide of the 
tool-and-die shops now in exist- 
ence will prevail. 


And more and more shops will 
fall by the wayside and more work 
will go to foreign countries and out 
of the state. 

If, however, this wage reduction 
cannot be accomplished from the 
UAW, then I believe that the tool- 
and-die shop owners throughout 
this area should double whatever 
the new demands of Locals 155 and 
157 will be in June of this year. 

If they ask for a 30-cent in- 
crease, give them a 60-cent 
increase. If they want a four-day 
work week, give them a three- 
day work week. 

We cannot get any work now by 
quoting $7 to $7.50 per hour, so 
there is no other choice left. Let's 
all commit suicide. We all know, 
I am sure, including all tool-and- 
die makers and their respective 
representatives, why we do not get 
any work in this area from the 
automotive companies—W. H. Kar- 
MANN, president, Joy Tool & Die 
Co., Dearborn, Mich. 

* 


* x 


What's in a Story? 

Interesting items from AUTOMOTIVE 
News: 

“General Motors dealer profits 
are ‘going very well.’”—Harlow H. 
Curtice, Feb. 10, 1958. 

“GM’s profit goal is 15 percent 
after taxes.”— Harlow H, Curtice, 
Feb. 10, 1958. 

“Dealer profits slump to 0.7 per- 
cent.”—Editorial, Feb. 24, 1958.- 
G. H. Srarine, Staring Pontiac Co, 
Denison, Tex. 
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: Stainless Steel trim can help you sell 


Tell your customers why designers used Stainless Steel trim on the new Oldsmobile. 
; It’s a simple and convincing story: 


y No other trim material is as good as Stainless Steel for clean, /asting beauty. 
a Stainless resists corrosion so it stays bright without polishing. 

d- 

et Stainless trim is so/id Stainless Steel so the finish can’t chip. And Stainless 


Re Steel can stand the blast of pebbles and ashes that speckle the trim on older cars. 


People are already sold on Stainless Steel. Put it in your deal. 


USS is a registered trademark 
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Engineering - Production - Materials 


A Monthly Section Describing and Interpreting Technical Developments 














At Own 


grant engineering degrees to | 
510 young engineers who | 
eventually will become the core of | 


GM, Chrysler Aid | 
Engineer Supply 


Institutes. 


— the help of college-level engineering institutes they 
established several decades ago, two of the Big Three 
auto makers have partially averted the engineering short- | 
ages which have plagued some industries. 

This summer General Motors Institute and Chrysler Insti- 
tute of Engineering will® ee —— 





| 
are able to carry their weight) 


sooner as auto engineers because of | 
their cooperative education, in| 


by Joseph M. Callahan 





Why L-O-F Enjoys 
All GM Business 


IT possible for the supplier of 





Graduate Students at Chrysler Institute— 


Some of the 150 graduate students gather at the front entrance of the Chrysler 


Institute in Highland Park. 


March Meeting Plans Began Last June... 





their firms’ future engineering de- 
partments. Many also will reach 
the top management levels. 


In most cases these graduates 


How an SAE Paper Is Born 


= R. CHAIRMAN, SAE members| National Passenger Car, Body and| 4,500 of the organization's 23,000 | 
M | Materials Meeting in Detroit this| professional members, is guided by| 
|month by Forest McFarland and/|aq committee of 33 of the top en-| 


and guests.” 

With this introduction many 4 
young automobile engineer or dis- 
tinguished veteran engineer reaches 
an important milestone in his 
career. He has been selected as an 


Charles S. Chapman, both of Buick.| gineers in this field. 


> * 


vos paper was designed to help | Prezs Heads 33-Man Unit 


fulfill the second of the SAE 


expert on some subject and is|meetings’ objectives—the inter- 


addressing 200 to 800 other en- 
gineers at a Society of Automotive 
Engineers meeting. 

Although the speech will be 
only 30 to 90 minutes long, behind 
it will be some nine months of 
activity and thought by many of 
the top-flight engineers in the 
business and by the SAE staff. 
On occasion as much as $5,000 has 
been spent by a company on dis- 
plays, films and slides for an SAE 
presentation. 

An idea of what lies behind an 
SAE paper might be gleaned by 
examining a paper such as “The 
Buick Flight Pitch Dynafiow,” 
which was delivered at the SAE 





Bumper Plating 
Is Automatic 


On New Machines 


ONROE, Mich. — Two huge 
automatic bumper plating ma- 
chines have been installed at the 
Ford Motor Co. plant here by Udy- 
lite Corp. 

The two platers are 709 feet long, 
25 feet and 23 feet wide. They use 
2,700 gallons of water per minute 
and exhaust more than 750,000 cubic 
feet of air per minute in order to 
protect employes from the fumes. 

Since many years of useful life 
are expected from the equipment, 
as much time was spent in dis- 
cussing future changes in the 
process cycle as was used in de- 
veloping the present sequence, 

Basic design for the automatic 
selective cell plating process was 
first developed in a 60-foot model 
by Udylite Corp. in 1951 and since 
that time a number of machines 
employing the same principle have 
been built. 

The platers filter 296,000 gallons 
of plating solution an hour, requir- 
ing 365 special pumps. They also 
require 81 generators which deliver 
over 750,000 amperes at low volt- 
ages. 


| 


i 


change of basic new product de- | 
velopment information, The other | 
and more important objective is) 
the interchange of basic automotive 
engineering principles. 

In the circulation of product} 
information, the SAE officers and 
staff are constantly on the watch 
for commercial pitches, operating 
much like an editor in separating 
the worthwhile from the worthless. 

However, just because a product 
is on the market doesn’t neces- 
sarily mean that it doesn’t em- 
bedy new, worthwhile engineer- 





HIL H. PRETZ, Ford Motor 
Co.’s executive engineer for ve- 
hicle testing, 


are J. S. Wintringham, Ethyl Corp.; 


J. H. Booth, Thompson Products; | 


Paul C. Ackerman, Chrysler Corp. 


vice-president and director of en-| 


gineering; John B. Beltz, Oldsmo- 
bile assistant chief engineer; H. M. 
Bevans, Chrysler Corp. engineer in 
charge of vehicle testing. 


S. R. Billingsley, Stratofiex; M. G. | 


Brush, Firestone Tire & Rubber 
Co.; C. C. Dybvig, general sales 
manager of Dana Corp.; W. H. 
Graves, professor of automotive en- 


is chairman of this} 
activity. Other committee members | 


|which they work part-time in a 
| Plant and go to school part-time. 


Although Ford Motor Co., Am- 
| erican Motors and Studebaker- 


s 
‘I a major automotive item to fill 
100 percent of the requirements of 
|a leading auto maker for this item 


Packard h gineering 1 for over a quarter of a century? 
ac ave no enginee g in- | Generally speaking, this isn’t 
| aghgment te aa ao | possible, if for no other reason than 
whe tak oon uilive enginnasit that the car manufacturers are 
quaneas ‘oe cuniie eaiieaen, = usually unwilling to entrust 100 
} D 


dred percent of an item’s production to 
a of a stay | any organization that could be shut 


GM | down by a single strike. 
and Chrysler also add to! The only exception to this in the 


their engineering staffs in this way. | : ee 
The are oldest and ianent | auto industry is Libbey-Owens-Ford 


engineer training organization is|G!@ss Co. which has been supply- 
General Motors Institute, founded | ing all the glass for General Motors 
in 1919 by an association of GM| car divisions since 1931. 
employes and adopted by the cor-| [L-O-F officials are frequently 
poration in 1926. asked why GM, the greatest user 
About 2,300 students are now at-|of glass in the world, entrusts all 
tending GMI, which grants bach-|of its vitally important glass re- 
elor’s degrees in either mechanical| quirements to L-O-F. 


or industrial engineering on com-| 


| When a group of visitors came 
— of a five-year cooperative | through the L-O-F offices in Toledo 


;}some time ago, John D. Biggers, 
A total of 440 students will re- 


chairman, unexpectedly gave his 
ceive GMI degrees this August. In| explanation. 
ogg engineering diplomas will oe oe, “a 
granted 380 students who will ° ° 
Historical Note 


complete four years this August. 
GMI operates much lik IGGERS declared, “Only Gen- 
P uch like any eral Motors can answer that 


other college in that there are fra-| > aot : 
t ; question authoritatively, but I will 
ernities, fraternity houses, dances, tell you what we think. To under- 


(c 
‘ontinued on Page 28, Col. 1) stand the reasons, we must go back 
|}more than 30 years. 








ing principles. On the contrary, | gineering, University of Michigan; | 
this sometimes indicates that it |L. J. Halpenny, General Dynamics) 
has successfully passed the final |C°TP.; H. J. Hannigan, National 
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test of engineering — marke t- 
ability. 


The Buick paper had its begin-| 
nings last June when the committee | 
of the SAE Passenger Car Activity 
(one of the organization’s 12 ac- 
tivities) met to decide how it would 
fill its quota of four of the nine 
discussions at the meeting nine 
months hence. 


The Passenger Car Activity, the 
largest SAE activity with about! 


* > = 


Co-Authors— 


Forest McFarland (left), Buick assistant 
chief engineer, and Charles S$. Chapman, 
Buick project engineer, study an early 
draft of paper they co-authored for the 
Society of Automotive Engineers’ national 
meeting earlier this month. 


(Continued on Page 16, Col. 1) 








Engineering New Products 


“With the introduction and pop- 
ularity of the closed automobile in 





Page 18 


| the early 20s there was a sudden 
(Continued on Page 14, Col. 3) 





Making Decisions His Chief Job 


(Eprror’s Nore: This is the sec- 
ond in a series on the chief 
engineers of the auto makers. 
A Feb. 24 story, about DeSoto’s 
A. E. Kimberly, discussed the 
operations of a Chrysler Corp. 
chief engineer. This article ez- 
plains the functioning of a Gen- 
eral Motors divisional chief engi- 
neer.) 

. + * 


- Y MAIN work,” said Fred 
Arnold, Cadillac’s chief engi- 
neer, “is the selecting, comparing 
and finally deciding on one of a 
number of proposed designs. 


“Of course, the job requires con- 
siderable administrative effort. Peo- 
ple must be properly placed, en- 
couraged and effectively directed. 
All the bases must be well covered.” 


Arnold is similar to other GM 
division chief engineers, and dif- 
ferent than Chrysler Corp. chief 
engineers, in that he and his 370- 
man divisional staff have the 
primary responsibility for the de- 
velopment of new models, 

Included in this staff are 200 
engineers, 70 salaried nonengineers 
and 100 hourly workers. 

He works closely with the 10 
major GM engineering organiza- 
tions and receives much assistance 


from them. But the Cadillac engi- 
neering operation is largely an 
independent organization as _ is 
the case with all GM car divisions. 

As an example of how the GM sys- 
tem works, Arnold mentioned the 
tubular center X-frame which, al- 
though not generally accepted at 





Arnold at Work— 


Fred Arnold, right, Cadillac's chief en- 
gineer, examines an air suspension part in 
the engineering display room after its 
removal from a car that had just made 


first, was introduced by Cadillac 
in 1957. At the same time other di- 


visions went their own ways. 
> * . 


More Floor Room 


EAL ARING his preference for 
this frame, he said that while 
you have a swinging propeller 
shaft, you'll have more floor room 
by having the frame in the center 
of the floor pan, instead of along 
the rocker sills. He added that this 
frame is stiffer and lighter. 

Commenting on the _ division- 
corporation relationship, Arnold 
said, “Many of the ideas come from 
GM Research on basic scientific 
developments, such as a new steel, 
a new synthetic rubber or a new 
lubricant. 

“The GM Engineering Staff 
operates more in the area of 
applied science and advance pro- 
gramming. We (the car divisions) 
all may go over to see seven 
different engine ideas. We'll pick 
one; Buick will pick another. 
There’s no compulsion. If we like 
an idea, we just ‘bring the baby 
home.’ 

When asked why Cadillac has 


an extensive road test. With him Nick| more than its share of “firsts,” he 
Plummer, left, garage supervisor, and| said that Cadillac’s relatively small 


Bruce Edsal, staff engineer. 


(Continued on Page 19, Col. 1) 
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SURE, POWER STEERING 
MAKES THE JOB EAS/ER. 


OUR POWER-STEERED 
RIGS STAY ON SCHEDULE 


BUT IT’S THE ADDED SAFETY 
THAT COUNTS MOST. 


BETTER, TOO. 


EITHER WAY, 


POWER STEERING MAKES 


GOOD BUSINESS SENSE. 





THE CASE FOR POWER STEERING ON TRUCKS! 


The trend to power steering on trucks 
is based on one very practical reason 
—operators of trucks equipped with 
power steering have invariably found 
that the added safety and greater 
operating efficiency of their vehicles 
have demonstrated that power steer- 
ing is indeed a sound investment. 

Truck drivers using power steering 
report less tension and fatigue in 
normal driving and appreciate the 
positive control that blocks road shock 
from chuck holes and prevents loss of 
control if the truck is forced out on a 
soft shoulder. 


The dispatcher knows the impor- 
tance of regularly maintained sched- 
ules. He is quite aware that with 
power steering drivers are more 
relaxed and are better drivers than 
tired drivers. Thus, power steering 
not only reduces the iid of road 
accidents, but helps the driver to 
maintain established schedules through 
better vehicle control. 

In short, power steering, by saving 
time and money, contributes materi- 
ally to a more profitable operation. 

Truck manufacturers are always 
eager to offer their customers features 


Bendix ss South Bend wo. 


that will make truck operation safer 
and more profitable and, at the same 
time, give their dealers every selling 
advantage. 

That’s why more and more truck 
manufacturers are offering perform- 
ance-proven Bendix* Power Steering 
as original factory equipment. 

If you would like to know why 
power steering for trucks is perhaps 
even more logical than power steering 
for passenger cars, we have prepared 
an interesting folder on the subject. 

Write for your copy today. We think 
you'll be convinced. *REG. U.S. PAT. OFF. 
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increase in the use of glass and a 
severe shortage of plate glass in 
America. General Motors and Ford 
bought plate glass plants and built 
others to protect their require- 
ments. 

“During the late 1920s General 
Motors invested many millions in 
fine new glass plants, but both 
GM and Ford found the problems 
of glass manufacture difficult and 
very different from those sur- 
mounted in other phases of auto- 
mobile manufacture.” 

In 1931, Biggers said, GM sold its | 
glass plants to L-O-F and contracted | 
with L-O-F for its glass require- 
ments, while Ford, in trying to keep 


© osu NATIONS 


ARGESTIANDIMOS MODERN] 


Gsepuesle) 


in and out and back into the plate 
glass business. 

“That's understandable,” he con- 
tinued, “because during these three 
decades there have been four im- 
portant and revolutionary advances 
in the process of plate glass manu- 
facture involving heavy outlays for 
new buildings and equipment. 

* > > 


‘Multiple Protection’ 


Everything from molten glass to 
finished laminated safety plate 
glass is made in two or more sepa- 
rate factories, so as to minimize 
the hazards of industry and provide 
continuous supply to all our cus- 
tomers, including the armed forces 
of the U. S. 

“This, combined with. our main- 
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DEALER 


DISTRIBUTOR... 


AUTOMOBILE AIR CONDITIONER 
OFFERS YOU 


MORE ror LESS 












NEW LOW PRICE GIVES MARK-UP LEVER- 
AGE YOU HAVE NEVER HAD BEFORE! 










NEW WARRANTY PLAN effective for 4,000 
actual miles with no time limit. 
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“HITA 


InC. 


Te N An, KANSAS 


KLAUSS-JOYCE INC. / 3347 N. Broadway / Wichita, Kansas 


I'd like information about a Cool Queen distributorship 
or dealership. 


Name 
Company. 
City. 
I isin ensniienibentietn 
We are [are not (1) rated in Dun & Bradstreet 


State 
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pace, spent many millions getting | 


tenance of highest quality stand- 
ards and fair prices based upon 
constant improvements of methods 
and machinery and excellent manu- 
facturing efficiency, seems to have 
fully justified General Motors’ 
continued confidence in Libbey- 
Owens-Ford's ability to meet its 
requirements.” 

Biggers said that this arrange- 
ment has freed GM completely 
of glass manufacturing problems, 
which have been magnified by 
great technological changes. 

Declaring that outsiders often} 
|} ask about GM’s L-O-F contract, he| 
|said, “The basic contract is con-| 


| 
| 
} 
| 
| 
| 


YOUR CUSTOMERS CAN TELL THE 


Widget: 





tinued in force by annual re- 
}newals. They and we negotiate 
prices each year. We have always 
reached agreement and the con- 
tract is thus renewed for one more | 
year. 

“If we ever failed to agree, the} 
mutual commitments would ter-| 
minate completely in two years| 
beyond the then current year. This 
extended protection is of equal 
importance to buyer and seller.” 

* - * 


Cost Actually Less 





EARS ago we provided multiple | 
protection for our customers. | 


IGGERS said that L-O-F had| 
quite successfully resisted the} 
inflationary trend and that L-O-F’s| 
price for plate glass was actually 2| 
percent below what it was 31 years| 


period building materials as a 
whole had advanced 151 percent 
and the earnings of hourly em- 
ployes had increased 450 percent. 
He added, “Since World War II} 
we have invested $141 million in| 
capital funds in new manufacturing | 
|plants and equipment and have} 
| spent additional millions on the} 
| development of new methods and | 


| processes. 


“As a result, Libbey-Owens-Ford's 
productive capacity of its basic) 
products has been increased sub-| 


| stantially—window glass, 56 per- | 


cent; Thermopane, 220 percent;| 
plate glass 166 percent, and safety | 
glass approximately the same.’ 


> * > 








| 
Adaptable Engine | 
Coming in Germany 
Mut -UNIT gas engines which | 
can be used interchangeably | 
on various types of vehicles and| 
aircraft simply by adding or drop- 
ping cylinders are under develop- 
ment by German engineers. 
This was reported by Heinrich 


Christiansen, president of Ilo- 
Werke, German firm which recently 


| became a subsidiary of Rockwell 
| Mfg. Co. Christiansen is touring all 


Rockwell plants in the U. S. in 
preparation for the production of 
some Rockwell products in Ilo- 
Werke plants. | 
He said his company is develop- | 
ing these aircooled engines which 
develop additional power by in- | 
creasing the number of cylinders | 
from four to six to eight, with a | 
maximum of 500 horsepower. 
Tlo-Werke has also developed a/| 
hydraulic drive to go with these 
engines and already has produced 
experimental models of such a} 
drive. | 
+ * 7 | 


New Transmission 


Cae also reported | 
the development of a new) 
“hydrodynamic” transmission for 
small cars with 50 horsepower and | 
less. This dual-purpose transmission 
acts as both drive and gear shifter | 
for a planetary gearing system— 
providing completely automatic 
fluid-drive shifting at low speeds 
up to about 25 or 30 miles per hour 
and mechanical gear drive at higher 
s b 
This will be the first hydraulic 
transmission which can be used on | 
German small cars with their small | 
engines, and will cost less than 
American hydraulic transmissions. 
The new Rockwell subsidiary is 
about to introduce a new aircooled, 
two-cycle diesel engine designed for 
the overseas agricultural market. 


GM’s Hutchinson Retires 
Roland V. Hutchinson, s pecial 











assignments assistant to Charles A. 
Chayne, General Motors engineer- 
ing vice-president, has retired. 


. .. when they change to WoLr’s 
Heap. And it’s an important dif- 
ference to them. It’s an important 
difference to you, too, because 
satisfied customers keep coming 
back for more. Be sure to stock, 
display and sell Wo.r’s Heap, 
100% Pure Pennsylvania—the 
superior premium quality motor 
oil that makes the difference. 

@ Lower oil consumption 

@ Smoother engine performance 
@ Satisfied customers 

@ Greater profits 


Fe 
WOLF'S HEAD OIL REFINING CO 
Oil CITY. PA 






ago, whereas during the same} 


LOST ANOTHER 
NEW CAR SALE? 


Did you lose the deal by a few dol- 


lars? Or don't you know by what 
amount you lost the deal? Don't lose 
sales because you're selling in the 
dark—discover your competitors’ costs 
and you'll know the kind of deal it 
takes to beat them! 


Order 1958 edition of “AUTO 
wholesale cost 
encyclopedia—the authoritative book 
that gives the complete listing of the 
wholesale costs of ALL 1958 cars, ac- 
cessories and equipment. 


“AUTO COSTS” is priced at $10 per 
copy which includes FREE supplements 
containing all price and model 
changes. Send $10 for the ‘58 edition 
or only $18 for an economy 3-year 
subscription. 


AUTO COSTS 


Box 224— Dept. 89 
New York 1, N. Y. 


the 


COSTS"—the dealers’ 


NEW 
1958 
PENNANT 
CATALOG 


New Designs—New Lower Prices 


Send for our free catalog illustrating 
the largest line of traffic stoppers ever 
manufactured under one roof. You get 
attention with Myrlo products. 


MYRLO CO. 


Dept. N, 1231 Main Ave. 
Cleveland 13, Ohie 


Sowite 
BUILD Y BUSINESS 


WITH STEMAC INDIVIDUALIZED 


DEALER NAME PLATES 


Identified and satisfied cus 
tomers assures better »<r’- 
ice relations . . . builds 
repeat business . . ine 
qennes sales volume. 
Typical sample, com; 
details on request. 


- Stem 


Division of C. A. Norgren ©o- 
21281 SO. CHEROKEE ST., DENVER 23, CO-.0- 


tete 
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The International Automobile Show 
New York Coliseum 
April 5th to the 13th 


to the Automobile Dealers 
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of America from 
the British Motor Car Industry. 
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The International Automobile Show being held at the 
New York Coliseum April 5th to the 13th will feature the latest 


2353 at 


and finest examples of British automotive craftsmanship and 


engineering ever displayed in America. 


2Se20 


On our stands will be exhibited comfortable, family economy 


er 
nts 
Jel 
on 
ar 


cars for the budget minded — regal, custom-crafted luxury 
sedans for those who can afford the finest ——sleek, swift 


and sure-footed sports cars for the young at heart. 


We have arranged an exclusive showing for automobile 
dealers on Sunday, April 6th between the hours of 10 A.M. 
and 1 P.M. We shall be happy to arrange for complimentary 
tickets for you. Officials of our member companies will be 


on hand to greet you. 


Please write to— 


BRITISH AUTOMOBILE MANUFACTURERS ASSOCIATION, INC. 
17 East 54th Street, New York 22, New York 


On behalf of the manufacturers of — 





- ASTON MARTIN + AUSTIN « AUSTIN HEALEY + BENTLEY 
4 BERKELEY « DUNLOP TIRES « ENGLISH BUILT FORD + HILLMAN + JAGUAR 
7 LUCAS * MG *« MORGAN «+ MORRIS « RILEY + ROLLS ROYCE 


cus* 


ROVER « SMITHS ACCESSORIES + SUNBEAM + TRIUMPH + VAUXHALL 
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March Meeting Plans 
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Last June... 


How an SAE Paper Is Born 


(Continued from Page 12) 


Carbon Co.; Eugene J. Hardig, 
Studebaker-Packard chief engineer. 


George J. Huebner jr., Chrysler 
Corp. executive engineer for re- 
search; Ralph H. Isbrandt, 
American Motors director of 
automotive engineering and re- 
search; W. S. James, of William 
S. James & Associates; H. R. 
Johnson jr., Studebaker-Packard. 
A. G. Loofbourrow, Chrysler 
Corp. executive engineer, product 
development and planning. 

H. C. MacDonald, chief engineer 
of Mercury-Edsel-Lincoln division; 
H. A. Matthias, director of the Ford 
ear and truck engineering office; 
L. H. Nagler, American Motors 
administrative engineer; V. D. 
Polhemus, in charge of GM’s struc- 
ture and suspension development; 
C. A. Rasmussen, Cadillac assistant 
chief engineer. 


Victor G. Raviolo, special assist- 
ant to the vice-president of en- 
gineering and research, Ford Motor 
Co.; M. M. Roensch, a Chevrolet 


chief assistant engineer; Robert 
Schilling, Chevrolet director of re- 
search; T. H. Thomas, Bendix 
Products; R. J. Williams, American 
Metal Products; E. L. Windeler, 
Pontiac; G. R. Wynne, superintend- 
ent of Los Angeles police transpor- 
tation, and V. C. Young, Eaton 
Mfg. Co. 


+ * * 


EN these committee members 

were invited to the preliminary 
meeting they were requested to 
furnish ideas about current (and 
sometimes future) problems and 
solutions in the industry. In addi- 
ion to the ideas turned up in this 
fashion, there was also a carry 
over list of some 50 ideas on such 
subjects as bodies, lighting, safety 
and suspension. 

All these ideas were turned 
over to a seven-man steering 
committee which narrowed the 
areas of interest to six or eight 
subjects. 


The activity chairman then pre- 


committee, giving the pros and 
cons of each subject. After a full 
discussion in which the objections 
of any member were heard, the 
topics were voted on individually 
by the full committee. 

Sometimes the SAE receives un- 
solicited papers on some subject. 
These are studied by a Paper 
Review Committee which may rec- 
ommend it to the full committee 
for consideration like any other 
subject. 

hd a * 


Selecting the Speaker 


FW hieer a subject has been se- 
lected, the activity chairman 
and the members look for someone 
particularly well versed on the 
subject and willing to discuss it. 

At last June’s meeting the mem- 
bership voted for a paper on a new 
Buick transmission which report- 
edly was to be introduced on the 
58 Buick. 


Explained one engineer, “It 


industry when a company is com- 
ing out with a new product.” 

When the committee began look- 
ing for someone to speak on the 
new Dynaflow transmission, it 
found a somewhat unusual situation 
in that a member of its committee, 
McFarland, was probably the most 
qualified man to discuss the subject. 

McFarland, an assistant chief en- | 
gineer at Buick, has developed a 
substantial reputation as a trans-| 
mission engineer in the last 20 
years. Before going to Buick, he} 
was the chief developer of Pack- 
ard’s Ultramatic transmission and 
now holds most of the patents on it. 

= * + 


At A meeting last September 
McFarland was requested to} 
write the paper. About that time| 
it was agreed that Chapman, who) 
was in direct charge of the trans- 
mission project, should co-author | 
the paper with McFarland. 

McFarland said, 
checked with management to see) 
if it would OK the paper. We got 
this OK within a day or two, and 
we immediately began thinking 
about it.” 

This gave McFarland and 
Chapman six months before the 
paper was to be delivered and 





sented these subjects to the full 


gradually gets ‘noised’ about the 


SAV and etal! 


AMERICA’S LEADING 
AUTOMOBILE AIR CONDITIONER 


with ascuted polit? 
no investment ( 


a plan by the only truly national manu- 


facturer of automobile air conditioners. 


Vornado’s new “NO INVESTMENT PUR- 
CHASE PLAN” for qualified dealers...as- 


sures you adequate inventory when you 


need it... 


panel 


ity in air CRAUUZAZTIOV 


True full-car circulation 
5 adjustable air nozzles 
3-speed air control 
Powerful blower 


Ke outstanding (YW) NC 
capacity 
Exclusive curved cooling coil 
Giant-capacity compressor 
Instant cooling action 
Automatic thermostat and 
magnetic clutch 
No freeze up 


without an initial investment. 


STYLING head and 


shoulders above com- 
petition 
Complements car interior 
Only automobile air conditioner 
to win top design award 
Chosen No. 1 styling by consumer 


HERE'S ALL YOU DO... 


Contact your local 


omado 


Automobile Air Conditioner distributor or write: 


Automobile Air Conditioner Division 


three months before it had to be 


VY . 


Never before have you been offered such 





The O. A. Sutton Corporation, inc., 1812 W. Second Street 
Wichita, Kansas 


Worlds Crading full Cine manufuclartr of comfort cooling, appliances 


Distributed in Canada by Alliance Motors, Schell Avenue, Toronto 10 





_ 
submitted to the SAE in New 

York. However, the SAE is trying 
to shrink this lead time sc the 
papers will be more curren: 

After the activity committce ap. 
proved the suggested paper on the 
Buick transmission, McFarland ang 
Chapman received written no’ ifica. 
tion from New York in which the 
deadline, suggestions for the »aper 
and other requirements wer set 
forth. 

Authors are told that the SAR 
will provide the room and projec. 
tors, but that all slides, film ang 
displays must be provided at their 
expense. 

+ * = 


Write, Study and Rewrite 

2 months before the nationa] 
meeting was held, the program 

was all set and the authors and 

subjects were selected. The SAR 

always gets written agreements 

from the authors that they will 


“We then! deliver the papers at the appointed 


times. 

Then, a chairman and a secretary 
are selected for the session. The 
chairman must be well qualified in 
the fields to be discussed, and also 
have a neutral, balanced point of 
view. Dave Sicklesfield, one of the 
principal developers of Borg- 
Warner’s transmission, was selected 
for this meeting. 

The session chairman then 
gathers the speakers together to 
eliminate any duplication by as- 
signing each speaker a certain 
area to work out the proper order 
of the papers and to make the 
program interesting and strong. 
In these and other details, each 
SAE activity has its own method of 
operating. 

McFarland continued, “Chapman 
wrote most of the paper. I edited 
it. It was written entirely out of 
the office. I usually write a rough 
draft, then study and rewrite it 
several times. Often you have 
others in your organization read 
the paper; then you rewrite it and 
read it again. 

* > * 
_ E THEN went to work with 
the Buick photo department. 
We had prepared 21 drawings and 
two glossy prints of each of these 
had to be sent with copies of the 


| eight-page paper to the SAE review 


committee in New York. Our dead- 
line was in December, but we were 
a couple of weeks late.” 

An important compensation to the 
speaker is that the SAE will pre- 
print several hundred copies of the 


|complete paper, depending on the 


bject and the interest created. 
Six weeks before the national 
meeting all SAE members and 
many members of the press are 
given a list of the papers to be 
offered, permitting them to order 
any they desire. 

Members can order these 
papers for 50 cents each. The 
papers are made available just 
before the meeting and also are 
sold at the meeting. 

| Said one SAE staff member, 
“These papers are preprinted at 
|SAE expense, just as written. De- 
pending on the size of the paper, 
| we make money on some and lose 


|on others. 


“All the papers are prepared ex- 
clusively for SAE, although much 
of the information in them often 
is used for other purposes before 
or after our meetings. 

* . . 


Discussion Follows Reading 


‘Qos a company will 
want a little fancier printing 
job and it will preprint an em- 
ploye’s paper itself,” he continued. 
“On occasion, auto makers want to 
distribute copies of a paper to 
their dealers or to others. One 
company printed 8,000 copies of 4 
paper. 

“The important thing is that if 
a paper is reprinted, it guarantees 
a much larger audience. But, some- 
times, if we want an outstanding 
man and he doesn’t have the time 
to prepare his paper early, we'll 
compromise and let him ignore the 
early deadline.” 

It’s the job of the session chair- 
man to make the meeting inter- 
esting and to limit it to two t 

three hours. Consequently, the 
oral paper will differ from the 
written paper in that it usuully 
will be condensed to make it more 
interesting and to fit it into the 
prescribed time. 

Very often the most interesting 
part of a session is the discussion 
after the papers have been de- 


(Continued on Page 19, Col. 1 
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Small-Gear Hobber Features 


Tandem or Series Setup 


A new Ultra-Speed hobber, model 1433, 
said to be a significant step forward in 
geor-production machine design, has been 
developed by Michigan Tool Co., 7171 E. 
McNichols Rd., Detroit 12, Mich. 


The unit represents a new concept 
which lends itself to easy adaptability 
to any degree of automation, it is claimed. 
Using a common sub-base, the machines 
can be set up in tandem or unlimited 
series with automatic through-feeding and 


removal of parts. Gear washers and gear |. 


classifiers can be easily integrated into 
the machine units. Automatic size control 
is also provided. 





Spacer Table Affords 
Automatic Positioning 


Industrial East Co., Clifton, N. J., an- 
nounces the availability of its Automatic 
Positioning Spacer Table. It is said to 
bring the advantages of automatic posi- 
tioning to any shop equipped with a 
drilling or boring spindle. 

The accuracy of the spacer table de- 
pends solely on the accuracy of the spindle 
under which it is used. Drilling and tap- 
ping may be performed without need of 
jigs. Drilling-reaming and boring are done 
to close tolerances without boring fixtures, 
it is claimed. Construction of this table 
makes possible the performance of heavy 
duty drilling. There is no over-hang and 
the wide bearing creas make the spacer 
table the equivalent of an almost solid 
mass of high grade cast iron and heot- 


treated steel. 
> . > 





Honeycomb Rubber Runners 
Interlock to Any Length 


Honeycomb rubber runners, called Air 
Strip, that interlock to any length, have 
been introduced by R. L. Mitchell Rubber 
Products, Inc., 2128 San Fernando Rd., 
Los Angeles 65, Calif. 

The runners feature air cells that in- 
sulate against cold and dampness, it is 
claimed. Made in marbelized colors and 
in utility black, the runners are said to 
eliminate noise in heavy traffic areas, and 
reduce breakage where fragile objects are 
handled. Oil-and-grease-proof rubber is 
available. 

~ * 
General Electric Introduces 
Lighted Oiltight Pushbutton 


An illuminated oiltight pushbutton, com- 
bining in one unit the functions of both a 
pushbutton and an indicating light, has 
been announced by the General Electric 
Company's General Purpose Control Dept., 
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General Electric Co., Schenectady 5, N. Y. 

Easily fitted in the same hole and mount- 
ing space as existing oiltight units, the 
device can be panel-mounted or back- 
mounted, according to company engineers. 
Designated CR2940OUW, the illuminated 
oiltight pushbutton has transformers rated 
for either 110, 220. or 40 volts, 60 cycles. 





‘Monochromatic Light 


Measures Flatness 
An improved monochromatic light for 
| measuring flatness has been introduced by 
| Lapmaster division, Crane Packing Co., 
6400 Oakton St., Morton Grove, Ill. 
This portable Lapmaster monochromatic 





light is four times larger than the present | 


| model. The light is 11 by 14 inches with 
a@ work stage size of 10 inches square. 
| A heavy-duty, 9,000-volt transformer pro- 


vides an average of 40-foot candlepower | 


ot diffusing glass, it is claimed. The light 


head may be tilted back and adjusted for | 


height to permit maximum light on check 


area. 
* > * 


Press Control Mechanism 


Prevents Tool, Die Damage 


The introduction of an electronic- 
mechanical press control to prevent tool 
and die damage caused by mechanical 
overload has been announced by Wintress, 
| Inc., 20 Vandam St., New York 13, N. Y. 

The Circuit Master, Mork Il was de- 
signed for use on automatic equipment 
|}such as presses and molding machines 
| equipped with a solenoid or clutch-type 
release. This 
senses the slightest mechanical overload, 
| from practically any malfunction, it is 
| claimed. It stops any automatic machines, 
on contact, precluding expensive tool and 
die damage and replacement. 





Load Stabilizer Developed 
For Aisle Platform Trucks 


A special load stabilizer attachment 
has been designed by engineers of the 
Raymond Corp., 332-152 Madison Ave., 
Greene, N. Y., for use on their narrow 
aisle platform trucks to permit speedy 
and safe lateral movement of tall un- 
stable loads. 

The stabilizer frame is made of tubular 
steel. The platform of the truck elevates 
a load until the top of the load touches 
a pressure plate. A limit switch auto- 
matically shuts off the lift pump when 
enough pressure is exerted against the 
plate to hold the load securely. The limit 
switch also eliminates the danger of dam- 
aging goods by squeezing a load too 
tightly, it is claimed. 


mechanism automatically | 


| 


| 





Pipe Sealing Device 
Is Corrosion Resistant 


A surface treatment which offers re- 
| sistance to corrosion has been announced 
| by Flick-Reedy Corp., 2040 N. Hawthorne 
Ave., Melrose Park, Ill., for the recently 


ting. 

Edges of the nut-like fitting, designed 
| to stop leaks at threaded pipe connec- 
tions, have been cropped and rounded 
off 


Tefion plastic insert. The unit holds its 
| seal under ultimate pressures of 10,000 
pounds per square inch, and under tem- 
peratures ranging from minus 200 de- 


| grees to plus 500 degrees F. 





Large Capacity Filter 


For Compressed Air 


Van Products Co., 5700 Swanville Rd., 
Erie, Pa., announces the addition to its 


capacity unit, model 5000. 

This unit has a capacity for filtering 
1700 SCEM at 100 p.s.i. With this unit, 
firms having up to 425 horsepower com- 
pressor ovtput may filter their entire 
supply of compressed air at one central 
location, it is claimed. 








Illuminated Air Gages 
Marketed by Sheffield 


To facilitate easier, faster readings and 
worker eye-comfort in plant areas where 
massive machinery shuts off natural or 
other overhead lights, the Sheffield Corp., 
Dayton 1, O., is providing a series of 
illuminated models of its Precisionaire air 
gages. 

Lights have been applied to five models 
of Sheffield's standard one to five-column 
Precisionaires and also to a model Mi- 
cronaire, an air gage standard in testing 


of cotton fiber fineness. 
a 


Flat Ground Die Steel 
Announced by Heller 


Heller Tool Co., Newcomerstown, O., 
has introduced a line of more than 1,300 
standard stock sizes of fiat ground die 


introduced Tru-Seal self-sealing pipe fit- | 


to make the device more compact. | 
The device seals by means of a threaded | 


steel for a wide variety of tool and die 
applications. 

The Oil Hardening type is available in 
18 and 36-inch lengths, in widths from 
1/64 to 14 inches, as well as in a wide 
variety of stock sizes. Air Hardening type 
comes in 36-inch lengths in a wide range 
of widths and thicknesses, including 


squares. 
* * ® 





Diamond Collector Designed 
For Grinding Operations 


A diamond collector, designed for in- 
stallation in either a central collecting 
system or with vunit-type systems and 
| adaptable to any type of diamond-wheel 
grinding, whether mist, wick or dry grind- 
jing, has been marketed by Torit Mfg. 
Co., Walnut and Exchange Sts., St. Paul 
| 2, Minn. 

The collector operates on a centrifugal 
| separating principle that eliminates filters. 
lt is powered by a \%-horsepower, 3450 
r.p.m. motor, either 110V/60-cycle, one 
phase, or 220-440-volt/60-cycle, 3 phase 
ond is available with other electrical 
characteristics. 





'Cronafiex Engineering Film 
Introduced by DuPont 


A line of photographic products, Crona- 


| Products Department, Wilmington, Del. 





Checker for Threaded Parts 
Introduced by Sheffield 


A gage capable of checking and indj. 
cating pitch diameters of any threaded 
part having external screw threads up to 
1¥% inches in diameter and of any speci- 
fied pitch has been developed by Shef. 
field Corp., Dayton 1, O. 
| The instrument can be operated me. 
chanically to obtain pitch diameter read. 
ings from zero upward on a large dial 
| graduated in .0001 of an inch. To achieve 
more precise measurement the Sheffield 
thread checker may be adapted for use 
with Sheffield single-column Precisionaire 
air gages and Plunjet air-gaging cart- 

|ridges or with the company's electronic 
Accutron amplifier and Electrojet pick-up 
unit. 

* + * 
Electric Hack Saw 
Features Flush Cut 


An electric reciprocating hack saw hes 
been marketed by R. C. S. Tool Corp, 
Box 661, Bloomington, Ill. 


Designated as Model 250 Super Sow, 
the unit has five-amp, half-horsepower 
motor which delivers 2,500 strokes per 
minute. The ball-bearing unit weighs eight 
pounds and is said to cut flush with any 
surface. A “rocker guide” permits direc 
cuts into wood or comparable material 
without the use of a starting hole, the 
moker said. 

. > * 


Welding Power Sources 


Two Fillerarc welding power sources, 
| designed for consumable electrodes gas 
| shielded welding, have been announced 


broad line of Vi-Speed Dehumidi-Filters| fiex engineering reproduction films, has|For Measuring Motion 
for compressed air systems, of a lorge| been announced by the DuPont Photo) 


| by General Electric Co., 1 River Rd., 
Schenectady 5, N. Y. 
| * > > 
| Portable Tool Designed 
A portable tool for the accurote, 


| safe measurement of any type of motion, 


The DuPont products utilize the com-| rotating, vibrating, oscillating or recipro- 


| pany’s durable and dimensionally stable 
Cronar polyester photographic film base. 
In the line-up of reproduction films are 
| these three products: Contact film, projec- 
tion film, and direct positive film. All three 
Cronafiex products take pencil, ink, eradi- 


cation, and ferricyanide etching. 
. 2 @ 





Control Unit Developed 
For Gear Production Line 


A Model GRF Red Ring pedestal-type 
gear gaging, sorting and machine tool 
control unit for gear production lines is 
now available from National Broach & 
Machine Co., 5600 St. Jean Ave., Detroit 
13, Mich. 

The unit can be adapted to check size 
and helix angle accuracy of spur or 
helical gears. A model for hobbing ma- 
chines checks and sorts gears for both 


has been announced by Boulin 
Corp., 10 First St., Pelham, 


cating, 
Instrument 
N. Y. 

Called Visutac, the unit is available 
in two models measuring speeds from 
500 to 8,000 or 1,000 to 16,000 r.p.m. 
not restricted to its basic ranges, Visutec 
will measure rotary speeds of less than 50 
to 50,000 or more r.p.m. by use of mul- 
tiples. 





Artos Develops Machine 
For Finishing Wire Leads 


The Artos CS-9-AT automatic machine, 
said to provide a high degree of auto- 
mation for finishing wire leads, is de- 
signed and manufactured by Artos En- 
gineering Co., 2757 S. 28th St., Milwaukee 
46, Wis. 

While other Artos machines measure 
and cut wire leads to predetermined 
lengths, strip one or both ends and 
attach terminals to one end, the new 
Artos CS-9-AT goes a step further, finish- 
ing leads and attaching terminals at noth 
ends in one automatic operation. The 
machine cuts and processes wire or cable 


size and helix angle accuracy. Another| from 5 inches to 90 inches in length. !i 


model for gear shapers and shaving 
machines checks and sorts gears for size 
accuracy only. 


is claimed it produces 4,000 per hour up 
to 45-inch lengths, 2,000 pieces per hour 
up to 90-inch lengths. 
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At Work with Cadillac’s Chief 


AUTOMOTIVE NEWS, MARCH 31, 1958 


ineer ... 


_ Making Decisions Is His Main Job 


(Continued from Page 12) 
volume makes it easier to intro- 
cuce some of these radical changes. 

* * . 
E ELABORATED, “We've got 
to do these things to stay 
where we are. Basically, it’s neces- 
sary for us to pioneer; otherwise, 
we wouldn’t remain on top. 

Arnold and the Cadillac man- 
agement are responsible for the 
entire car, including engineering 
and styling, although in the latter 
area Arnold’s staff works closely 

' with GM Styling, under the di- 
rection of Harley Earl, styling 
vice-president. 

Cadillac actually buys the serv- 
ices of GM Styling, receiving a 
monthly bill and paying a monthly 
sum for the portion of the GM 
Styling work that is done for Cadil- 
lac. 

Explaining this arrangement, 
Arnold said, “We have a staff 
engineer who is responsible for our 
body and sheet metal. We also have 
a man who is practically a staff 
engineer at GM _dtvling. 

> 


Must Satisfy Cadillac 


“EJE'S on their payroll but he 

works for Cadillac. He re- 
ports to us and to Harley Earl, 
who directs his activities. He must 
satisfy us, however, as we approve 
and accept the work.” 

How much of Arnold’s time does 
each model consume? 

Although this varies greatly from 
month to month and from day to 
day, Arnold said, “Except for our 
production-liaison engineers, we are 
now doing little on the 58. And the 


Months of Work 
In SAE Paper 


March Parley Plans 
Launched Last June 


(Continued from Page 16) 


livered, The discussion consists of 
prepared and spontaneous state- 
ments and questions by members 
of the audience about the paper’s 
subject. 

Frequently, a chairman will line 
up several “discussers” and mail 
them copies of the paper two 
weeks before the meeting. Discus- 
sers are asked to give their name 
and company’s name and to speak 
from the rostrum. . 

> > - 
Aye an introduction by 
Chairman Sicklesfield, Mc- 
Farland spoke briefly and generally 
about the Buick transmission. Then, 
Chapman delivered the paper. 

Following this, there were several 
prepared and spontaneous replies 
and questions from representatives 
of GM’s Detroit Transmission divi- 
sion, Chrysler Corp. and Borg- 
Warner. Some of the remarks were 
complimentary; some weré critical, 
and some were inquisitive. 

It is the secretary's duty to record 
as much of the discussion as pos- 
sible for inclusion with the paper 
if it is published in the future. 

Some time after the meeting 
the SAE Readers Committee 
gathers in New York to vote on 
each paper as to whether it will 
be included in the organization’s 
quarterly magazine, the SAE 
Journal. The majority of the 
Papers given at national meetings 
are reproduced in the Journal. 

Outstanding papers receive addi- 
tional recognition by being selected 
for publication in the SAE Trans- 
actions which is published annually 
in one or two volumes. 


Asked about the likelihood of a 
company’s competitive secrets leak- 
ing into an SAE paper, a spokes- 
man said, “We're interested in basic 
principles and in current products, 
not company secrets. Of course, 
sometimes an individual or a com- 
pany won’t talk about a subject 
because they’re committed too far 
in it. To talk would reveal their 
program.” 

One SAE official concluded, “If 
you had to buy the talent that 
works on these programs or attends 
these meetings, it would take an 
awful lot of money.” 

—JoszePpH M. CALLAHAN 





59 is practically completed — just 
the finishing touches remain. Most 
of our thinking now concerns the 
60 and ’61. 

= * * 


_ ASSIST him in keeping track 
of the development program of 
a given model, Arnold has a large 
calendar-chart which lists 18 to 20 
of the major developmental steps 
and the period during which these 
steps should be accomplished. 
The program for the ’59 model 
began in July, 1956, when Arnold 
and his staff began seriously 
thinking about the car, Some six 
months later the car was in the 
clay-model stage, progressing 
through the major drawing, 
minor drawing, plaster, experi- 
mental design, engineering keller 
and production release stages. 
Beginning in July, 1957, and con- 
tinuing for a year is the tool and 
die tryout stage. Other stages are 
the rough buck, first road (proto- 
type) car, finish buck, other road 
cars, Fisher Body tests, purchasing, 
show car, car assembly and 25,000- 


mile durability run. Naturally, 
many of these steps overlap. 
> * * 


Arnold’s Typical Week 


H== is how Arnold spent a 
recent typical week: 


Monday 

Morninc—The day began at the 
Cadillac plant on Clark Avenue in 
Detroit at 8 am. He usually stops 
off at the garage or lab on the way 
in. That day he inspected the ’59 
instrument cluster. Arnold wanted 
to see how his new men were doing 
in changing some of the instrument 
panel surfaces. 

This was followed by a regular 
Monday morning meeting with 
General Manager James Roche 
and the heads of the Cadillac di- 
visions—manufacturing, sales, en- 
gineering, purchasing, finance 


and personnel. 

At this meeting, Roche outlined 
some of the current problems and 
makes some assignments for the 
coming week. Minutes are compiled 
for this meeting and most others. 

However, each man is expected 


to keep his own notes so that he 
won’t have to wait until receipt of 
the minutes before taking up his 
assignments. The minutes act larg- 
ely as a double-check. 

Noon—Lunch with Roche and the 
division heads. 


AID Arnold, “All my lunches are 

business lunches. A great deal 

of business is handled in this way. 

Sometimes, we'll have the fellows 

in from the Detroit Transmission 

division to discuss some general 
problems. 

“After lunch, we’ll meet for 15 
minutes to look over some blue 
prints and that will take care of it.” 

AFrTeRNoon—Arnold calls in the 
leading members of his staff indi- 
vidually and, usually after some 
background conversation, delegates 
portions of some of the chores 
given or suggested to him at the 
morning meeting with the general 
manager. These assignments are 
usually given orally, but are fol- 
lowed up with a written assignment 
so that there’s no misunderstand- 
ing. 

Arnold’s principal aides are 
Carl Rasmussen, the assistant 
chief engineer; Leon DeMause, 
the administrative engineer; five 
product staff engineers who sup- 
ervise the development of the 
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various components, a staff pro- 
duction engineer who handles the 
liaison work between the engi- 
neering and manufacturing de- 
partments and a staff man in 
charge of advanced design. 
Discussing the operations of his 
five product staff engineers, Arnold 
said, “Many years ago Mr. Knud- 
sen (former GM President William 
Knudsen) set up a wonderful way 
of classifying the parts of a car 
on a functional basis. It’s called 
Uniform Parts Classification. We’re 
using this system today in the 
organization of our department. 
= * * 


Car Areas Divided 


NDER this arrangement, the 
five Cadillac engineers divide 
up their responsibilities as follows: 
1. The engine, including the fuel 
supply system, fuel pump, gas line 
and gas tank. Also, he has the 
mufflers, exhaust pipe, fan, radiator 
and carburetor. 

2. The drive line, including the 
fly wheel, prop shaft, transmission, 
differential, rear axle, brakes and 
wheels. 

3. The frame and its compon- 
ents, including front and rear 
suspensions, steering gear, steer- 
ing wheel and axle housing. In 

(Continued on Page 32, Col. 1) 








She'll help close the sale ...when you show her 


the beauty and high-fashion styling in 
upholstery of Du Pont Nylon 


She knows her fashion . . . knows that upholstery of Du Pont nylon is 
fashion-right . . . has a look of elegance. And versatile nylon brings 

all these other advantages to upholstery fabrics: + longer wear tx 

easier care x the all-season comfort of woven fabrics % a new look that 
lasts longer + a wider selection of colors, designs, textures. Use all 


the advantages Du Pont nylon gives automotive upholstery to 
help sell your customers, to help close sales! 


BETTER THINGS FOR BETTER LIVING. . . THROUGH CHEMISTRY 





Ninety minutes everybody 
will be talking about—the 


“Du Pont Show 
of the Month"'— 


THE RED MILL 
April 19, 1958, 
7:30-9:00 PM, EST, 
on CBS-TV 


8£6 us. Pat. oft 


SELL. UPHOLSTERY OF DU PONT AYLGe 











The Cleveland Automobile Dealers’ Association 
knows how to sell cars—it told everybody in town 


“YOU AUTO 
BUY NOW” 


And this big promotion 
paid off—more new cars 
sold in one week than in 
all the preceding three ! 

















THIS STORY OF SALES SUCCESS IN CLEVELAND CAN BE YOUR STORY. 
OTHER DEALERS ARE PLANNING SIMILAR PROMOTIONS. ARE YOU? 


All the enthusiasm, ideas and good, sound selling aren’t bottled up in Cleveland dealerships. Their sales 
success is being duplicated in city after city and town after town all over the country. 


Their success can be your success—if you follow the plan they designed for Cleveland Automobile Week. 


HERE’S WHAT THEY DID: 


The Cleveland Automobile Dealers’ Association conceived a plan and all new- and used-car dealers joined 
in promoting it. They called it Cleveland Automobile Week. 
Their slogan: ““You Auto Buy Now”’ 
Their theme: ‘‘Keep Cleveland Business Healthy’”’ 
Their objective: To break public apathy toward buying cars—to get people to buy now. 


HERE’S HOW THEY DID IT: 


First they set the date: the week of February 24. 


Then, they enlisted the support of the Cleveland Chamber of Commerce, local finance companies, banks, 
newspapers, radio and television stations and all Cleveland industry. They made their program a civic 
endeavor. 


They planned a crash program of publicity, meetings, rallies, promotions, advertisements, banners, 
leaflets and half a hundred other ideas to focus public attention on Cleveland Automobile Week. The press, 
radio and TV backed their promotion with announcements urging Clevelanders to “buy now!” 


One strategic event was a rally attended by 1,200 dealers and salesmen to kick off the week’s selling 
activities. 


AND HERE’S WHAT HAPPENED! 


Sales totaled 3200 new cars and 3500 used cars during the week—more than the total sold in the first three 
weeks of February! 


And follow-up sales resulting from contacts made during the week continued to increase in the following 
weeks. 


The ball is still rolling. Momentum engendered by the Cleveland drive continues there and proves once 
more that alert, imaginative selling still works—and works well. 


We’re proud of the Cleveland Automobile Dealers—proud of their initiative and their ability to carry 
their great civic promotion through to a highly successful conclusion. And we’re also pleased by the 
cooperation given them by the press, radio and television people in Cleveland. 


AND WHERE DO WE GO FROM HERE? 


The Cleveland Story is going to become a familiar story in many cities and towns. Already there are similar 
promotions under way in more than 22 other cities. 


We hope you’re thinking about it, too. 


It’s one of the best ways we know to demonstrate that automobile dealers with imagination, initiative and 
enthusiasm will continue to sell cars. 


FORD FAMILY OF FINE CARS CLEARINGHOUSE NO. 76 OF A SERIES 


FORD MOTOR COMPANY ° THE AMERICAN ROAD, DEARBORN, MICHIGAN 


FORD « THUNDERBIRD « EDSEL « MERCURY «+ LINCOLN « CONTINENTAL MARK Ill «© ENGLISH FORD LINE « FORD TRUCKS 


TRACTORS « FARM IMPLEMENTS ¢ INDUSTRIAL ENGINES 
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170. °56 station wagop, $1,375* (p-) 
$900; Belvedere sedan, $1,025", $93:* 
conv., $1,100; Savoy sedan, $810; Pla 
club sedan, $875*. '55 sedan, $955. 


Average Prices of Used Cars Sold at Auction PONEAC a: Sit nae Bis 


Chieftain Catalina, $800* (ps). '54 S 
Chief club coupe, $725*. 
RAMBLER—’53 station wagon, $310. 
STUDEBAKER — ’'55 Champion sed*1, 
$540, $495°. 


LITTLETON, COLO. 


Colorado Auto Auction, Inc, Sale every 
Monday. Prices are for sale of March ‘7. 
Locally there is not much activity due 
to weather conditions, but considerabi« 
interest shown by presence of western 
buyers. 
BUICK—’54 Century 4-dr., $795*. 
CADILLAC—’58 (62) coupe de Ville, $.,- 
475* (ps); coupe, $4,500* (ps). ‘57 /l- 
dorado Seville, $4,300* (ps); (62) coupe 
de Ville, $3,750* (ps), $3,710* (ps), 
$3,575* (ps), $3,500* (ps); coupe, $4 
& 550° (ps), $3,525* (ps), $3,430* (ps), 
ee $3,325* (ps). 56 (62) sedan de Ville, 
8 $2,700* (ps); conv., $2,625* (ps). 
CHEVROLET—’58 Impala conv., $2,800* 
"56°57 56°57 56°57 56°57 56°57 "56°57 56°57 BT 57°58 57°58 57 58 (ps); 2-dr. Hardtop, $2,700* (ps); Bel 
May June July Aug. Sept. Oct. Nov. Dec. Jan, Feb. March ra Hardtop “2.005°; Dotray 2dr. '$ : . 
Prices of 'S7s added and '49s dropped in November, 1956, Prices of '58s added and ’50s dropped in December, 1957. Sn hee*; ade nsten Slams Shien 
Figures alongside bars represent dollars. (Copyright, 1958, by Automotive News) Bel Air 4-dr., $1,630* (ps), $1,615*, $1,- 
585. °56 Bel Air (8) 2-dr. Hardtop, 
: i a . a 5 $1,405* (ps); Two-ten 2-dr., $1,130*, 
automatic transmission or over- | 53 Monterey 2-dr., $345*. °51 2-dr., Air sedan, $1,290*; 4-dr., $1,100*; Two- ‘55 Bel Air 2-dr. Hardtop, $1,260; Two- 


we 


+ 


(Compiled by Automotive News from Auction Reports.) 








Market Trend i rr $120. ten Hardtop, $1,190*; club coupe, $1,- ten 4-dr. station wagon. $1,130*. ‘5: 
drive, and (ps) indicates power NASH—’53 4-dr., $105. 105*; 2-dr., $795; station wagon, $1,- Two-ten 4-dr., ase pans. "52 Pn 
The everall ave rice of | *eering. | OLDSMOBILE —-'53 (88) 4-dr., $400*,| 265°. $350. $235. 
rage PF —— | $220°; 2-dr., $455* (ps). CHRYSLER—'56 NY sedan, $1,500*. °53| CHRYSLER—'55 NY 4-dr., $1,080* (ps). 
used cars sold at wholesale auc- PACKARD—'54 Clipper 2-dr., $525*. °53| NY sedan, $435* (ps), $325. " ‘ * 
P ,$ ps), ’54 Windsor 4-dr., $570*, $465*. 
tion declined $9 to $985 last week, | BUFFALO | Pi ere teat 818 PO agon, $1,205, | DODGE—'S5 2-dr. station wagon, $885; | DeSOTO—'55 Fireflite 4-dr., $970°. 

s | Z = ’ ,209. 0; s » 90°, ODGE—’'57 Sierra stati 2,- 
according to Automotive News’ | Thruway Auto Auction. Sale every Mon-| ponTIAC—’54 Star Chief Hardtop, $525°. | aren = Games ae a 185* (ps), $2,150° yg oy 
index, The decline had been $3 a | “#Y. Prices are for sale of March 17- | *53 Chieftai li 300°. 52 Cata- | . a os $1.6 154 2. 0" 

Sa Dealers still starving for good cican | jin gong nm $900". 182 Cater) coupe, $295, $145. (8) 4-dr., $1,655* (ps). "54 2-dr., $420°. 
week earlier. | wecd enes. As shown im the 72 poreent | git sete. 153 Champion 4-dr., | FORD —’57 Thunderbird conv. $2,700° | EDSEL-—'S8 Pacer 2-dr. Hardtop, $2,170° 
No model increased in price | *!4_ here today. 53 cars were sold out | $150. Bir eet 9 Fa ss* (pa); | FORD—'58 Skyliner, $2,945* (ps); Fai 

a | ; — ° ’ Ss); if- 
last week, although the average <a ton a . ee ote, “Pax., *sPoese, *si200%.  *56| lane (8) 500 conv., $2,555° (ps); 4-dr., 
price of 51s remained unchanged. | *Y5G)s 924) 9" Soect ne. eats. og) | Country sedan, $1,205*; Fairlane Vic-| $2,375, $2,365° (ps); 4-dr. station wag- 
; ps); Special 4-dr., $845. °53/ toria, $1,050*; Custom’ 2-dr., $1,200*| on, $2,215. '57 Skyliner, $2,350*; Fair- 
Losses amounted to $16 on 56s, | Super 4-dr., $370* (ps); Special 4-dr., | DETROIT (ps), $1,050*, $910*, $735; conv., $900. lane (8) 500 2-dr. Hardtop, $1,775* 
$12 on '53s, $11 on ’58s, $11 on ’54s, —"* $240°, "52 RM Hardtop, $250° | - a | °55 Country sedan, $1,045; Fairlane| (ps), $1,575*; Custom (8) 300 2-dr., 
$10 on "57s, $5 on ’55s and $3 on |. ‘?* Motor City Auto Auction. Sale every) victoria, $875; sedan, $785%, $640*°;| $1,250, $1,165, $1,160. "56 station wag- 
"52s. ’ | CADILLAC—'52 (62) 4-dr., $350*. sinter, Prices are for sal€| GCuystom 2-dr., $775*%, $655, $640°*. on,- $1,405* (ps); Fairlane (8) Country 
| CHEVROLET — '56 One-fifty 2-d 1,- : ; . IMPERIAL—’57 sedan, $3,000* (ps). sedan, $1,335* (ps); 4-dr. sedan, $1,- 
The new price on "Sis repre- | 200; Two-ten 4-dr., $960; Bel Air’ a. | inne wenther was clear and the buy. | MERCURY—'56 Monterey 2-dr.,_ $1,000*.| 325°, $1,200 (ps), $1.075°; Custom (8) 
sented an alltime low for that $815°. °55 Bel Air Hardtop, $1,050°. | Sie qumneument Sold 147 cars out of | +55 Monterey 2-dr., $700. ‘54 2-dr., — Bae. = $910. ‘55 Fairlane 
; $900°; 4-dr., $930°, $875. ‘54 Bel Air| ~~ ; $570*. °53 Sport coupe, $415*; club 2-dr. Hardtop, $1,020*, $950. °54 Crest 
model. conv., $710°; Pwo-ten 2-4¥., $595*; One- gn 7B? Special 2-dr., $1,300* (ps),| coupe, $400*. "52 sedan, $145, 51 club Victoria, $710. 
fifty 2-dr., 10. °53 Bei Air conv., 1, *. '55 Century 2-dr., $950*; Super coupe, $130. LINCOLN — ‘58 Premi a 50° 
At a group of representative *. Tw e . . ae 2-dr., $930* (ps); Special 2-dr., $925*. | NASH—'53 Ambassador club coupe, $375, (ps). °5 a ae ti we 
$550°; ‘o-ten Hardtop, $340; 2-dr., ps). 7 Premiere 2-dr. Hardtop, $2, 
a last week, the average | $300*! "52 2-dr., $217°. 2 Specia! sedan, $700* (ps). '53 2-dr.,| $200; Country Club, $300*. | 800° (ps). '56 Premiere 2-dr. Hardtop 
cons nt was 1985 unit cd ; 345. "52 2-dr., $350°%, $125°. OLDSMOBILE — ’58 (88) sedan, $2,775*| $1,950* (ps). ‘54 C it a 
gnme 8, | FORD—'57 Country sedan, $1,770°; Fair- | CADILLAC—'56 (62) conv., $2,850* (ps); (ps). °57. station wagon, §2,600. 56 ea0° Pi 54 Cosmopolitan 4-dr., 
compared with 215.7 units k | lane Hard : $ 
a wee ne Hardtop, $1,440°. ‘56 Custom 4-dr.,| oo 2.300* : . ( . : d ‘ : 
$795°. °55 Custom 4-d $720°: 2-ar_. | upe, $2,300 ps) ; sedan, $2,265 98) sedan, $1,515* (ps); Holiday, $1, | MERCURY—'57 T - sane 
earlier. The sales ratio was 67.7 — r., "3 2-dr.. | (ps), $2,250° (ps). °53 (62) 4-dr., $700*| 575* (ps); (88) club coupe, $1,460* |” Se Beek e Comets, 92,420 
nt, compared with 66.4 $525°. °54 Country sedan, $775*; Crest | (ps): conv., $425° (ps), $1,375* (ps). 54 (88) club coupe (ps). "56 Montclair conv., $1,325* (ps), 
perce per- | 4-dr., $555*; Custom 2-dr., $485*°. 53 . et Two = 5 es : ° fea | $1,150* (ps). '53 Custom 4-dr., $470. 
cent in the views week. Custom 2-dr, $400: 4-d $260: CHEVROLET—’'57 Two-ten station wag $800* (ps); (98) conv., $700* (ps). ‘53 
2 yee = | $365; Crest conv.. $200. ~ ; rl on, $1,720* (ps), $1,690, $1,625* (ps);|  2-dr., $350°, $340. OLDSMOBILE—'57 (98) 2-dr. Hardtop, 
Prices marked with an asterisk : : ** ; | club coupe, $1,750*, $1,350; sedan, $1,- | PACKARD—'55 Caribbean conv., $1,105* $2,350° (ps). '56 (98) 2-dr. Hardtop, 
indicate a unit eaqué d with LINCOLN—'54 Capri 4-dr., $450. } 325, $1,300°; Bel Air conv., $1,785*;| (ps); Patrician sedan, $930. $1,850° (ps), $1,665* (ps); (88) Super 
quippe an MERCURY — ‘55 Monterey 2-dr., $750*. sedan, $1,770*; 2-dr., $1,300*°. "56 Bel PLYMOUTH—’57 Savoy club sedan, $1,- (Continued on Page 24, Col. 1) 


- Doaquensy Rashes: Unthig (asian ties bastaaanlliaal 1-time; $4.00, 13-times; $3.50, 52-times. Display (mi 
column—maximum 5-inches on 2 columns.) Recs ae ns sce ape ote sake imion 











































































































ALABAMA - MARYLAND MICHIGAN NEW YORK OHIO ; 
\LA FAYETTE—Syracuse Auto Auction 
JOHNSON AUTO | BEL AIR oe AUCTION a Bas anes emma, = Consee of ag — and | MONTPELIER AUTO AUCTION Co. 
el Air, ; ne Half mile ra je, itle Protection. e 
A U CTIONS | subsidiary of Manheim Auto Auction EVERY cnemeen iteeen iesuReD | MONTPELIER, OHIO j 
Lawrenceburg, Tenn.—Tuesday * ae ats Sand At 1:00 P.M. Sharp—Dealers Only | NEW YORK STATE’S OLDEST - “— a _ 
Huntsville, Ala.—Frid Ona Auctioneer: Col. W. E. “Bill” Ni | NATIONALLY KNOWN 
. » Ale ey — Every THURSDAY at Noon — we TIM ANSPACH | Your Good Will—Our Most Valuable Asset 
100% Insured—No Registration Fee Phone Bel Air, Md. 894-1580 | sie | i aes On U. S. Route 20A Phone 5-9535 
“COLORADO : Albany 5, N. Y. 
ee ns Ev Monday — I! O'Clock | 
pisiand a MICHIGAN MISSISSIPPI “Yeo = ‘on average - PENNSYLVANIA 
COLORADO AUTO AUCTION ACKS a All Titles and Checks Guaranteed | 
LITTLETON, COLO. ont SOUTH DENVER | Flint Auto Auction, Inc. 3 — ae “Winiodeee se op 
DEALERS FLINT, MICHIGAN . mre oa | MANHEIM 
Sale Every Menday—11:00 am. netiaieate be Gates Box 8468, Wednesday, 12:30 P. M. ; 
‘Sone tees SUnset =," 1° “BUAL 8800" 2 nes cunsing Cmte: (Cmnn™@@™@™@l@la|.____—_—_——_—— NEW YORK CITY'S AUTO AUCTION, INC. j 
Wire Colerade Auto Auction FAX ously. MISSOURI SKYLINE Manheim, Penn. 
Denver, Colo. © Comnaieatty Snaptee in the heart of the| A U T Oo A U Cc T I Oo N | On Route No. 72 
Auctioneers: automobile worid. ° t 
At nna nda tet =o ond om a. @ Ten acres of completely fenced parking | ST. LOUIS AUTO 5 miles South of Pennsylvania Turnpike 
eres. EXCLUSIVELY FOR AUTO DEALERS iday—10: , 
The Genk of Beaver © Always a fine selection of sharp cars. AUCTION BARN, INC. : — oe eee 
© Friendly relations prevail at all times, 3807 Easton Ave. You are ps op Sues ae titles %& Dual Lane Selling 
DENVER AUTO AUCTION © Conqentl exatiensars St. Louis. Mo. eee ee ee % Auction Checks Issued 
(Denver's Oldest and Finest Auto Auction) © Felr monogenean, EVERY TUESDAY 12:30 P.M. %* Titles Guaranteed 
75 So. Santa Fe Littleton, Colo. MICHIGAN'S FINEST SALE Phone Franklin 1-3845 GREENPOINT AVE. & PROVOST ST. a . 
Ph: SU 1-6673 — Ed. G. Smith 12:30 SALE EVERY WEDNESDAY 12:30 tronize the 
Auction Every Friday at 12:00 Noon M. D. McCollum, Vice-President and Manager SALES EACH TUESDAY BROOKLYN 22, N. Y. NATION'S LARGEST AUCTION 
We Issue Auction Checks and Titles Are | 37!! Western Road Phone CEdar 9-4492 AND FRIDAY Tel. EVergreen 3-4800 ; 
Guaranteed by Empire Auction Insurance We tase Ge Ghaidn Gk Gemme Wiese Auctioneers—David 8. Spielman Phone Manheim MOhawk 5-240! 
jenc 
ae Owned and Operated by John W. Socher 
=a BILL McCRACKEN and 
OT APTCO ROY McMANAMA Sane 
A Wo We iy Tew Cee Cas Thruway Auto Auction, Inc. R 
NEW ENGLAND'S OLDEST AND BEST UTO AUCTION Route 18B y Buffalo Sines York SOUTH SEATTLE AUTO AUCTION F 
10 YEARS CONTINUOUS OPERATION DETROIT'S aanaaame eammeag er oceme EVERY MONDAY eS Te ee ce 
Sale Every Wednesday at 11:00 Oldest, Largest and Very Best SSS Insured Checks — Insured Titles SALE EVERY WED. 11 A.M 
Fast, Accurate Market Reports = a 
SOUTHERN AUTO SALES, INC. Crossroads of the East || phone: Hobart 4700 Al Clements, O “WE HAVE BUYERS!" 
AUCTION Wednesday at Noon ones Weert ang ord Co ; P 
JUNCTION OF PENNSYLVANIA AND || Flying Dealers — Land at Buffalo Air-Park,| ‘@*e Home a Guaranteed Auction Check 
Warehouse Pt., Conn. 19241 Dix—Toledo Highway—Route 25 NEW JERSEY TURNPIKES 5 miles south of Buffalo Municipal Airport. Bill Johnson Bob McConkey 
Just '/2 mile from Detroit City Limits Hard surface runway - Unicom Radio. Auction 
is only five minutes away. Call us, we'll 
MELVINDALE, MICHIGAN pick you up. 
= N.A.D.E 
INSURED CHECKS and TITLES ° ° ° ° Crossroads 








DAYTONA BEACH — Florida Auto 
Auction. Municipal Airport. Tues., 
11 A.M. Completely under shelter. 








- .. where they meet... buyers 
and sellers . . . new and used car 
dealers. They meet at the dealer auc- 
tions of the nation . . . and on the 
pages of Automotive News. 


PHONE: DUnkirk 3-0150 


Dual Lane Sale — Every NORTH CAROLINA 
WEDNESDAY, 11 A.M. RALEIGH — Mann’s Auto Auction 


We issue auction checks, guarantee titles Sale, Rt. 5. Ph. 3-1564, Titles & 


checks guaranteed. Mon. 10 A. M. 
An Ad in the Classified Section of the Automotive News NATIONAL AUTO 


Will Get You Quick, Satisfactory Action DEALERS EXCHANGE CLASSIFIED WANT ADS 
Route 206 South, Bordentown, N. J. BRING RESULTS 
(Exit 7, N. J. Turnpike) - AXminster 8-1702 

















You will reach both groups through 
an ad in Automotive News. 





















+RAMBLER TAKES 
8rd PLACE 
| IN WISCONSIN! 


Outsells 15 Other American Makes 
According To Latest Registration Figures 


7 eaw:nst- @ 


Rambler sales soar a smashing 152.3% in the Badger State according to 


Wisconsin, as in all the 48 States, Rambler is the red hot sales success of 


Wisconsin Automotive Trades Association registrations for February. In 
1958. Month after month, Rambler dealers all over the country are break- 


ing sales records—earning profits that are well above the industry average. 


HERE ARE GOOD REASONS WHY 
IT PAYS TO BE A RAMBLER DEALER — 


* Only Rambler Dealers Can Sell A Car For 
As Little As $40.10 a month.* 








=. a 





| ( 

} + Rambler Dealers Sell Cars With The Extra . Jw eee ee 

| Strength, Safety and Long Life of Single s=S ws ee. 
— 


Unit Construction. === sae: 
- liens ts “ 


ae 


7 Rambler Dealers Sell The Car That’s Tops 
In Resale Among All Low Price Cars In 
Every Region. 


*Yes! You can sell a Rambler American DeLuxe Sedan at the full factory suggested delivered 
price, equipped with Directional Signals, Reclining Seats and White Sidewall Tires—including 
finance charges at 6% on a 36 month contract, 1/3 down, for $40.10 a month. This, of course, 
does not include freight, insurance or State and local taxes. 





Director of Dealer Development 
American Motors Sales Corporation 
Detroit 32, Michigan 


We Have the Product for the 
Expanding Compact Car Market... 


Gentlemen: Will you please provide me with more complete information 
a ( ) 8 H " | ’ ) ; ‘ , , about the Rambler franchise. | understand that | am under no obligation 
| g ave the Opportunity. 


and my inquiry will be held in the strictest confidence. 





ee es ee ee es 


NAME 
ADDRESS 
Rambler Franchises Also Available in Important Export Markets. city ZONE __ STATE 
In Canada write to: American Motors (Canada), Ltd., 2951 Danforth Ave., Toronto i 3-31 os 
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‘563 Custom 2-dr., $350°; 4-dr., $385* LINCOLN —’56 Capri Hardtop, $1,775* 
(ps). '55 Capri 4-dr., $990° (ps). 


(ps). 
MERCURY—’56 Montclair Hardtop, $1,- Model Breakdown MERCURY—’57 Montclair 4-dr., $2,000" 


a . 
470°; Custom station wagon, $1,315. (ps); Monterey 2-dr., $1,580°. '56 Cuc- 
Used-Car Auction Prices || 2 sstitit 228", ‘hse:| Of Auction Averages | 22) cut” fii! 'fitant’ o 
$845°. °54 4-dr., $625°. ’53 4-dr., $400°; Feb Jen Hardtop, $1,010*, ’55 Monterey statica 
2-dr., $335. 1958. 1958 wagon, $1,110*; Montclair Hardtop, $1 - 
OLDSMOBILE—’ 57 (88) Super + Holi- 040*, $1,020* (ps). 
day, $2,000* (ps). °56 (88) 2-dr., $1,- 946 fe 
(Continued from Page 22) 050°. °55 (98) 4-dr., $1,000* (ps); club ‘ae ‘ca NASH—'56 Ambassador 4-dr., $1,150*. 
coupe, $865*; (88) Holiday, $1,135*; 4- 69 , OLDSMOBILE—’55 (88) Super 4-cr. 
2-dr. Hardtop, $1,360*. °55 (88) Super ’54 Super Riviera, $700*. ‘53 Special dr., $1,110* (ps). °54 (88) Super club 1,171 Hardtop, $2,085* (ps); (88) Hardtop, 
4-dr. Hardtop, $1,315* (ps); (88) 2-dr. Riviera, $355*; 2-dr., $340*; Super 2- coupe, $945*, $880* (ps), °53 (88) 4-dr., 891 $1,910*. °56 (88) Super 4-dr. Hardtop, 
Hardtop, $1,035*, '54 (88) Super 2-dr.| dr., $340* (ps). $455*. '51 4-dr., $110. $1,590°, $1,545*; (88) 4-dr., $1,400°, 
Hardtop, $990°*. CADILLAC—'56 (62) coupe, $2,430* (ps); | PLYMOUTH—'57 Belvedere 4-dr., $1,610°. | 590 $1,270° (ps); Hardtop, _$1,370* (ps), 
PACKARD—’55 Clipper 4-dr., $745. (60) Special 4-dr., $2,400* (ps). ’55 Savoy 2-dr., $715*; Belvedere club - 357 $1,325*. '55 (98) conv., $1,315° (ps). 
‘ , , coupe, $640, $560. °54 2-dr., $325. 243 230 PACKARD—'54 Clipper 2-dr., $425. 
PLYMOUTH — '57 Belvedere 4-dr., $1,-| CHEVROLET—’58 Bel Air Sport coupe, | pontiac — ‘57 Chieftain 4-dr., $1,870*| PLYMOUTH—’57 Belvedere (8) conv., $1,- 
685*, $1,575° (ps), $1,545*. °56 (8) $2,250* (ps). °57 Bel Air conv., $1,710*; (ps). '56 Star Chief 4-dr., $1.300°. °54/ 1 185 183 650°; Savoy 2-dr., $1,240*. '56 Savoy 
Suburban 4-dr., $1,200*; Belvedere (8)| Two-ten station wagon, $1,545; 4-dr.,| oar $975. '53 Catalina, $400*, $275, | (6) ‘Hardtop, $990*; Savoy (8) 2-dr., 
4-dr. Hardtop, $1,120%; Savoy 4-dr., $1,450°; 2-dr., $1,425*, $1,175, $1,175*. $250. : ’ , a $915°*: station wagon, $900*, °55 Belve- 
$920. 56 Bel Air Sport coupe, $1,175°; Two-| srupkBAKER—’56 station wagon, $1,- | Average $ 985 $ 993 dere (6) Hardtop, $775; station wagon, 
PONTIAC—’57 Star Chief 4-dr., $1,860° ten station wagon, $1,325*, $1,250; 4- 150. ’52 4-dr., $175* ; $720*; Savoy (6) 2-dr., $700°*. 
(ps). '56 Chieftain 2-dr. Hardtop, $1,-| dr., $1,150°; club coupe, $960°. '55 Bel!) wigscELLANEOUS —- °56 GMC pickup, PONTIAC—'55 Chieftain Catalina, $1,- 
425° (ps); 4-dr. station wagon, $1,350°.| Air Sport coupe, $980°; Two-ten (8)/  geo9, | goo*, $1,785*, $1,760°; Two-ten (8)| 205° (ps), $915*; 2-dr., §775*; Star 
"64 Ster Chief 2-dr. Hardtop, $845°. °53/ 2dr. $800%; Two-ten (6) 4-dr., $635. Hardtop, '$1,315*; One-ffty 2-dr., $1,-| Chief Catalina, $1,175 (ps), $970", 
Chieftain 2-dr., $420*, ‘52 4-dr., $210. 54 Bel Air coupe, $655*, $650°, $640*, COLUM Ss. O 170*, $1,025. ’56 Bel Air (8) Hardtop, $935* (ps). °54 Chieftain 4-dr., $585", 
RAMBLER—’56 Cross Country, $1,505°*. $625°; Two-ten Delray, $630°; 4-dr., 4 U BUS, . $1,300 (ps); 4-dr., $1,275*; Two-ten $460°. 
MISCELLANEOUS—'58 Volkswagen 2-dr., $545. '53 Bel Air 4-dr., $225; Two-ten Capital Auto Auction, Inc, Sale every (8) station ‘wagon, $1,275*; Two-ten | RAMBLER—'53 2-dr. station wagon, $525. 
$1,860. '57 Chevrolet %-ton pickup, $1,-| 4-dr., $375°, $320; club coupe, $310. '52/ phursday. Prices are for sale of March 13.| (6) station wagon, $1,275*, $1,265. WILLYS—’53 Jeep, $700. 
200. '55 Chevrolet %-ton pickup, $635;| 4-dr., $190, $110. 332 units were offered and 233 were | CHRYSLER —'53 Windsor Hardt 295*.| MISCELLANEOUS — ‘54 Metropolitan 
a hon ee, 3690; Ford %2-ton | DeSOTO—'57 Firesweep Hardtop, $1,835°. | sold. os Gasateen 4-42. 0°. $295°. |" Hardtop, $525. 
x Me = 9 . « °° . 
a. ee 54 Firedome club coupe, $565° (ps). | BUICK—'58 Special 4-dr., $2,425*. °56| DeSOTO—'54 Firedome 4-dr., $395* (ps). 


an vo DODGE—'57 Custom Royal 4-dr., $1,650*| Special 4-dr. Hardtop, $1,475*, $1,275*.| '53 Firedome 4-dr., $330* (ps). FLINT 
(ps). '56 Coronet 4-dr., $900*. '55 Royal $1,200* (ps). '55 Super Hardtop, $1,180*°| DODGE — ’55 Custom Royal Hardtop, : 

JENISON, MICH. tf $855°; club coupe, $850°. "52 2- (ps), $1,110°, $1,)10*° (ps), $1,000° (ps),| $950* (ps); Coronet Hardtop, $905*. "54 wean en tens ane oe en a st 
|. ar., $115. $960* (ps); 4-dr., $1,050* (ps); Century| Coronet 4-dr., $500. ‘53 Coronet 2-dr., ee — oe 
dep. Prices aro, tor ante of tous 10 Tues- | FORD—'57 Country se@an, $1,775*, $1,-| Hardtop, $1,000°. “4 ” | _ $260°. °50 Coronet club coupe, $120. -_ 

it at inks che dean aan, tek 675; Fairlane 500 4-dr., $1,740° (ps), | CADILLAC—’57 (62) coupe, $3,300* (ps). | FORD—’58 Custom 300 2-dr., $1,635. ’57 
market solid and cars sold well through $1,375*; Ranch Wagon, $1,380; Custom| °56 (62) sedan de Ville, $2,575* (ps); Fairlane (8) 500 Victoria, $1,760*, $1,- 
the entire sale. Sold 108 cars out of 168 2-dr., $1,340°, $1,225. ‘56 station wag- conv., $2,550* (ps). 54 (62) 4-dr., $1,- 725° (ps), $1,700°, $1,675° (ps); 4-dr., 
offerings : on, $1,400°, $1,215*; Fairlane 4-dr., $1,- 235* (ps). "53 (60) 4-dr., $985* (ps); $1,420; Country sedan, $1,670*: Fair.| %#!ming momentum on the auction block. 

Ne 200%, $985* (ps); 2-dr., $1,140* ‘(ps).| (62) coupe, $835° (ps). lane (8) Victoria, $1,625°, $1,480, $1,-| ,/63 care were sold from 242 offered. 
BUICK—'57 Special 2-dr., $1,850°. '56| ‘55 ‘Fairlane Victoria, $965*; 2-dr.,| CHEVROLET—'58 Impala Hardtop, $2,-| 425°, $1,415*; Custom 300 2-dr., $i,375° | BUICK—"58 Special 4-dr., $2,805° (ps). 

RM 2-dr., $1,515* (ps). '55 RM Riviera, $855*, $810; Custom 4-dr., $815, $785; 400°; Bel Air (8) Hardtop, $2,300°| (ps). — = = "S57 RM 4-dr., $2,115* (ps); Special 4- 

$1,060* (ps); Century 4-dr., $1,060°,| 2-dr., $660*; station wagon, $615. "54| (ps): Delray (6) 2-dr., $1,615. 57 Bel| IMPERIAL—'56 4-dr., $1,750° (ps);| “:, Hardtop, $1,800°, $1.730°. °56 Spe- 


$875*; Special 2-dr., $855* (ps), $855*.' Custom 2-dr., $560, $350; 4-dr., $455.! Air (8) conv 820°; sy . cial station wagon, $1,585° (ps); Rivi- 
, nv., $1, ; Hardtop, $1, Hardtop, $1,720° (ps). era, $1,315*; 4-dr., $1,230*: Century 


conv., $1,320*; RM 4-dr., $1,320° (ps); 
Riviera, $1,220° (ps); Super Riviera, 
$1,300° (ps), $1,265* (ps). "55 Century 
Riviera, $1,105* (ps); Super Riviera, 
$935*, $920° (ps), $880° (ps); Special 
Riviera, $995*, $985*, $970°, $835° (ps). 
"54 Century 2-dr., $830°; conv., $690°; 
Special 2-dr. Riviera, $715* (ps). ‘53 
Super Riviera, $515*, $275*. ‘52 Special 
4-dr., $215, $215°*. 

CADILLAC—’'55 (62) club coupe, $1,760*. 
"54 (62) 4-dr., $1,350° (ps). ‘53 (62) 
4-dr., $630° (ps). ‘50 4-dr., $135. 

CHEVROLET—'5S Brookwood 6 pass. sta- 
tion wagon, $2,180; Delray (6) 2-dr., 
$1,700. ‘57 Two-ten (8) station wagon, 
$1,730° (ps), $1,715°; Bel Air (8) 4-dr. 
Hardtop, $1,650°; 2-dr. Hardtop, $1,- 
625°, $1,590° (ps), $1,585°. $1,560; 
conv., $1,620°; 4-dr., $1,545* (ps); 
Two-ten (6) 2-dr., $1,280; 4-dr., $1,175; 
One-fifty 2-dr., $1,165. "56 Nomad sta- 
tion wagon, $1,325*; Bel Air (8) Hard- 
top, $1.155*; conv., $1,055°; Two-ten 
(8) station wagon, $1,150; 2-dr., $935°; 
4-dr., $860; Two-ten (6) 4-dr., $970; 
2-dr.. $750. °55 Two-ten station wagon, 
$1,060, $1,055° (ps): Delray, $850, 
$640°; 2-dr.. $760, $750, $700; 4-dr., 
$735. $650; Bel Air conv., $830°; 4-dr., 
$830°, $800°, $600. ‘54 Bel Air conv., 
$585; Two-ten 4-dr., $440°. "53 Bel Air 
2-dr., $255*; Two-ten 4-dr.. $175 

DeSOTO—'57 Adventurer 2-dr., $2,175° 


Demand for used cars seems to be 
picking up. Prices are not showing any 
great strength as yet, but activity is 








(ps). 
DODGE—’57 Royal Hardtop, $1,690°. "54 
Royal 4-dr., $425*. ‘53 Coronet 4-dr., 
$245*; Meadowbrook club coupe, $190. 
FORD—'5S Fairlane (8) 500 4-dr., $2,- 
305° (ps). ‘ST Fairlane (8) 500 Vic- 
toria, $1,600°, $1,590°; 2-dr.. $1,480°; 
4-dr., $1,530°; Custom Ranch Wagon, 
$1,440, $1,355; 2-dr., $1.225°, $1,095, 
$1,050. ‘'56 Country sedan, $1,130°; 
Fairlane (8) conv., $1,035*°; Custom 2- 
dr., $865. ‘55 Fairlane Victoria, $990°, 
$905*, $690°; club coupe, $825°, $5810°; 
2-dr., $700°:; 4-dr.. $745; Custom Ranch 
Wagon, $935°. $810; 2-dr., $740, $695. 
"54 Crest 4-dr.. $450; Custom 4-dr., 
$445; Main 4-dr.. $405°. ‘53 Custom 
station wagon, $440*°; 4-dr., $315, $280; 
2-dr., $200. ‘S52 station wagon, $185; 
4-dr., $160 
LINCOLN—'55 Capri Sport coupe, $1,360° 


(ps) 
MERCURY—'56 Custom 2-dr., $810°. ‘55 
Monterey club coupe, $950°; Montclair 
station wagon, $940°: Custom 2-dr., 
$555*. ‘54 Monterey club coupe, $715; 
Custom 2-dr.. $455°. °53 Custom 4-dr., 
$350° (ps); Monterey club coupe, $235. 
NASH—'53 Statesman 4-dr., $135 
OLDSMOBILE——57 (88) Super 2-dr., $1.- 
sae! —_ - 730°. °56 (98) Holiday, $1,.620° (ps). 
SS es "55 (98) 4-dr.. $1,145°; (88) conv., $1,- 
re ees ese 105* (ps); 2-dr., $900° "54 (S88) Super 
re club coupe, $725*; (98) 4-dr., $705*; 
aie A ; 2-dr., $650°. "53 (98) Holiday, $340*; 
es 4-dr., $325° (ps). 52 (98) Holiday, 
$190° 
PLYMOUTH "56 Belvedere (8) 4-dr., 
$930° (ps). "55 Savoy (6) club sedan, 
$555; Plaza 4-dr., $415, $400 
PONTIAC—'56 Star Chief conv., $1,295° 
(ps); Hardtop, $1,225*; Chieftain 4-dr., 
$1,130° (ps); 2-dr.. $825°. °55 Chieftain 


- ) 
“ . "a 
station wagon, $1,080° (ps), $1,040; 2- 
dr., $700. '53 Chieftain (8) 2-dr., $370*, 
i $350°; 4-dr., $320° (ps), $265*: Chief- 
tain (6) 2-dr., $185. ‘52 club coupe, 
$240. 


RAMBLER—’'53 club coupe, $330*. 
WILLYS—’'55 4-dr., $360*. 


MISCELLANEOUS—'57 Isetta 300, $510. 
"56 Volkswagen sedan, $1,150. '55 Chev- 
rolet %-ton stake, $730*°; Ford %-ton 
pickup, $485. ‘51 Chevrolet %-ton pick- 


up, $200. 


LOS ANGELES 


MO Fl © ay eo] _ noua Henry's Los Angeles Auto Auc- 
tion. 


Sale every Tuesday. Prices are for 

sale of March 18. 

BUICK—’'58 Century station wagon, $3, 
275° (ps). '57 RM Riviera, $2,325* (ps); 
Special conv., $2,010* (ps), $1,725* (ps). 
‘56 Century conv., $1,450* (ps); Riviera, 


There’s no confusion with Quaker State’s Dual-Range oils. Suber Rivietan #iiaoe (pa) 0 RA « 
dr., $1,100* (ps); Special Riviera, $1,- 
080° (ps); Super 4-dr., $835° (ps). °54 


For cold weather, sell Quaker State Light, SAE 10W-20. For sea; mur, Lat ate 
era, $485°; RM 4-dr.. $325*° (ps). ’51 


Riviera, $165. '50 4-dr., $100. 


warmer weather—Quaker State Medium, SAE 20W-30. No Wear. 3.750%" (oe) “Bo (én) coupe, 
54 Eldorado a. Ti cis? ten): (62) 


4-dr., $1,335* (ps). ‘53 conv., $825* 


need to keep “extra” grades in tow. You save on inventory, (os); enupe, S785" Coe). 'a2 coupe, $880" 


$625°, $600° (ps). ‘51 4-dr., $450*, 
$345°. °50 coupe, $445*; 4-dr., $430°, 
$400*. '49 4-dr., $320*, $205°. °48 4-dr., 


fi ! $135*; conv., $100*. 
gain on pro ts! QUAKER STATE OIL REFINING CORPORATION, OIL CITY, PA. CHEVROLET —'58 ‘Impala Sport coupe, 
Member Pennsylvania Grade Crude Oil Association (Continued on Page 26, Col. 1) 
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Triumph .. . with four great new cars . . . is strengthening your 
selling power every month! The TR3 has already soared from 
5th to 2nd place in sports car sales. And now, the new Triumph 
Sedan and Estate Wagon give you even greater power in this 
expanding sales field. Like the TR3, the performance value of 


“at U.S, Ports of entry, plus taxes. 
Slightly higher West Coast. 


OPEN SESAME 
TO AMERICA’S 
RICHEST 
VOLUME 
MARKET 


the Triumph small cars is world-famous... they actually average 
60,000 miles without a major overhaul...speed up to 78 miles 
per hour...give 40 miles to the gallon. And Triumph is telling 
the nation about this unequalled British line in two high-powered 
advertising campaigns in the tested-to-be-best magazines... 


with hard-hitting big space newspaper ads across the country 
...with dramatic promotional material ...with Triumph publicity 
on every major TV network and wire service. Get with (i 
Triumph...and get your share, the broader share, of | 
the richest volume market. Write for full information: Zzicurs 


STANDARD -TRIUMPH MOTOR CoO., INC. 


1745 Broadway, New York 19, JUdson 2-4866. mi Complete Triumph line on display at the International Auto Show, New York Coliseum. 





Biscayne 2-dr., $2,155*. 


dr., $1,525*; 2-dr., $1,475", $1,275; One- 
fifty utility sedan, $1,295*, $1,095; 4- 
$1,150. '56 Corvette, $1,890*; Bel 250°, $1,240* 
Air Sport sedan, $1,520*, $1,495*; Two- 
ten station wagon, $1,500*; 4-dr., $925°; 
$755; One-fifty station wagon, 2-dr., $755*. 
$1,140. '55 Bel Air Sport coupe, $1,170*, 
station wagon, $1,175"; conv., (ps); 4-dr., 
$1,115*; 4-dr., $1,000*, $905; 2-dr., $775* 
Two-ten Delray, $750; One-fifty 
2-dr., $625; utility sedan, $585. °54 Cor- 
vette, $1,100*; Bel Air 2-dr., $685°; 4- 2-dr., $445. 
dr., '$660%, $640°, $580° (ps); Two-ten 
$525. °53 Bel Air 2-dr., $570, 


club coupe, $110. 


"52 Saratoga 4-dr., $135*. 
DeSOTO—’57 Firedome 4-dr., $2,035* (ps); | 

Firesweep Sportsman, $1,995*. 
DODGE—’53 Coronet Diplomat, $345*. '49| (ps); Montclair coupe, $1,340*; Monte- 
$1,225*, $1,200%; Medalist 
Hardtop, $1,220*; Custom station wagon, 
$1,175; coupe, $980. '55 Montclair coupe, 
4-dr., $1,025*; Monterey 
coupe, $985*. 54 Monterey coupe, $775* 


Coronet 4-dr., $105*. 
FORD—’'58 Thunderbird, $4,400* (ps), $4,- | 


$2,750* (ps), $2,355* (ps); Sky- 
liner, $2,385* (ps), $2,200*; Fairlane (8) 


Used-Car Auction Prices 





(Continued from Page 24) 


500 Victoria, $2,110*, $1,930* (ps), $1,- 
825* (ps), $1,800 
$1,825* (ps), $1,6 


Bel Air Sport coupe, $2,180; 
’57 + Corvette, 
Bel Air Sport sedan, $1,900* 


5° (ps); conv., $1,725* 
$1,840* (ps); 4-dr., $1,730* (ps), (ps); Country sedan, $1,945* (ps), $1,- 
(ps), $1,725%; 2-dr., $1,655*; 880* (ps), 


AUTOMOTIVE NEWS, MARCH 31, 


(ps); Sun Valley, $470* (ps). °53 coupe, 
$550*; 4-dr., $450*%, $385*, ‘52 coupe, 
$300. ’51 coupe, $195. '50 4-dr., $165. 


NASH—’53 Ambassador 4-dr., $260*. 


OLDSMOBILE—’56 (98) Holiday, $1,635* 
(ps). °55 (98) Holiday, $1,260* (ps), 
$1,200* (ps); 4-dr., $1,020*° (ps); (88) 
2-dr., $900. °54 (88) Super Holiday, 
$875* (ps). '53 (88) Holiday, $800*. "52 
4-dr., $360*, '51 (88) 4-dr., 2 at $185*, 
$125*. ’50 4-dr., $100. 


PACKARD—’52 Mayfair coupe, $240*. '51 
4-dr., $175*, $160°. 


$1,730*; Town sedan, 


$1,850*; Ranch Wagon, $1,-| PLYMOUTH—’57 Fury coupe, 2 at $2,400* 


(8) station wagon, $1,700*; 4- 500. ’56 Thunderbird, $2,510*, $2,350*, (ps), $2,295*; Belvedere 4-dr., $1,500*; 


$2,300*, 


$1,575°* ; 


Wagon, 


Victoria, 


$295°*; 
$265, $250, $240, $160°. ‘50 


station 


$4,335* (ps). ‘57 Thunder- 





$1,145* 


AT-2X ARMATURE RECONDITIONING TOOL SET 


This inexpensive tool turns down armatures with same 
precision as expensive lathes and does the job faster — 
without removing back plate. Requires no motor, no special 


centerless chuck. 


Armature lowers automatically as cut is made. Cutting 
depth controlled to finest shaving. Interchangeable collets 
adapt tool to various size armature shafts. Tool locks in 
vise or fastens on special metal holder (see photo). 






UC-6 MICA 
UNDERCUTTER 


Precision-built to do a su- 
perior undercutting job, 
the UC-6 handles wide 
range of commutator sizes 
without frequent adjust- 
ment. Self-cleaning blade 
eliminates chip packing. 
Three blade widths, .015”, 
020”, .025”. 
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Fairlane Victoria, $1,- 
420* (ps), $1,330*, $1,300*, $1,280*, $1,- 
(ps); club sedan, $1,220* 
(ps), $1,215*, $1,080*, $1,000; 4-dr., $1,- 
200*; Country sedan, 2 at $1,400; Custom $215; club coupe, $180, °49 club coupe, 
55 Thunderbird, $1,845*, $100. - 

Fairlane Victoria, $980*, $925* 
station wagon, $900*; Ranch Wagon, 
$875*, $835; Main 2-dr., $650. '54 Ranch 
conv., $650; 4-dr., $645; 
53 Ranch Wagon, $505; 
club coupe, $395*; 4- 
dr., $345*, $300; 2-dr., $275, $250; conv., - ‘ 
$405*; 4-dr., $550; Two-ten 2-dr., $375; $275. °52 Ranch Wagon, $400*; conv.,| STUDEBAKER—’56 Golden Hawk Hard- 
club coupe, $335; 4-dr., $325. °51 sedan, $240°. ‘51 4-dr., $155; 
"50 4-dr., $115. 

sedan, -$250, $240’, $175, $165, $145;| KAISER—’54 Manhattan 4-dr., $505. 
LINCOLN—’56 Premiere coupe, $1,840* | MISCELLANEOUS — ’'57 Chevrolet %-ton 
CHRYSLER—’53 NY 4-dr., $350* (ps). (ps). °55 Capri coupe, $1,195* (ps). ’54 
Capri 4-dr., $695* (ps). 52 coupe, $205*. 
| MERCURY—’57 Monterey coupe, $1,900* 2-dr., $1,610. '56 Chevrolet %-ton pick- 
$1,750* (ps), $1,700*. °56 up, $950; Ford 
$1,595° (ps), $1,495* 


conv., $130. 


(ps); 2-dr., 


rey coupe, 






Savoy 4-dr., $1,290*. ’56 Suburban, $1,- 
440*, $1,420*. ’55 Belvedere coupe, $915*; 
Belvedere sedan, $895; Plaza _ sedan, 
$645*. °53 Suburban, $390. °51 4-dr., 


. | PONTIAC—’57 Chieftain Catalina, $1,- 
(ps), _$825°, $785°; | ¢35*; 2-dr., $1,555*. '56 Chieftain Cata- 
lina, $1,605*; 2-dr., $1,350*, °54 Star 
Chief coupe, $850* (ps); Chieftain 2-dr., 
$645*. °53 Chieftain 2-dr., $325; 4-dr., 
$320*; conv., $315*. '52 Catalina, $205*. 
’51 conv., $125. 


top, $1,550* (ps). "55 Commander coupe, 
$955* (ps); 2-dr., $870*, ’54 Commander 
Starlight coupe, $690*. 


pickup, $1,030, $1,025; Renault 4-dr., 
$1,285; Volkswagen 4-dr., $1,125; Volvo 


%-ton pickup, $780; 
Courier, $585*; Hillman Husky, $925; 
MG roadster, $1,435. ‘55 Dodge %-ton 
pickup, $675; Ford \%-ton pickup, $740*; 
English Zephyr, $700; Triumph roadster, 
$1,450; Chevrolet pickup, $800, $750. ’54 
Dodge ‘%-ton pickup, $525; Hillman 
Minx, $525; Volkswagen 2-dr., $890. ’51 


1958 


Austin 4-dr., $180. ’49 Ford %-ton panel, 
$125. '46 Chevrolet %-ton pickup, $125. 


DYER, IND. 


Dyer Auto Auction. Sale every Friday. 


Prices are or sale of March 21. 


Another 75 percent sale, indicating 
very strongly that the market is improv- 
ing with the weather, 221 unite were 
sold from 295 offered, 


BUICK—’56 RM Riviera, $1,515*; Special 


4-dr., $1,250*; Riviera, $1,230°, $1,075*. 
'5S Special 2-dr., $795*; Riviera, $780*; 
4-dr., $750. ’54 RM 4-dr., $710* (ps); 
Super Riviera, $805*; 4-dr., $785*, °53 
Special 2-dr., $400. 


CADILLAC—'56 coupe de Ville, $2,875* 


(ps). °55 coupe de Ville, $1,850* (ps). 
’54 (62) 4-dr., $1,400* (ps). °53 (62) 
4-dr., $750* (ps), $715* (ps). ’51 4-dr., 
$375". 


CHEVROLET—’57 Bel Air conv., $1,670*; 


coupe, $1,575, $1,420*; Two-ten (8) 
coupe, $1,585; 4-dr., $1,420°; 2-dr., $1,- 
410*, $1,250; Two-ten (6) 4-dr., $1,320. 
’56 Bel Air (6) 4-dr., $1,125; Bel Air 
(8) 2-dr.. $1,080; Two-ten (8) 2-dr., 
$990*, $975*; Two-ten (6) 2-dr., $975, 
$725. 


CHRYSLER — ‘53 NY 4-dr., $190*. ‘51 


Windsor 4-dr., $120*. 


DODGE—’55 Royal coupe, $780*. '54 Cor- 


onet station wagon, $425; 4-dr., $395. 
"53 station wagon, $345. 


FORD—'57 Fairlane (8) conv., $1,590*; 


Fairlane (8) 500 Victoria, $1,510*; Cus- 
tom 2-dr., $1,550*, $1,310, $1,295*, $1,- 
240, $1,135. °56 Country sedan, $1,250; 
Fairlane Crown Victoria, $1,170*, $935; 
conv., $1,050* (ps); Custom 2-dr., $925*, 
$820; 4-dr., $1,145* (ps), $890°. ‘55 
Fairlane Victoria, $950*. 


HUDSON—’55 Hornet 4-dr., $595*. 
KAISER—’51 4-dr., $165. 
LINCOLN—’55 Capri 4-dr., $1,005* (ps). 





Tools Put 


Armature Reconditioning 


tools? 


payment plan. 


Growler. 


$10.70 down 


e Kenosha, Wisconsin 


There’s big volume, too. 


MT-325 ARMATURE GROWLER 


A “must” for reconditioning generators, 
starting motors. This new heavy-duty growl- 
er uncovers type of defect, pinpoints its lo- 
cation — spots defective wiring, poor con- 
nections, severed coils, 
grounds, open circuits. Two heavy-duty, 2- 
way switches, one for on-off, the other for 
high-low resistance. Special isolation coil 
winding eliminates shock hazard. Unit com- 
plete with 0-30 ampere meter, extra-heavy 
power cord, two safety-tip insulated probes, 
adjustable bar-to-bar probe, test light. 


AT-2X Reconditioner, AT-3-1 Stand, AT-3-2 
Baseboard, UC-6 Undercutter, and MT-325 


Profits in your own Pocket 


Why send armature business — and profits — 
down the street when you can keep them “at 
home” with these low-cost Snap-on armature 


No strain on the budget either. You can 
pay out of profits with Snap-on’s popular easy 


Armatures must 


be kept in top shape to match the heavy elec- 
trical loads put on today’s batteries. It will 
pay you to talk armature with your Snap-on 
man the next time he calls. 






























transposed leads, 





$2.86 per week 


Prices subject to change without notice, 















MERCURY—’56 Monterey coupe, $1,08* 
(ps); Custom 2-dr., $780. °55 Monterey 
coupe, $800*; 2-dr., $625. '54 4-dr., $630* 
(ps). ’51 4-dr., $145. 

NASH—’52 Ambassador 4-dr., $160*. 

OLDSMOBILE—’57 (98) Holiday, $2,349* 
(ps). °56 (88) 4-dr., $1,350*%. °54 (08) 
4-dr., $905* (ps); (88) 4-dr., $765* 
(ps), $750*. '53 (88) 4-dr., $640*; (9) 
4-dr., $265* (ps). '52 4-dr., $235*, $145*, 
*51 Holiday, $175*. 

PACKARD—’54 Clipper 2-dr., $595*. 

PLYMOUTH —’56 Savoy 4-dr., $905*, 
$795*. °55 Plaza station wagon, $750, 
"53 4-dr., $295. '52 2-dr., $250; coupe, 
$125. 

PONTIAC—’55 Chieftain Catalina, $840*; 
4-dr., $710*; Star Chief 4-dr., $585*, 
"54 Star Chief Catalina, $500*, $375* 
(ps). °53 station wagon, $450*; 4-cir., 
$345*, $285*, $225°. 

RAMBLER—’54 2-dr., $475. 

MISCELLANEOUS—’56 Dodge 1%-ton 
pickup, $800. ‘53 Studebaker ‘%-ton 
pickup, $285. '52 GMC Carryall, $315 


CHICAGO 


Arena Auto Auction. Sale every Tues- 

day. Prices are for sale of March 18, 

Sold 421 cars out of 603 offered. 

BUICK—’58 Super Hardtop, $2,550* (ps); 
Special Hardtop, $2,410*. ‘57 Cent iry 
Hardtop, $1,850* (ps), $1,840* (ps). 56 
RM 4-dr. Hardtop, $1,500* (ps), $1,495* 
(ps); Super Hardtop, $1,400* (ps). ‘55 
Special Hardtop, $1,100*, $1,075*, $980*; 
4-dr., $860*; conv., $810*. '54 RM Hard- 
top, $900* (ps), $530* (ps); Special 
Riviera, $800*%; 4-dr., $715*; Super 
Hardtop, $700* (ps); 4-dr., $525* (ps). 

CADILLAC—'58 Eldorado coupe, $5,200* 
(ps); coupe de Ville, $5,090* (ps), $4,- 
600° (ps); coupe, $4.275* (ps). ‘57 
Fleetwood 4-dr., $3,700* (ps); (62) 
coupe, $3,355* (ps), $3,150* (ps). ‘56 
coupe de Ville, $2,650° (ps), $2,595° 
(ps), $2,540*° (ps), $2,520* (ps); coupe, 
$2,450* (ps); conv., $2,525* (ps). ‘55 
(62) coupe, $1,900* (ps), $1,795* (ps). 

CHEVROLET—'5S Impala conv., $2,550* 
‘57 Two-ten station wagon, $1,- 

(ps); 2-dr., $1,465*, $1,385*, $1,- 

: , $1,375, $1,310, $1,295; 4-dr., $1,- 
375; Bel Air (8) 4-dr. Hardtop, $1,730*, 
$1.705*. $1,670", $1,660*; conv., $1, 
500°; 2-dr $1.395*. ‘56 Bel Air Hard- 
top, $1,350° (ps), $1,.245*; 4-dr., $1,310*, 
$1,295° (ps), $1,225*; conv., $1,225°*, 
$1.200°; 2-dr., $1,195°, $1,185, $1,035; 
Two-ten (6) station wagon, $1,250; 2- 
dr $1,050, $915 $640: Two-ten (8) 
2-dr., $1,035*, $1,010°, $980*°, $890. ‘55 
Bel Air conv., $1,005*; Hardtop, $§985* 
(ps), $970°; 2-dr.. $825°. °54 Bel Air 
conv., $695*; Hardtop. $570*; Two-ten 
2-dr., $575. "53 Bel Air Hardtop, $535*° 
4-dr., $425° 

CHRYSLER—'56 ‘‘300°" Hardtop, $1,790* 
(ps): NY Hardtop, $1,330° (ps); Wind- 
sor 4-dr., $1,195* (ps) 

DesoTo ‘S57 Fireflite Hardtop, $2,155° 
(ps); Firesweep Hardtop, $1,.895° (ps) 
"56 Firedome Sportsman, $1,310° ips); 
Seville Hardtop, $1,175* (ps); 4-dr., $1,- 
160° (ps), $1,100° $985*. ‘55 Firedome 
Hardtop, $950° (ps); 4-dr., $940*° 

DODGE ‘57 Royal 4-dr.. $1,665° (ps) 
"56 Coronet Hardtop, $1,.040*°. ‘55 Coro- 
net Hardtop, $740° (ps) 

FORD—’'5S Fairlane (8) 500 Hardtop. $2.- 
300° ‘ps); Ranch Wagon, $1,920. ‘57 
Fairlane (8) 500 Hardtop. $1,.825*, $1.- 
7OoO* (ps) $1,705*, $1.650° $1,430° ; 
conv $1.770* (ps). $1,655°*; 2-dr., $1,- 
615°: 4-dr $1.535*: Country sedan, 
$1.700°; Fairlane Victoria, $1,430°, $1.- 
355°; Custom 300 Hardtop, $1,500°; 
4-dr $1.360°; 2-dr.. $1,225; Custom 
4-dr.. $1.355°: 2-dr.. $1,115, $995. ‘56 
Fairlane Victoria, $1,305° (ps), $1,220°. 
$1,135°. $960°; 4-dr.. $§1,170° (ps); 
Country sedan, $1.160° (ps); Custom 
2-dr., $1,030°, $1,000°. "55 Thunderbird, 
$1,770° ‘ps) Country sedan, $1,025° 
(ps); Fairlane Crown Victoria, $945°*, 
$910*; 4-dr., $865*: conv.. $850*°: Cus- 
tom 2-dr., $820, $805, $600; 4-dr., $610; 
Main Ranch Wagon, $745: 4-<dr 700° 

HUDSON—°55 Hornet Hollywood. $700* 

IMPERIAL—'57 4-dr., $2.835* (ps) 

LINCOLN—-58 Mark III, $5,.255* (ps) 
57 Premiere coupe, $2.730° (ps); Capri 
4-dr $2.650° (ps); coupe, $2,425° (ps) 
56 Premiere 4-<cr $1,785° (ps): Hard- 
top, $1,.700° (ps) 55 Capri coupe, §$1.- 
455° (pas) 

MERCURY 57 Montclair Hardtop, §$2.- 
125° ‘ps); 4-<dr $1,950° (ps), $1,895° 
(ps) Monterey 4-dr. Hardtop. $1,705* 
56 Monterey Phaeton, $1.325*, $1,.235* 
conv $1.120°: 4-dr $955*. "55 Monte- 
rey Har.itop $1.060° : conv., $625° 














(ps) ‘M4 4-cir $645°; Hardtop, 

(ps); 2-dr.. $460 
OLDSMOBILE—’58 (98) Holiday, $3,325* 
ips) 57 (98) Holiday $2.350° ips 
$2.300* (ps); (S88) Super Holiday, §2.- 
205* ps), $2.190° (ps), $2.155° (ps 


$2.140°; (88) Holiday, $2,110° (ps), $2,- 
100° ips), $2,065*, $2.030°; 2-dr $2.- 


010° (ps) ‘56 -«88) Holiday, $1,485* 
(ps), $1,395° (ps); 4-dr $1.240°, $1,- 
175°; 2-dr., $1,100* "55 «(S8) Super 
conv., $1.455° (ps): Holiday, $1,075* 


(ps); (88) Holiday, $1,175*, $1,095*° 
$1,055*: 2-dr., $900°. ‘54 (98) 4-dr., 
$930* (ps); conv., $680*° (ps); (88) Su- 
per Holiday, $850° (ps); (88) 2-dr., 
$600*. ‘53 (98) Holiday, $760*; 4-dr 
$670* (ps); (88) 4-dr., $560* (ps). 
$445°*; Holiday, $465* (ps). 

PACKARD—'55 ‘‘400°' Hardtop, $1,055* 

PLYMOUTH—'57 Belvedere (8) 4-dr., $1,- 
650° (ps); Plaza 4-dr., $1,400*; Savoy 
2-dr., $1,340°. ‘56 Belvedere Hardtop 
$1,180°; Suburban station wagon, §$1,- 
100, $905; Savoy 2-dr., $925, $880. ‘55 
Belvedere conv., $905*; Plaza station 
wagon, $780. 

PONTIAC—'57 Star Chief Catalina, $1,- 
820° (ps). "56 Star Chief Catalina, $1,- 
325°, $1,285* (ps); Chieftain Catalina 
$1,260* (ps), $1,100*, °55 Chieftain sta- 
tion wagon, $1,250* (ps); Catalina, 
$750*; 2-dr., $555. °54 Star Chief Cata- 
lina, $735° (ps); conv., $545°; 2-dr., 
$395. '53 4-dr., $615* (ps), $420°*. 

RAMBLER—’56 station wagon, $1,225. ‘55 
Cross Country, $1,015*, $940*, $885 
$655, $595. 

STUDEBAKER—’56 Champion 4-dr., $970. 

MISCELLANEOUS—'58 Volkswagen coupe, 
$2,225. '57 Austin 4-dr., $1,030; Volks- 
wagen 2-dr., $1,490. '56 MG 2-dr., $1,- 
685; Volkswagen 4-dr., $1,215. 


PORTLAND, ORE. 


Portland Auto Auction, Inc. Sale every 
Tuesday. Prices are for sale of March 18. 


BUICK—’'57 Special Hardtop, $1,950*. ‘56 
Special conv., $1,600* (ps); Century 
Hardtop, $1,495* (ps). ’°55 Super Hard- 
top, $1,225* (ps); Special 2-dr., $845. 
"53 Super 2-dr., $640* (ps), $510*. °52 
Super Hardtop, $290*. 

CADILLAC—’'55 Eldorado conv., 2 at $2,- 


(Continued on Page 29, Col, 2) 
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MARTIN H. BURY... whose new book, ‘“‘The Automobile Dealer,” is receiving national acclaim within the automotivé industry ...is President of Wilkie Buick Corp. in Phila., Pa. 


“OKAY...CALL THEM INFLUENTIALS! But after these 


people buy a new car, their neighbors and friends start coming into the 
showroom to look one over for themselves. We like Saturday Evening Post 
advertising. We know that when we sell a Post reader, we sell a man or 
woman in the community who influences the buying of others. And from the 


way it looks, we’ll be needing the selling power of these POST-INFLUENTIALS 


more than ever in ’58!” / H , Wd 


POST Sells the POST ff INFLUENTIALS-—they tell the others! 
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Auto Firms Turn Out Engineers sos 


Aiding Supply of Engineers 


(Continued from Page 12) 
intramural athletics, a school paper 
and report cards. 

. * + 


Students Have Sponsors 


oo undergraduate is sponsored 
at GMI by one of the 35 GM 
divisions or 126 plants which agree 
to provide a half-year’s employment 
to the student, for which he re- 
ceives about $2,200. 

The divisions, each of which 
is allotted a quota of GMI stu- 
dents, keep a careful watch over 
its appointees throughout the 
five-year course. Each division 
has its own admission tests, al- 
though GMI qualifies the youths 
for the program, 

Each student is assigned a plant 
adviser and faculty adviser who 
watch his progress. After two years 
of general courses, the youth and 
the plant decide whether he'll seek 
@ mechanical or industrial engi- 
neering degree. 

To get a bachelor’s degree, the | 
student must participate in the 
Fifth-Year Program, which con- 
sists of an assigned project which 
often will have some practical use 
eventually for the division. This 
project is decided upon by the di- 
vision and the student. 

> * = 


EN the fifth-year project is 

approved by both his plant and 
GMI, the student is eligible for his 
degree. Many GM plants have re-| 
cently begun to require that the| 
students present their project orally | 
to a panel at the plant. In the final 
year, the student only visits GMI) 
once or twice. 

The student goes to school 
eight weeks and works at his 
plant eight weeks if he is from 
outside Michigan. If his home is 
in Michigan, he goes to school 
four weeks and works four weeks. 
At present, GMI also has students 
from 50 foreign GM plants. 

As at any university, the GMI! 
student is required to pay his own | 


expenses, which amount to $1,869 | 
| 





in his freshman year and decrease 
slightly in subsequent years. 

Included in this figure is $525 for | 
tuition, $14 for student fees, $130) 
for books and supplies, $600 for | 
room and board while at GMI and 
$600 for room and board while at| 
the plant. This does not include! 
clothing or personal expenses. 

= * > 


Chrysler Takes Grads Only 


7 Chrysler Institute of Engi- 
neering, founded in 1931, is 
different from GMI in that its 150 
students are engineering college 
graduates who are working toward | 
master’s degree in automotive engi- 
neering. 

Approximately half the gradu- 
ate students complete the pro- 
gram each year. This year’s 
graduation class of about 70 is | 
down somewhat from the recent 
average because of the stiff com- 
Petition for engineering graduates 
in the last few years by other 
industries and companies. 


However, now that the recruiting 
pressure has declined, Chrysler ex- 
pects to increase the class begin- 
ning this year to about 90 graduate 
students. 

Chrysler Institute students attend 
classes for two hours four morn- 
ings a week. The remaining six 
hours a day, plus the full fifth day, 
are devoted to work assignments. 
Classes are held for nine months 
each year. 

The work assignments, which 
change every three months, are at 
any of 35 different Chrysler Corp. 
engineering organizations. Unless 
there is too much demand for any 
particular assignment, the student 
is able to select his own assign- 
ment. 





AMONG the more popular as- 

signments are the Chrysler 
proving grounds, dynamometer 
rooms engine development lab, body 
design studio, carburetor lab, truck 
engineering, axle lab, transmission 
lab, experimental road test garage 
and Plymouth car engineering. 

An important part of this ar- 
rangement is the two-way rating 
system, in which the work- 
assignment chief engineers rate 
the graduate engineers, and the 


graduate engineers rate their 
jobs. The latter reports, without 
names, are fed back to the chief 
engineers. 


These graduate-school engineers ’ 


receive all employe-fringe benefits. 
They currently begin at $455 a 
month plus cost-of-living allow- 
ance, and they receive a $15 in- 
crease every six months. If they 
have engineering or military ex- 
perience, they may start at $485 a 
month. Before receiving his mas- 
ter’s degree, each student is given 
six weeks to complete his design 
thesis. 


Upon graduation, the students 
receive a larger salary increase and 
are assigned to the department of 
their own choosing, if possible. In- 
stitute officials say there have been 
no complications in this respect for 
the last five or six years. 

* + * 


Test Engineer Is Title 


—— graduates carry the title 
of test or development engi- 
neers, often becoming project engi- 
neers within a few years. | 

A Chrysler official said “we don’t | 
put them on a drawing board these | 
days because they don’t want to 
go.” 

When told that it is much more 
difficult to become a project engi- 
neer at GM, he said “if we can 
get a man by giving him a title, 
we'll take him.” 


Typically, a man doesn’t stay a 
project engineer too long at Chrys- 
ler Corp. They become a depart- 
ment manager or assistant depart- 
ment manager after three-to-four 





|years. They move around quite a 
| bit. What makes a chief engineer 
|or an executive engineer is breadth 


of experience.” 
Chrysler Institute, which has its 


|}own building at the main Chrysler 
| Corp. 
| Park, Mich., has few of the tradi-| 


installation in Highland 
tional college trappings. 
Its staff of six full-time instruc- | 
tors is headed by Lee R. Baker, di- | 
rector, and Robert W. Rockefeller, | 
assistant director, who is respon- | 
sible for recruiting. 
> > + 


AKER, a member of the first 
Chrysler Institute graduating 
class and Institute director since 
1947, said 80 percent of the graduate 


Plant ‘Wrapped’ 
With Aluminum 


CHICAGO HEIGHTS, tl.—A 
major manufacturing plant here 
was literally “wrapped up” with 
aluminum in record time. 

The single-story, 14 million- 
square-foot Ford Motor Co. stamp- 
ing plant was enclosed with alu- 
minum wall panels in less than five 
months. 


Walker Supply & Mfg. Co., De- 
troit, produced the panels from 
sheet supplied by Aluminum Co. of 
America. Approximately 1,645 
squares of aluminum panels were | 
used on the building. 








students have degrees in mechan- 
ical engineering, 
10 percent have 
electrical degrees, 
five percent have 
chemical engi- 
neering degrees 
and five percent 
have metallurgi- 
cal degrees. There 
is also a trickle 
of aeronautical, 
civil, math and 
physics majors. 
“However,” he 


L. R. Baker 
said, “we look primarily at the 


type of man. We’re more interested 
in this than his major. A fellow 
won’t come unless he’s interested, 
and if he is interested, we’re in- 
terested. 

“We're mainly interested in his 
general intelligence, drive and in- 
tegrity. We like to know if he 
was energetic in the SAE or in 
campus affairs, If his grades are 
high, it’s just about certain that 
he'll succeed here. But, we do 


have about two failures a year— | 
and we generally dismiss them. | 


“Although the fact that we offer 
a master’s degree in engineering is 


lone of the principal attractions of 


the Chrysler Institute, we are not 
interested in people who only want 


|the degree—we want them to be- 


come a part of Chrysler.” 
Baker said the Chrysler Insti- 


|tute differed from other graduate 


engineering schools in that it 
doesn’t offer as many theoretical 
courses, but more practical and 
more speciallized courses. 

“We do,” he continued, “give ad- 
vanced theory that we think will 
be helpful. And we give the student 
work experience that a university 
can’t touch. 

> * > 


Courses Getting Tougher 
s OWEVER, our courses are 
getting a lot tougher and more 
theoretical than before. During the 
last five-to-ten years there has been 
a trend toward more theory. We 
want to prepare the boys to think 
beyond their present problems 
when they’re project engineers. 

“When I attended the Institute, 
we used to have a lot of ‘cast 
iron’ courses — machine shop, 
foundry and welding. Things 
have changed since then. Now we 
have courses in thermodynamics, 
vibration, statistics, operational 
math, computers and quality con- 
trol.” 

Declaring that the students re- 
spond very well to these courses, 
Baker said most of them are 
amazed at the amount of technical 
equipment in the Chrysler Corp. 
labs. 

“The first cars came out of the 
blacksmith shop and they had no 
engineering,” he said. “But now 
suspensions, shock absorbers, the 
recent gains in instrumentation 


and many other things require the 
application of considerable theory. 
“I'm in favor of the highly theo- 


retical courses in the outside engi-| 
. - . 


GM Engineering Students in Class— 


A group of engineering students attending a class in better methods at the General 
Motors Institute in Flint. The instructor is making a slide presentation. 


‘ 


Mechanical Maze— 


An engineer's dream, the free piston 





engine, looks like a plumber's nightmare | 


when equipped for testing by Ford Motor 
Co. engineers in Dearborn. The free piston 


as this test set-up suggests. The maze 


engine itself is not nearly so complicated! that education in 


of tubing and fittings is needed to main-| 


tain a simultaneous check on nearly 20 
| different performance factors while the 
| engine is in operation. Ford already is 
using the free piston engine experimen- 
| tally in a tractor, the Typhoon. 





neering schools because we're pre- 
pared to take such people and give 
them the things they didn’t get. 

= * > 


|\“Q@‘OME of the industry people 
who complain about the type of 


|engineering graduates now being} 


turned out must realize that the 
last half of the training job is 
theirs. 

“The boys are not experienced 
practitioners, even though they are 
getting good salaries. The aircraft 
industry led the parade in big sal- 
aries.” 

Baker said the various educa- 
tional instutions began moving 
toward more fundamentals and 
theory after the war, in which 
many of the people had experi- 
ence with airplanes, and they 
learned “that if they were wrong 
the first time, it was pretty hard 
to get out and fix them.” 

He added, “there’s no question 
but that science, chemistry, phys- 


employes persevered for 13 years 
and finally got their bachelor d-- 
grees. About 60 night school stu- 
dents have transferred to the engi- 
neering division. 

Summing up the program, Baker 
said “one of our problems is the 
feeling that the Institute man gets 
preferential treatment. This is only 
partly true. You don’t have to be 
an Institute man to get promoted, 
but a lot of Institute men get pro- 
moted.” 

+ * 


283 on GMI Faculty 


HE General Motors Institute is 

directed by Guy R. Cowing, 
president and director, and the 
283-member cooperative faculty. 
Cowing has been at GMI since its 
founding. 

He declared “The only reason for 
GMI’s existance is to develop engi- 
neers with backgrounds not readily 
attainable elsewhere. GM doesn’t 
feel that it can 
educate engineers 
better than any- 
one else. It’s just 


certain fields is 
not readily avail- 
able. 


“The unique 
feature of our 
program is the 
cooperative idea 


in which the 
plant manager is 


Guy R. Cowing 
responsible for the total education 
of his employe. We do not select 
a single student—we merely de- 
termine if he is qualified. The di- 


vision decides 
student.” 

Asserting that the GMI gradu- 
ate is not a captive, Cowing said 
each student has paid for his 
education just like a craftsman 
pays for his tools. 

However, 70 percent of the 5,000 
engineers who have’ graduated 
from GMI since the first gradua- 


if they want the 


| tion class in 1928 are still with GM 


ics and math are becoming more| 


prominent in the auto industry. 
There is always going to be a need 
for the fire-fighting engineer, but 
the theoretical engineers are be- 
| coming more necessary. 

“Other courses that are becoming 
|more popular are the experience 


engineers to lecture the boys and 
to bring them right up to date. 
They have a lot of interest in car 
design. Sometimes at the beginning 
of the year, we'll bring in a panel, 


| 


courses, We bring in experienced | 


and 14 percent are on GM’s senior 
bonus roll. 

Another GMI official said “Ford 
also thinks well of our graduates 
because they pay them well to 
leave us.” 

“We want the highest grade and 
most mature engineer possible. 
With our cooperative program we 
can excell in producing maturity,” 
Cowing continued. 

> ” > 

“WWATURAILE, our engineers are 

trained for well into the fu- 
ture. If we trained a man to do 
the current job, he’d soon be obso- 
lete. He must be in processes far 
ahead of the current programs. 
The broader the student’s educa- 


| tion, the greater the field of his 


including some executive engineers. | 
And the boys usually come up with | 


amazingly good, specific technical 
questions.” 
> > . 


‘Students Like Work’ 


SKED about the work assign- 

ments, Baker said the boys’ 
reports on the assignments varied 
|from “good” to “poor” depending 
| on the work load. 
| “The more work there is,” he 
| said, “the better they like it. They 
like responsibility. They all run 
into the chores and they learn 
that everyone runs into them at 
one time or another. Maybe, 
when they become supervisors, 
they'll be better able to organize 
their departments.” 

At present the Chrysler Institute 
can call on any of 47 different chief 
engineers, assistant chief engineers 
or senior project engineers for re- 
cruiting purposes. 

Baker said, “we like to send an 
alumus back to his school to talk 
to the seniors. Then these men 
often sponsor a student «ad counsel 
him while he’s at the Institute.” 

* * ” 


ques the Chrysler Institute was 
founded in 1931, a total of 825 
master’s degrees have been granted. 
More than 50 percent of the grad- 
uates are still with the corporation. 
Each of the last three graduation 
classes have had a graduate of 
General Motors Institute. 

Besides the graduate engineer- 
ing school, the Chrysler Institute 
also conducts a college-level night 
school for 800 to 900 employes 
and a daytime drafting course 
for 30 to 100 others. 

Although no degree ordinarily is 
offered in the night school, seven 





future career. 

“You don’t go to school to learn 
‘how.’ You go to learn ‘why.’ For 
example, we don’t spend time ex- 
plaining too much about a dyna- 
mometer; we go into engine 
theory.” 

Cowing emphasized that GMI 
keeps abreast of developments in 
the auto industry through con- 


| stantly changing curriculum, use of 





the latest vehicles and components 
for lab work and the constant flow 
of factory people to GMI and GMI 
people to the factories. 

In addition to the cooperative 
engineering program, the General 
Motors Institute also conducts a 
huge program which helps educate 
about 32,000 other people. 

Other parts of the program are 
the plant-managers training, the 
spare-time program, special techni- 
cal training, distribution training, 


|}and a seven-week dealership man- 


agement program. 
ca * ” 


2 Programs to Die 


wo other programs, a two-year 
course in dealership operations 
and a four-year course in business 
administration, are being phased 
out. The dealership course will 
wind up next year and the 
business administration program 
will end in 1961. 

A somewhat important matter to 
both General Motors Institute and 
Chrysler Institute is their status 
in educational circles. 

While both schools are chart- 
ered by the State of Michigan 
and authorized to grant college 
degrees, they are not accredited 
by any educational organization. 
Some educators frown on them 

because both are potentially lack- 
ing in continuity since their con- 
tinuance is partly dependent upon 
how well the parent firm’s cars 
sell. 





ee 














- ET Oa eS 


AUTOMOTIVE NEWS, MARCH 31, 1958 29 


STOP Used-Car Auction Prices 





SOME DEALERS HAVE 100% ABSORPTION FIGURES! 
(National Average is 65%) 


We guarantee to increase your service absorption figures and fill your shop with customer- 
paid labor . . . eliminate non-productive and unapplied time . . . and increase 





BL T R (Continued from Page 26) your profits. 

W For as little as $70.00 u er month, we can install a complete service production 

VOB ! S EE ING 750° (ps). '54 (62) coupe de Ville, $2,-|and the Bel Air sale. This was due to one gregrem ‘that will do einer it costs you nothing. We will analyze your problems and 
5° (ps). 52 (60) 4-dr., $620" (Ps). of the wet mew Geom & eee oe tell you how to correct them . . . train the entire service personnel . . . free your 


OnE ROLET—’58 Impala Hardtop, $2,-|ing widespread damage and disruption to 





with the 700* (ps): Bel Air (8) 4-dr., $2,360°.| power and telephone service, closing the service manager of details, so that he ~ think a rn ae salesmen ees 
57 Bel Air (8) Hardtop, $1,895*; 4-dr.,| Pennsylvania Turnpike and other main follow-up, so that they can — 8 ne a — rae eliminate cup 9 
$1.785* (ps), $1,760* (ps), 4 at $1,750* | highways. Next week we expect, and|—f Of cars... and get away from single-item repair ne on 
(ps), $1,745* (ps), 3 at $1,740* (ps),| should have, humdinger sales at both Bel If your monthly service volume is $7,000 or more, and you do not have . — 
$1,700* (ps); Two-ten 4-dr, station wag- | Air and Manheim. or tower control, write us and hear our story . . . we promise some new slants—wi 
on, $1,875*, $1,870%, $1,730*%, $1,695; * * * obligation, of course. 
4-dr., $1, 620°, $1,600*; 2-dr., $1,510*, 


. * VALDOSTA, GA. 2170 South Canalport Avenue 
8. "96 Bet Au, Maseten, inane Tom Hewitt Auto Auction, Sale every Flash-A-Call Service Contro Dept. AN-181, Chicago 8, Ill. 
station wagon, $1,525*, $1,500°, $1,395, | Friday (March 21). We had a powerful 
$1,350; Hardtop, $1,275*; sedan, $1,125, | sale today. Lots of clean cars and lots of | 
$1,105, $1,075, $995, $800. ’55 Bel Air| dealers present buying them for the high | 
4-dr., $1,195*; Two-ten Delray, $1,195*, | dollar. | 
$1,185*, $1,075; 4-dr., $1,075*; 2-dr., * * * 
$1,020" (ps); "54 conv. _$820°; 4-dr..| WAREHOUSE POINT, CONN. | 


dhe $745. "52 coupe, $175. "51 2-dr., Southern Auto Sales, Inc, Sale every | 


e ° 
I sday . Th had zip | ° ° **950”’ C rt bl 
CHRYSLER—'S5 NY 4-dr., $1,400* (ps); | froanesiay (March 18). Mienment of cars| @ Wictoria onvertipie 




















































Windsor station wagon, $1,385* (ps). . 
steadily increasing to meet the demand of | 
, : o ’54 NY 4-dr., $985° (ps). aos the buyers. High percentage sold with the | e Germany's newest low priced 
: ‘ ee DODGE—'57 Coronet 2-dr., $1,805°. "53 | nice weather giving a helping hand, ® 2 
eae eS a eee es ECONOMY SPORTS CAR . 
4 Y dr £ 0 
4 fi y , $2,025* NSBURG, PA © 
it: Asheddatieba FORD—’57 4-dr. station wagon, $ EBENS %, » 
a Madne eee Oo 58, s1 048: SS akin ena <1. Ebensburg Auto Auction. Sale —— 2 
yg © og ee ' “, | Thursday (March 20). Demand for clean 
© INSTALLS IN MINUTES a Sa, ieotien “a ag cars. Prices remaining same, Sold 66 cars e > 
ps); 2-dr. . ,82 . * 8 ts. 
(ps); Custom 300 4-dr., $1,675*°, $1,- a 
@ HOLDS WHEEL ALIGNMENT 575°; 2-dr., $1,525*, $1,415; Custom (8) | ALBANY e pe De come oe s 
4-dr $1,475. ‘56 4-dr. station wagon, Tim Anspach Dealer's Auto Auction. * N.Y. Coliseum. April 5-13 ae 
INCREASES TIRE LIFE $1.525*, $1,410* (ps), $1,350°%; Fairlane| Sale every Monday (March 17). The car » Ve » Apri s 
4-dr., $1,425; Custom 2-dr., $1,055, $1,-| market here today got an extra shot of 60 DO Motors C ’ 
You make extra profits—quarantee | 025; 4-dr., $1,015, $930; Main ae. gas, prices held strong on all year 7 e R N Sector oa « 
. . ° = s $955. °55 Fairlane Hardtop, $1,280*, $1.-| due partly to the shortage of nice w 226 So. B'way, Yonkers, ".*- 
customer satisfaction with Carlson's 165*: Custom Ranch Wagon, $1,100*;| cars and low sales offerings. Good buyers ® Phone: ee ee 
patented idler arm kits —the lasting 4-dr., $1,005*, $895*, $855°, $765; 2-dr.,| crowded the auction room, bidding like old @eeeee8280 8 ees Yonkers 9-3554 
ball-b . | + it that $950*. ‘52 Hardtop, $350*; 4-dr.. $285, | times, giving the auction a hot shot and 
‘ “Bearing rep ‘her 70 96.000 Ne 270. "51 2-dr., $265*; 4-dr., $170*, $150, | quick action. Sold 98 cars of 125 consigned. 
n ear atter -80, miles 20° 2 = . 7 _ ree ee ——_—_-——» 
ft ding " @heee your customers that | HUDSON_’53 Hornet 4-ar., 200°; Jet 4-| ~ 
* ao : dr., $175 
power steering feel without drag | MERCURY—'56 Monterey 2-dr. Hardtop, | 
or wear. $1.500*; Montclair 4-dr., $1,370* (ps). | 
. | "55 4-dr. station wagon, $1,545° (ps); 
Carlson Kits are guaran- Monterey sedan, $825* (ps). ‘52 4-dr., | 
teed against manufactur- | $320*. 49 4-dr., $200, $140. 
°s defects: individ OL DSMOBILE—’57 (88) Hardtop, $1,915*. 
ers devrects; ore indivic- 56 (98) Hardtop, $1,760* (ps), $1,725* 
ually boxed with complete (ps): (88) 4-dr., $1,495*. °55 (88) Hard- | 
. ° | top, $1,375* (ps). "54 (98) Hardtop, $1,- 
instructions enclosed. 095* (ps); (88) Hardtop, $1,070*, $850*; 





ASK YOUR JOBBER FOR 4-dr., $625* (ps). 53 conv., $705* (ps); | 


4-dr., $585. 
| PAC KARD 55 Clipper 4-dr., $910* (ps). 
| ge MOUTH—'57 Belvedere 4-dr., $1,575*; | 
Savoy 4-dr., $1,555*; 2-dr., $1,530°, $1,- 
475*. °56 4-dr. station wagon, $1,555*. 
"55 Belvedere 4-dr., $925°; Savoy 4-dr., 
$785, $775; Plaza 4-dr., $765, $625. °54 | 


Station wagon, $835°; 2-dr.. $740. °53 
The Original Anti-Friction 2-dr. station wagon, $535, $515, $420. 
| “a hh ‘57 Chieftain Hardtop, $1,905*. 
IDLER ARM KIT ; P 


2-dr.. $495. °53 Chieftain Catalina. 
Corison Mfg. Co., 1332 Speer Bivd., $395°. $360° (ps) 
Denver 4, Colo. 


| RAMBLER—'55 4-dr.. $905°. ‘51 2-dr., | 
$275 

STUDEBAKER—'56 Golden Hawk Hard- 
top, $1,725* (ps). "55 Commander coupe, 
$705*; Champion 4-dr., $625°. 
MISCELLANEOUS—’57 Ford %-ton pick- 
up, $1,170; Volkswagen 2-dr., $1,320, 
$1,235. ‘56 Volkswagen 2-dr., $1,350. 


SYRACUSE 


Syracuse Auto Auction. Sale every Wed- 

nesday. Prices are for sale of March 19. 
Large crowd of eager beaver buyers. 
Very clean run of cars. Supply back to 
our normal. Sold 72 cars out of 104 con- 
signments. 

BUICK—’57 RM Hardtop, $2,200° (ps). | 
"56 Special Hardtop, $1,300*. ‘55 RM 
Hardtop, $1,225* (ps); Special Hardtop, 
$1.050° (ps), $1,035* (ps). °54 Special | 
Hardtop, $650°; Super Hardtop, $675*. 

CADILLAC—'57 (62) 4-dr. Hardtop, $3,- 
475° (ps). "56 (62) coupe, $2,550*° (ps), 
$2,440° (ps). "55 (62) coupe, $1,820* | 
(ps). "52 (62) 4-dr., $520° (ps). 

CHEVROLET—’'57 Bel Air Hardtop, $1,-/| 
800°. ‘56 Bel Air 4-dr., $1,010; Two-ten | 
4-dr., $1,050*, $1,000*, $850. °55 Bel Air 
Hardtop, $1,035*, $1,025*, $920; Two- 
ten station wagon, $1,000*%; Delray, 
$895°; 2-dr.. $845°, $660; 4-dr., $800*. 
54 Two-ten 2-dr., $540. ‘53 Bel Air 4- 
dr $495°, $480°, $395; 2-dr., $210*; | 
One-fifty 4-dr., $350. °52 4-dr., $255, | 
$185°. "51 2-dr., $265°. $185°. 

CHRYSLER—'54 4-dr., $510*° (ps). 

DeSOTO—'58 Firesweep Hardtop, $2,700* 
(ps). °53 Powermaster 4-dr., $265. 

DODGE—'54 Coronet 4-dr., $580* (ps). ’53 
Coronet 4-dr., $265. 

FORD—’'58 Fairlane (8) Hardtop, $2,075* 


| 
| 
| 
| 
In Your Area (ps). "57 Fairlane Hardtop, $1,485*. °56 


FORD AND 
CHEVROLET 
DEALERS: 
WE NEED 


1958 CARS. 





@ Relieve Your Inventory! 
@ Step Up Sales Volume! 


| 
; 
' 
' 
t 
' 


@ Pian on Steady Business! 


OUR TRADES ARE GOOD 
AND CLEAN—QUALITY 
IS GUARANTEED! 


fe eee 


Cars Are Located 


station wagon, $1,375, $1,350, $1,290°*; 

CALL us NOW. Fairlane Victoria, $1,340* (ps), $1,295* 
— 

MUseum 4-6969 


(ps), $1,210* (ps); conv., $1,200°; 4-dr., 


$995; 2-dr., $905*; Ranch Wagon, $1,030, 
6850 Cottage fon Ave. 


‘55 Fairlane Victoria, $1,000*; 2-dr., 
$940*; conv., $965*, $700; Custom Ranch 
Chicago 37, Illinois 


Wagon, $885; 2-dr., $810°, $705°. ’54 
station wagon, $690*, $600; 2-dr., $470; 
Main sedan, $725. ‘53 station wagon, 
$435; 4-dr. $410°. 

MERCURY—’ 56 Monterey Hardtop, $1,070, 
$995. °55 Monterey 4-dr.. $1,110°. °54 
Hardtop, $800* (ps), $710: 4-dr., $580*. 

OLDSMOBILE —’'55 (98) 4-dr., $1,195* 
(ps); 4-dr., $1,000*. °54 (98) Hardtop, 
$870°. 

PACKARD—'54 4-dr., $300*. 

PLYMOUTH— 56 Savoy 4-dr., $500. °55 ss a . . - 
4-dr., $440. os Belvedere 4-dr., $625°; LUCITE adds drama to design! The sparkling tail lights of the 1958 


Plaza sedan, 


PONTIAC—'58 Bonneville coupe, $2,850*. 2S risible istances because i ical prop- 
ogg hg ay gg ag De Soto are visible for great distances because of the superior optical prop 


Chief Catalina, $1,300; Chieftain Cata- i WCITE acryli i jewel-li rg or will last 
ne, $1,008". "ES" Cileftain "Cataaen, erties of Lucire acrylic resin. And the jewel-like beauty and color wi 


$920*; 4-dr., "$750*. '54 2-dr., $400. '53 UCITE i y weather-resistant. 

a ly eT for years because Lucire is strong and weathe tant 
s . . . ° 

RANE ER 58 sedan, $1,500°. Available in a wide range of colors, Lucire can be. molded easily and 

Isc US —’56 Volkswagen Sun . ; , i i y i mati rite: 

Top, $1,145. '55 Ford %-ton pickup, economically to precise geometric patterns. For more information, write: 


$550. 





Nationwide Automotive Leasing 
Service 





MOTOR oy 
MASTER 


MOTOR MASTER PRODUCTS boop. 
BOX 96., DEFIANCE, OHIO 


| UNDERSTAND | CAN MAKE MORE 
MONEY BY HANDLING THE FOLLOW- 
ING AUTOMOTIVE ITEMS. PLEASE 
SEND DETAILS. 
O GENUINE BLUE CROWN SPARK 
PLUGS. 
OMOTOR MASTER’ UNIVERSAL 
JOINT KITS. 
NAME 


a ee E. I. du Pont de Nemours & Co. (Inc.), Polychemicals Department, Room 
— Auctions in Brief — 33, Wilmington 98, Delaware. 


INDIANAPOLIS In Canada: Du Pont Company of Canada (1956) Limited, Box 660, Montreal, Quebec. 
Ken Schaefer Auto Auction, Inc. Sale 
every Thursday (March 20). Market jumpy 
today. Buyers and sellers alike seemed un- 


decided as which way to go. Sold 67 per- ® 
cent of 214 cars qanatgnes. _J 2 i 
7 * = 
MANHEIM, PA.—BEL AIR, MD. 
Manheim and Bel Air Auto Auction. Sale acrylic resin 
every Thursday and Friday (March 20 and 
21). For the first time in our 13 years we 


were forced to cancel the Manheim sale BETTER THINGS FOR BETTER LIVING. .. THROUGH CHEMISTRY 


REG.U. 5. par. OFF. 





CITY & STATE 





FIVE WAYS © 


Rayon Cord Tires are standard equipment on all manufacturers’ 1958 production models. 








BEST BY TEST! 


No wonder new 1998 
RAYON CORD TIRES 

pay off for 

DAVID C. CORBIN... 


SRV BECR ER. 


2 2 | 





a> 





LONGER TREAD LIFE... test driven under similar con- northern Ohio’ S largest Chevr olet dealer 


ditions for same length of time, rayon tire (right) shows 
much less tread wear than nylon tire. 


Greater Heat Resistance...new Rayon tire cord actu- 
ally grows stronger as heat builds up at high road speeds. 


Quieter Ride... tires ride up to 33 per cent quieter, reduc- 
ing danger of “highway hypnosis.” 





More Stability... no troublesome flat spotting or ‘‘morn- 
ing thump”... safer, easier steering control. 


Longer Tread Life... controlled tests prove Rayon tires 
give up to 26 per cent longer tread life. 


Retreadability. .. comparative retreading tests prove 
Rayon tires take more retreads, with greater mileage 
per retread. 





QUIETER RIDE... graph taken from oscilloscopes shows 
difference in octave noise levels of rayon tires (right) 


versus nylon under normal operating conditions. Mr. Corbin, president of City Chevrolet in Akron, is also 
chairman of the Board of Governors of the national asso- 
ciation of Better Business Bureaus, Inc. He has this to 
say about new 1958 RAYON CORD TIRES: “All the new 
Chevrolets that pass through our showroom have rayon cord 
tires as standard equipment. That goes for trucks, too. Selling 
new cars, needless to say, is just about the most competitive 
business there is. Either my customers are completely satis- 
fied or they won’t come around when it’s time for a trade-in.” 








AMERICAN RAYON 
INSTITUTE, INC. 


350 Fifth Avenue, New York 1, N. Y. 





SS Se — : 
GREATER BLOWOUT PROTECTION .. . rayon tires tested 
by smashing into six-inch granite curbstone at 60 m.p.h., 
show no trace of cord rupture even under microscopic 
examination. 


Pa ge ee 
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At Work with Cadillac’s Chief Engineer - 6-0 


Making Decisions Is His Main Job 


(Continued from Page 12) 


many cases there is a joint re- 
sponsibility. 

4. Body and sheet metal. 

5. Electrical parts and acces- 
sories, including heater, radio, 
clock and air conditioning. 

. * + 
7. entire engineering depart- 
ment is so organized that there 
is cooperation and “feedback” of 
information between the produc- 
tion engineering group (’58 car), 
the current engineering group 
(59-’60) and the future engineering 
group (’61 and beyond.) 
Tuesday 

Morninc—Stopped first at the ga- 

rage to see a power curve on a 


model were approved and the final 
selections on ’59 trim fabrics were 
made. 

AFTERNOON—Meeting with man- 
agement on ’61 chassis design. 
Later rode experimental cars for 
evaluation of new air suspension. 

Friday 

Morninc—After cleaning up some 
correspondence and dictation, Ar- 

nold met with a couple of supplier 
representatives. 

“This situation varies,” he 
said, “Maybe the aluminum peo- 
ple will come in -with movies and 
a lot of samples on how you can 
use aluminum and how it will 
look. 


“Also, all the major petroleum 
companies have task forces who 


the Tuesday committee. Arnold also 
participates in the following ac- 
tivities during the course of a 
year: 

1. Perodic dealer meetings. 

2. Every six months there is a 
week-long meeting with Cadillac’s 
field service representatives. 

+ * * 


Trip to Pike’s Peak 


3 A week-long trip to the GM 
* Pike’s Peak testing station and 
the Phoenix (Ariz.) Proving 
Ground. 

Arnold asserted, “You can do a 
lot around Pike’s Peak. For ex- 


ample, you may have a transmis- 
sion that’s working perfectly here, 
but you'll find that it’s barely cap- 
able of going up that hill when the 
altitude reached 10,000 to 14,000 
feet and the engine only has half 
its horsepower. 

“You can learn a lot about a car, 
about cooling and vapor lock.” 

4. Periodically Cadillac will 
send a car on an endurance test 
swing through New England to 
Florida, New Orleans and back. 
On a recent swing, Arnold flew 
to New England to meet the car. 

After a few days he then flew 
back to Detroit, only to fly to 
Florida to study the car after it 
reached there. He then drove it to 
New Orleans and finally, flew back 
to Detroit from New Orleans. 


5. A considerable number of re- 


ports to the corporation to keep top 
GM management informed of all 
changes planned for the Cadillac. 

* * * 


- COMMENTING on this phase 
of his work, Arnold said, “The 
thing I preach is breadth of ex- 
perience. The man who has gone 
out of his way to acquaint him- 
self with more than his own job is 
the man we are looking for when a 
promotion opens up. 

“This assumes, of course, that 
he is doing an outstanding job 
on his own assignment, 

“This breadth of experience 
the knowing something about the 
entire car — is absolutely essential. 
You can be a ‘pancake’ and know 
little about a lot of things or a 
‘flag pole’ and know a lot about one 
thing. To succeed in engineering 
you need breadth as well as depth.” 


New Commercial Car Registrations, 















































69 engine; then checked a disas-|want to sit down with you to 
“a: —— of bs “ learn what they should do next.” t \ 
is was follow y a meeting; Arrernoon—Attended a meeting 23 te) a f F b y 1958-1957 - 
with _* eae ‘ca “at a at the body plant on the ’59 wind- es tor epruar 9 _ 
neering Staff on the design of 4/ shield glass. Later, he conducted 4 
future engine. While he was at the| the regular Friday afternoon meet-| | Jiyck registrations by states are 
GM Tech Center, Arnold visited the| ing of his engineering staff. Gen- by R. L. Polk , 
GM Research an = the develop-| eral policies were discussed. state capitals. 
ment of a new lubricant. “I don’t believe in holding a| ; « ° ' 
s tes P ! 58 2 74, 159) 815} 235) 474 7 15 4 85 73 
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rno istri i 4 
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have four places for testing— | Co ™mittee include all car di- | 0 7 ‘57 3] “4 a 3 r 12| 6| 
around the plant’s side streets, on | Vision chief engineers, as well a8 | South Dakote se 100 i ié, 106, ~—~SCO)C ? 8| 3) os 
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Evanivo—Generally Arnold ends| Vice-president Charles Chayne is [OSS a 
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ford (Mich.) Proving €| group — the Engineering Policy| Wyomng  —CS<73FS=CS —Fs) 2 is; oy 2 35 3 3| 2 8) 1) 215 
he drove cars equipped with new | Group meets. ‘57 114 | 18] 6] 5] 3; of «62 oe 
headlights. He also checked all = » | “23 States Reported =—=—~—~—””—~—C SS 20) 4789| 147) 876) 3988) 1163) 2343) ~~«272)~SC«S| S| S| «S| SOA 
other ‘59 lighting. (THESE meetings are preparatory | To Date for February ‘S7 9| 6284{ 101/ 1077; 5283{ 1641; 2308 380, 194) = 424) 659/322 _ 
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Mornino—Attended styling meet-|the main Administrative Com- “The information contained in this report has been compiled from official ‘state ‘documents. Every reasonable precaution has been 
ing at which the appearance ¢ mittee. exercised to insure accuracy of this report to the extent of the registrations received and tabulated - — time the report is published. 


production changes on the 





Arnold is a d is a regular mem member of! 





New Passenger Car Registrations, 22 States for February, 1958-1957 





ms he 





Polk & Co. cannot assume 2. cannot assume any liability by reason of inaccuracies or omissions.""—R. 


L. Polk 





"58) 


Previous Report 



















































































































































































a | 13 eae 366| 910) 1646) 3418 14) 15 _ 2 993; 346 3901/1128; «= 952) 7320; Ss], S130) ss41 |= Sz] (14582 
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“We had to build this bigger showroom... now that 


De Soto’s share of the market 


in Colorado Springs is up 90%" 


—says George Perkins, 





“The 1956 Pikes Peak Hill Climb, paced by De Soto, 
showed us first-hand how De Soto builds prospect 
interest for its dealers. This event attracted attention 
for every De Soto dealer, of course ...and gave us an 
opportunity for a strong local tie-in that paid off in 
sales. De Soto’s promotion is even stronger in 1958. 


GEORGE PERKINS 






President, Perkins Motor Co., Inc., Colorado Springs, Colo. 


“‘We’ve been growing in our town,” says Mr. Perkins, “‘and so has De Soto. Our new 
showroom is the latest in a series of expansion moves we’ve had to make and it probably 


won’t be the last. 


“‘What’re the reasons for our success? Plenty of hard work and enthusiasm, of course, 
and the fact that we’re a De Soto dealer. De Soto gives us plenty to work with —a line 
of quality cars that are priced to sell, effective advertising and sales promotion backing, 
and the freedom to take advantage of the opportunities our market has to offer.” 





“Good service is another reason for our success. I started 
in this business 35 years ago as a mechanic . . . so I 
know from experience it’s a ‘must.’ We get a lot of 
help from De Soto in this department, too . . . every- 
thing from ideas on how to make extra profits to 
special newspaper ad kits and direct mail pieces. 


KNOWS IT PAYS TO 


DE SOTO DEALER 





. with contests 
sponsored by the De Soto Master Salesmen’s Club. . . 


“De Soto helps our salesmen, too . . 


periodic incentive programs . . . a monthly magazine 
that gives them tips on how to sell more cars. These 
fellows know just as well as I do why it pays to be 
selling De Soto these days.” 
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Meetings Slated 
For Idaho Dealers 


BOISE, Id.—District meeting 
dates have been announced by the 
Idaho Automobile Dealers Assn. 
They follow: 

Apr. 14: Idaho Falls, Country 
Club, Bob Flandro, chairman; Apr. 
15: Jerome, Woods Cafe, Wilson 


AUTOMOTIVE NEWS, MARCH 31, 1958 
-Car News... 


Churchman, chairman; Apr. 16: 
Caldwell, Saratoga Hotel, Leo J. 
Mason, chairman; Apr. 17: Lewis- 
ton, Bollinger Hotel, Norman Whit- 
tet, chairman; Apr. 18: Coeur 
d’Alene, Log Cabin Steak House, 
G. J. Kramer, chairman. 

Principal discussion topics will 
be the type of finance bill to be 
introduced in the Legislature and 
lien laws, according to Leon Weeks, 
IADA secretary. 











A few prime franchises open to: 


NEW CAR 
DEALERS ONLY 


IN FASTEST GROWING 
LEASING AND RENTAL SYSTEM! 


Over 200 of Nation's Leading Dealers Join System in Only 
5 Months! 


Now boost sagging profits by securing your franchise in the eminently 
successful Cors Rentol System, Inc.—the system designed exclusively 
for new cor dealers . . . and directed by the dealer-members themselves. 


The Cars System offers unparalleled experience in leasing and renting 
—the fastest growing business in the country today. Members now in 48 
states, Canada and Mexico enjoy major savings, scores of benefits. If 
qualified, you secure every business aid to start operating immediately. 
Don't miss ovt. Enlightening “Three Day Seminars” introduce you to 
every facet of the business and the big advantages offered by your 


Cars System. 


Phone collect today to attend Seminar, April 7, in beautiful Ft. 
lauderdale, Fia. Absolutely no obligation. Phone: LOgan 6-1116. 


Look For This Sign 
of Reliable 
. Renting and Leasing! 











CARS RENTAL SYSTEM, INC. 
Authorized Dealers Rental And Leasing System 


Mailing Address: P.O. Drawer 7126-A2 
910 Sunrise Lane © Fort Lauderdale, Florida 












R EACH More Families 


with more time to read 


YOUR message! 


If you want SATURATION in the great 8-county, Western 
New York Market, the Sunday Courier-Express is your 
newspaper. It’s the state’s largest outside of Manhattan 
—your most potent sales force in blanketing the terri- 
tory’s 491,300 families. And it reaches them on Sunday 
when they have more time — more opportunities to 
read and react to your advertising. 

Or if Economy is your dish—if you want greater 
spender impact and more advertising for your dollar 
concentrated on those with more dollars to spend, use 
the Morning Courier-Express. It reaches the best 45% 
of the families in ABC Buffalo—nearly 1/3 of all fami- 
lies in the 8 Western New York Counties. 


ROP COLOR ovailable daily and Sunday 


Member: Metro Sunday Comics and 
Sundoy Magazine Networks 


Buffalo 
COURIER-EXPRESS 


Representatives: SCOLARO, MEEKER & SCOTT 
Pacific Coast: DOYLE & HAWLEY 





Other Forei 








Canada is making its world debut 
at the show—the Standard Ensign 
fitted with Borg-Warner automatic 
transmission. 


New York to Stage ee 


Largest Import Show 


(Continued from Page 2) 


off to an impressive start toward 
the 1958 championship. 
a4 * + 


Swedish Production Up 
WEDEN built 71,654 motor ve- 
hicles in 1957, compared with 
57,274 in 1956, according to the 
Swedish Automobile Manufacturers 
Assn. The total value of 1957 pro- 
duction was put at $154 million. 
Auto output rose from 37,849 to 
52,367, and buses climbed from 
1,910 to 1,948. Truck production 
slipped from 17,515 to 17,339. 
Sweden exported 28,092 vehicles 
last year, of which 18,312 were 
cars. In 1956, exports totalled 17,- 
062 units, of which 7,585 were 
cars. 
The trade group said more than 


12,000 vehicles were exported to the | 


U. S. in 1957, while another 8,300 
went to Sweden’s neighbors in 
Northern Europe. Imports totalled 
103,878 units last year, compared 


with 91,256 in 1956. 


> > ? 


1,500 Jap Cars Due in U. S. 
APANESE auto makers plan to 
ship 1,500 small cars to the U. S. 

during fiscal 1958, according to the 

Japan Automobile Industry Assn. 

in Tokyo. . 


> + = 


U. S. to Get More VWs 


OLKSWAGEN is planning to in- 
crease exports to the U. S. 
within the next few months, import 
dealers in Columbus, O., were told 
by William and Jack Pickrel, Day- 
ton, O., president and vice- 
president respectively of Motor Im- 
ports, Inc 
Growth of the Volkswagen deal- 
ership organization in this country 
in the last four years was outlined 
by the Pickrels. They said VW 
will have no model changes this 
year. 
> > * 


Citroen Names Distributor 


ASTERN AUTO DISTRIBU- 
TORS, INC., Norfolk, Va., has 


been appointed distributor by Ci-| 


troen Cars Corp. for Citroen and 
Panhard automobiles. 

The new distributorship will sup- 
ply the District of Columbia, Mary- 
land, Delaware, Virginia, West 


Virginia, North Carolina, South | 


Carolina, Georgia, Eastern Tennes- 
see and Eastern Kentucky. 


SAABs Dominate Rally 

— automobiles competing in 
the Swedish National Cup 

Trials, covering some of the tough- 

est rally courses in the world, fin- 

ished first and second overall 

against a large field. 


head camshaft, twin carburetor XK 
engine. 
+ * * 


Triumphs Score in Rally 


a a sedans scored heavily 
in the First International Rally 
of England. 

The second major European rally 
of the season, the Royal Auto Club 
event, required cars to run on han- 
dicaps giving smaller cars such as 
the Triumph more even oppor- 
tunities to compete against higher- 
powered sports cars. 

Triumph sedans scored a first, 
second, and third place in the 
special series production touring 
cars category up to 1,300 c.c. Tri- 
umphs also took second, third and 
sixth place honors in the overall 


category. The products team award | 


was also won by Triumph. 
> > * 


Standards ‘Well Received’ 
EPORTS from John Warren, 


Standard export sales director | 


now in Canada, show that Standard 
Motor Co.’s participation in the 
Sportsmen’s Show in Toronto has 
been well rewarded in sales. 

In spite of adverse weather con- 
ditions, reaction to the 1958 Tri- 
umph TR-3 has been enthusiastic, 
and all cars so far imported have 
been sold, while all shipments due 
shortly via the St. Lawrence have 
been sold in advance, Warren said. 

One model created especially for 


Reuther Heads 


This is the third time that SAAB 
automobiles have emerged outright 
winners of the Swedish National 
Cup Trials. It is also the first time 
in 17 years that a driver—D. M. 
Skogh—has won the National Cup 


Trials twice. 
> > = 


Ferrari Wins at Sebring 


A FERRARI driven by Peter Col- 
lins, of england, captured the 12- 
hour International Grand Prix of 
Endurance at Sebring, Fla. Collins 
and co-driver Phil Hill, of Santa 
Monica, Calif., rolled up a record 
| 200 laps around the 5.2-mile course. 

Second place went to a Fer- 
rari (199 laps) driven by Luigi 
Musso, of Rome, and Oliver Gen- 
debein, of Brussels, Belgium. 
Third was a Porsche (193 laps) 
piloted by Harry Schell, an Amer- 

ican living in Paris, and Wolf- 
gang Seibel, of Germany. 

The index crown was won by an 
Italian OSCA. 

England’s Stirling Moss had been 
favored to give the Ferraris a fight 
in a newly modified Aston-Martin, 
but he was sidelined in the fifth 
hour of the race. Moss chalked up 
the fastest lap of the day—3:20.8. 

Three Austin-Healeys won the 
Nisonger “Team Prize Trophy,” 
which is based on the performance 
of a three-car team entry in the 
Grand Touring class. All three cars 
must finish the race. 





UAW Team 


At °58 Contract Talks 


(Continued from Page 2) 


have agreed that, “in the interest 


| of a peaceful settlement,” neither 


| do everything in its power to avoid | 


would disclose what transpires 

behind locked doors without first 

serving the other at least 24 hours 
advance notice. 

There has been no indication as 
to when GM, Ford or Chrysler will 
make counter-proposals other than 
GM’s suggestion that the UAW ex- 
tend the present contract for at 
least two more years. 

Reuther has said the union will 


|a strike this year. 


The addition of Eastern Auto) 
Distributors brings to 10 the num-| 
ber of Citroen and Panhard dis-| 


tributors in the U. S. Citroen Cars 
Corp. now claims more than 110 
dealers in this country. 

> * > 


3 Scooters to Have Debut 


(FaRaE completely new Lam-| 


bretta motor scooters will make 


their first appearances before the} 
American public at the Interna-| 


tional Auto Show at the New York 
Coliseum, Apr. 5-13. 

The new scooters include a high 
speed sports scooter and two three- 
wheel commercial utility vehicles 
specially designed to meet the de- 
mands of the American market. 

In addition to the three new 
scooters, the Lambretta exhibit will 
also contain several samples of the 
125 LDM and 150 LDM motor 
scooter models currently being sold 
in this country. Several new types 
of accessory equipment recently 
added to the Lambretta line will 
also be on display. 

* * * 


Jaguar to Unveil Roadster 


AGUAR CARS will unveil its new 
roadster at the opening of the 

International Motor Show at the 
New York Coliseum Apr. 5, 

In addition to the complete line 
of 1958 Jaguar sedans and sports 
cars, an XK 150 Roadster will be 
given its first public showing in the 
U. S. A dual-purpose competition 
and sports version of the same car, 
the XK 150 “S”, will be introduced 
at the same time. 

The roadster, which in body de- 
sign follows the Jaguar style, is a 
two-passenger sports roadster pow- 
ered by the latest development of 
the Jaguar six cylinder, double over- 





Big 


While the contracts with the 


Volvo’s Success 


In U. S. Is Laid 


To Pair in West 


SAN FERNANDO, Calif.— The 
teamwork of Leo Hirsh and Eu- 
gene V. Klein has been credited 
for the success of Volvo in the 


West and the change in the over-| 
| balance of trade between the U. S. 


and Canada. 

Hirsh brought a Volvo back to 
the U. S. from Sweden three years 
ago and asked Klein how he 
thought it would sell. The Swedish 
auto firm agreed to several changes 
Klein suggested and Hirsh and 
Klein formed Auto Imports, Inc., 
to distribute Volvo on the West 
Coast. 

Hirsh said Volvo’s reception was 
so tremendous that Auto Imports 
bought three freighters to bring 
the cars to the U. S. One vessel 
is scheduled to arrive each month 
at Long Beach with Volvo cars, 
trucks, tractors and truck engines. 

Last month Auto Imports marked 
the arrival of the 25,000th Volvo in 
the U. S. 

Auto Imports distributes Volvo 
products in all 11 Western states 
and Canada, said Hirsh, who is 
president of the firm. Klein is 
chairman. 

“The importing of Volvo cars has 
improved immensely the balance of 
trade between Sweden and the 
U. S.,.” said Hirsh. 

“We now sell to Sweden over 
$100 million in products a year, 
while they send over $200 million 
to us. The value of Volvos shipped 
to the U. S. has increased since 
1956 from $5 million to $10 million.” 


| Three expire at the end of May, 
Reuther has asserted that his union 
will not be “trapped” into a strike 
| with an inventory of nearly 870,000 
| cars in dealers’ hands as of March 
} 1. 
| Some industry observers have 
|interpreted this as meaning the 
union, in the light of present eco- 
nomic conditions, may be willing 
| to extend the contract on a day-to- 
| day basis if no settlement has been 
|reached by the expiration date. 
If this should occur, the com- 
panies then would be threatened 
| with a walkout about the time they 
| are ready to start on model change- 
| overs for next year. 

Others look for a quick and 
peaceful agreement, with the UAW 
|settling for a short-term contract 
package containing a small wage 
increase, improvements in the SUB 
program and some liberalization of 
| the pension program. 


‘Kudner Loses 








GMC, Frigidaire 
Ad Accounts 


NEW YORK.—Kudner Agency, 
|Inec., advertising agency, had its 
GM clients cut to five last week 
when two more divisions pulled out 
| their business. 

Frigidaire and GMC truck divi- 
sions both announced they were 
| withdrawing their advertising ac- 
|counts from Kudner although the 
termination dates have not as yet 
been set. Both are expected to 
mame new agencies in the near 
future. 

Buick withdrew its business last 
December and gave it to McCann- 
Erickson, which formerly held 
Chrysler accounts. The latest Kud- 
ner losses are thought to represent 
about $9 million in billings, with 
$6 million having been spent an- 
nually by Frigidaire. 

Kudner has held the Frigidaire 
account for three years and the 
GMC account eight years. 

GM still serviced by Kudner are 
Allison Engine, Cleveland Diesel, 
Detroit Diesel, Fisher Body and 
GM institutional. In recent months, 
however, the company has assigned 
portions of the institutional pro- 
gram to other agencies. 
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Kans. Policy Unchanged Pending Appea os 


Judge Issues Writ Against CCC 


(Continued from Page 1) ' 


“Things are in a mess out here.” 

Those interested in the issue 
were keeping an eye on the State | 
Supreme Court, the district court, 
the attorney-general’s office and} 
the Legislature as well as on the} 
transactions of finance companies 
other than CCC. 

Judge Raymond H. Carr granted 
the temporary injunction in dis- | 
trict court here. The ruling, among | 
other things, enjoined ccc from 





1957 FORD| 
TAXIS | 


+ CUSTOM 4-DOOR 
+ & CYLINDER 

+ FORD-O-MATIC 
x EXCELLENT TIRES 
sk SPARE & JACK 


$677 


60 DAY GUARANTEE! 
We will arrange transport. 


COMMERCIAL OR PRIVATE USE! 


1956 Fords, Dodges, Plymouths. 
Available at Only $325. 


GENERAL SALVAGE CORP. 


Mill Rd., Hempstead, N. Y. 
IV 1-6688 

















WHAT THEY'RE SAYING* 
ABOUT MARTIN BURY'S 
NEW BOOK 


“THE AUTOMOBILE 
DEALER” 















AUTOMOBILE 

























“Offers countless suggestions on improv- 
ing specific parts of the overall opera- 
tion’’ —Automotive News 
“Straightforward treatment of the basic 
profit and loss | feces 

M. Vice President 

“Contains a oak of information about 
the successful operation of a dealer- 
ship"’ —P.A.T.A. 
“A comprehensive and thorough job”’ 

—Com: Credit Co. Executive 

“It’s the best book for a dealer that has 
ever been written” : 

—Penna Buick Dealer 

“Very excellent book’’ 

—General Tire Co. 

“There is no book like it’’ 

—Chicago Accountant 

(The Super Salesman Chapter) “‘is one 

of the finest I have ever read on sales- 

manship”’ 

—As / Packing Co. Executive 
“Contains so many sensible suggestions 
for successful operation of a_ dealer- 
ship’’ —Toronto Pontiac Dealer 

“Covers all phases of the automobile 
business very well’’ 

—Penna. Chevrolet Dealer 

“A source of ready reference’ , 

G.M. Executive 

“I have read the han. . . with bene- 
fit’ —Chrysler Executive 

“Should be a great help to any dealer’ 

—Minnesota Buick Dealer 






















Executive 











































* These and many others are from un- 
solicited letters and reviews in our files. 


“The Automobile Dealer” has 
great value to any dealer in the 
competitive market. Every dealer 
and each of his key personnel 
and salesmen should have it. 
$5.20 per copy postpaid. 
25% DISCOUNT in lots of 10 or more. 
Order Direct From 
PHILPENN PUBLISHING CO. 
1750 NORTH BROAD ST. 
Philadelphia 21, Penna. 






















| rather than in the courts. 


| pass a time-sales law that will per- 
| mit auto financing to go ahead in 
| the state. 


| no time-sales law, is also expecting 


| nitely approved by Kansas laws. 


xX REGARD to contracts already | 


| because the finance company had 
ifull 
| charges, according to the judge. 


collecting certain interest payments | post a $300,000 bond to ensure com- 
and, in some cases, the principal on | pliance with the temporary injunc- 
loans which were said to violate! tion. He ordered the records in 
the Kansas loan statutes. 15,000 financing operations, current 
aoe when the case was filed Jan. 31, to 
"oa ruling, in effect, said that/ pe turned over to the attorney- 
CCC was a lending institution | 
general’s office. 
and can receive only the interest ; se « 
rates allowed under the state’s| 
small-loan law and other legisla- | HE decision in the present case 
tion governing lending institutions. was based on 18 transactions 

The question of the future of in which the attorney-general 
auto financing in Kansas may well | charged that usurious interest rates 
be decided in the Legislature, | were charged. 

The defense contended in the 
main that the interest rates were 
set by the dealer who then sold the 
paper to the finance company. 

No time was set for delivery of 
the records to the attorney- 
general, who expressed some con- 
cern about what his office would 
do with them. 

Carr, in declaring void certain 
Commercial Credit instruments, 
acted under Section 16-401 of the 
Kansas small-loan statute. The 
|section, similar to an Arkansas 


Rumor has it that a special 
session of the Legislature will be 
called for Apr. 21. A special ses- 
sion at some time in the near 
future is almost a certainty be- 
cause some action is needed to 
straighten out budget difficulties. 


It is expected that an effort will 
be made at the special session to 


Missouri, which like Kansas has 
some action on the issue at the cur- | —"—"*"*"—} 
rent session of its Legislature. 

A spokesman for CCC said the 
company was still buying contracts | 
which carried terms that are defi-| 





| 
* * * | 
in hand, he said the court’s or-| IN 
der was so broad that it will take 
some time to check its effects. He 
said the contracts had to be exam- 
ined “on almost a case-by- -case | 
basis.” | 
The spokesman said that CCC | 
believes the “overwhelming ma- | 
jority” of its contracts are not 
seriously affected by the injunc- 
tion but that it will take consid- 
erable time to determine this. | 


In addition to appealing the , 
lower court’s findings, CCC has ; ae 
asked the Supreme Court for a stay 
on the temporary injunction. The “ey 
stay would lift the injunction until 
the appeal is decided. 

While the stay may be decided in 
a number of days, the appeal is 
likely to take somewhat longer. A 
full trial on making the injunction 
permanent also lies in the future. 

* * ° 

INANCE companies other than 

CCC are going ahead with busi- 
ness at the old rates. State 
Attorney-General John Anderson 
jr. has said that he plans similar 
suits against other finance com-| 
panies but, at press time, none of 
these suits was filed. 

On major loans (those over $2,- 
000), CCC is now charging a 5- 
percent rate, as required by ex- | 
isting statutes. Those dealers who | 
cannot do business with COC | 
under those terms were reported | 
transferring their contracts to | 
other finance companies. 

Anderson was denied on a mo-| 
tion to place the company in re- 
ceivership. 

Carr also specifically enjoined the| 
company from purchasing or nego-| 
tiating additional contracts bearing 
the disputed interest rates. 

* * > 

BASIC decision in the case was 

that the finance company was 
acting as a lending institution. And, 

even if loans were not made directly 
to car purchasers, the contracts still 
failed to qualify as time-contracts 





WITH THE 


knowledge of all financing car owners . 


Anderson is seeking a per- 
manent injunction. The present 
decision sets the stage for a full- 
scale trial. 

Carr ordered the corporation to 








Heavy-Duty Brake Fluid 


Now Only Line for UMS 


DETROIT.—The United Motors 
Division of General Motors has 
adopted a policy of marketing 
brake fluids in only heavy-duty 
grades. 

“Recent developments in auto- 
mobiles,” UMS said, “have con- 
siderably altered minimum 
standards for brake fluids. There 
is mounting evidence that mod- 
erate-duty grades are inadequate 
for the braking requirements of 
modern cars.” 
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regulation, makes a loan void as| voided, pending outcome of the 
a penalty. case. 
This law provides that in loans! S. 2 
under $2,100 maximum interest Si are the specific findings of 
rates are 3 percent per mdnth on | the court: 
| the initial $300 of principal and 1| That none of the specific cases 
| percent on the remainder. Violation | presented was a bona fide time- 
invalidates the instrument. contract transaction in which the 
=) go |dealer and the purchaser comply 
N ANOTHER section, the law) with the state law established in a 
provides that the maximum in- | 1927 Supreme Court decision. 
terest on any loan is 10 percent| That Commercial Credit acted 
simple interest annually. as a lending institution, and that, 
A subsection provides that in| if in some cases the money was 
loans of less than $2,000, on which| not loaned directly to the pur- 
payments are made in equal in-| Chaser, the notes accepted by the 
stallments over a period of 30| corporation carried sums in ad- 
months or less, the interest can be| dition to the bona fide sales price, 
at the rate of 8 percent discount, | including finance charges and in- 


hich would permit the maximum| SUrance premiums. 
Gua ‘ae . i to aus 16 per-| That Commercial Credit had full 


cont. knowledge of the additions and 
Details of the transaction which | could not be considered a holder in 
led to suit are: due course of the notes. 


Fred McKee, 17, of Olathe, with 
his mother, Mrs. Howard McKee, 
negotiated for a loan of $200 as | 
the difference in the tradein value 
of a car he purchased. Evidence 
was presented to show that Mc- | 
Kee was to pay $149 in insurance | 





Rambler Reports Sales 


Continue to Climb 


DETROIT.— Rambler sales 

| continued to climb in the second 

10-day period of March, rising 76 

| percent over deliveries in the 

and finance charges over one | comparable period last year, ac- 

year. cording to Roy Abernethy, AMC 
McKee has the car and the fi- 


s : | vice-president. 
nancing transaction has been! ~— 








CREATE PROSPECT TRAFFIC 
YOUR SHOWROOM... 


jo (a | 





GUARANTY PROGRAM 


Valvoline’s Guaranty Program adds a spark of interest which will attract 
prospective buyers into your showroom. 


Valvoline’s Guaranty Program establishes a solid relationship with your 


. - helps you keep service work that can easily go astray! 
There’s NO CHARGE for this GUARANTY to either dealer or customer. 


Write TODAY for the Program that will create PROSPECT 
TRAFFIC IN YOUR SHOWROOM. 






Never has a program covered so much with 
such a small amount of effort or detail. 


AN-358 


VALVOLINE 


FREEDOM, PA. 


Division of 


‘ 
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CARS to Become Dealer-Owned After 500 Sign Up... 


Fleet-Rental System Outlined 


(Continued from Page 6) 

tail” leasing business for 10 
years.) 

2. Proven operating and ac- 
counting systems. 

3. Legal and statistical advice. 

4. Personnel-training program. 

5. Clearing house-information 
and ideas. 


Two GM Dealers 
Quit in Ohio Town, 
Cite Slow Market 


MIDDLETOWN, O. — Two Gen- 
eral Motors dealers have decided 
to call it quits because of the 
mounting costs of operations and 
unfavorable market conditions. 

Chapple Buick, Inc., said it was 
surrendering its Buick franchise 
and will dispose of its new and 
used-car stock. The new cars will 
be retailed or returned to General 
Motors, said Dewitt Chapple, presi- 
dent. 

Terhune Pontiac, 
closed 
business and insufficient capital, 
according to Charles P. Terhune, 


Inc. also has 


manager. 
Chapple said that the firm and its 
affiliate, Chapple Leasing, Inc., 


would remain in business as an 
auto leasing firm and service ga- 
rage, but would sell or return the 
cars, parts and signs. 

Terhune, who bought the Pontiac 
dealership in December, 1956, 
added: “Perhaps if we had gotten 
into the business here a bit earlier 
or later, we would have been able 
to tide over the period.” He said he 
could see signs of a sales pickup. 


He said GM’s Motors Holding di- | 


vision has purchased his firm's 
stock. Terhune had been with Pon- 
tiac prior to entering the retailing 
field. 





Flightomatic Offered 
On Scotsman Models 


SOUTH BEN D.—All three 
Studebaker -Scotsman models 
will be offered with Flightomatic 
transmission as extra cost op- 
tional equipment, Sydney A. 
Skillman, general sales manager, 
announced. The price is $189. 

Skillman also said two-door 
and four-door sedan models will 
feature new interiors of black 
and gold Glenn Stripe Nauga- 
hyde and desert sand grain vinyl, 
with desert sand headlinings and 
new charcoal and desert sand 
door and side panels. 





its doors because of slow} 








6. Weekly information “flash” 
bulletins. 

7. Central procurement of forms 
and materials at the lowest pos- 
sible cost. 

8. Prestige of an international 
system (CARS operates in the U. S., 
Canada, Mexico and Hawaii and 
plans to branch out into the Carib- 
bean.) 

In discussing the growth and 
future of leasing, Joseph P. Tara- 
vella, CARS president, said leas- 
ing had grown 30 percent in the 
last 10 years. 

By 1965, he said, he anticipates 
a fleet of two million leased and 
rented vehicles in the U. S. 

T. L. Jackson, executive director 
of CARS, said leasing is a “nat- 
ural” for the franchised dealer 
because the people in his to town look 


Ala. Dealers Set 
Special Meeting 
Next Wednesday | 


MONTGOMERY, Ala. — “Dealer 
dangers and what to do about! 
them” is the theme of an Apr. 2) 
meeting planned by the plans, poli- 
cies and special services committee 
of the Automobile Dealers Assn. of | 
Alabama, Inc. 


The committee is made up of; 
association past presidents, but 
present officers also will attend to| 
hear discussions on these subjects: 

“Why No Profits?” led by M. B. 
Casler, Birmingham; John Thomas, 
Gadsden, and R. S. Hicks, Decatur. 


“How in Pricing?” by W. S. 
Brewbaker, Montgomery; Clarence 
H. House, Birmingham, and Frank 
Davidson, Demopolis. 

“Selling, Advertising and Public 
Relations” by Ben G. DeVan, Mo- 
bile; Don Drennen; Birmingham; 
R. K. McMillan, Brewton; T. D. 
McGough jr., Montgomery, and A. 
C. Freeman, Dothan. 

“Costs and Expenses” by W. M. 
Turner, Selma; J. M. Edwards, 
Tuskegee, and George W. Cox, 
Boaz. 

Association Executive Vice-| 
President Frank R. Broadway said 
analysis and consideration would 
be given to such dealer problems 
as profits, costs, selling, pricing, 
advertising, reputation, operating 
expenses and dealer attitudes. 

Past presidents of the association 
will receive certificates of recogni-| 
tion at a dinner meeting following | 
the afternoon plans and policies! 
session. Both meetings will be at) 
the Whitley Hotel. 





gee ole i alm tal 


Within the past three years 


ew kitchen 


| will 


| further dues. 


| taxes, service and repair, theft and | 


upon him as “Mr. Transportation” 
and because the dealer handles the 
leased vehicle, services it and sells 
it as a used car when it is taken 
out of the lease fleet. 

Dealers, he said, can get into 
the leasing business with the 
dealership personnel and with 
only a little extra overhead. For 
reasons of tax accounting, how- 
ever, CARS suggests that dealers 
set up a separate corporation to 
handle their lease business. 


Under the CARS system, no more 
than One new-car dealer can hold 
a CARS franchise in towns of less 
than 100,000 population. In larger 
cities, franchises will be limited to 
one dealer representing each of the 
major manufacturers. Thus, there 
can be no more than five CARS 
outlets in any major city, and in 
many medium-sized cities, CARS 
franchise only two or three 
dealers. 


Franchises are granted on a life- 
time basis and may not be can- 
celled by CARS, although they 
may be sold by the dealer. After 
the dealer pays his initial fran-| 
chise fee of $1,050, there are no} 


The franchise fee, however, is 
but one item in the cost of the | 
total package billed to a licensee. 
The package includes business 
forms necessary for a leasing 
operation, operations manuals, 
reservation logs, rate schedules, 
advertising material and an elec- 
tric sign. 

Three different packages are 
available, with the difference in 
cost depending upon the type of| 
electric sign ordered. Prices of the 


three plans, including the fran- 
chise fee, are $1,410, $1,795 — 
$2,405. 


Dealers attending the seminar 
who are already in the leasing bus-| 
iness on an independent basis, say 
the CARS business forms are a 
model of efficiency. 


One dealer with a major lease 
fleet reportedly signed with CARS 
only to have access to its business | 
aids. | 

Seminar spokesmen, during the | 
three days, go into considerable 
detail in explaining the ins and 
outs of leasing. 

Covered are such subjects as set- 
ting up and operating a leasing 
company, separate entity income 


conversion, proper handling of 
contracts, customers to avoid, na- 
tional advertising, national insur- 


ance, leasing to municipalities, 
|maintenance on long-term leases, 
fringe benefits of capital gains, 


lease-fleet financing, customer 
credit, deposits, national credit, 
handling concessions, billing and 
review of a typical profit and loss 
statement. 


According to CARS’ figures, 
which are called conservative by 
seminar guests who have had leas- 
ing experience, a dealer with a 10- 
car fleet on transient lease can 
expect a yearly profit of $5,308 be- 
fore taxes, and still have a vehicle 
available for sale on the used-car 
lot. 

Dealers also are told in great 
detail how a leasing operation 

gives them countless additional 
tools for prospecting and closing 
new-car sales. 

As Jackson sums up the CARS 
program: “Dealers like this better 
than sliced bread.” 

At the same time, he tells deal- 
ers: “If you are not 100 percent 
sold on CARS, please do not join 
the system.” 





McCaffrey to Retire 
As Chief of TH 


CHICAGO. — John L. McCaffrey, 
chairman and chief executive officer 
of International Harvester Co. will 
retire in May, after 49 years with 
the company. He will continue as 
a member of the board and of the 
executive committee of the board. 


Frank W. Jenks, president, will 
succeed McCaffrey as chief execu- 
tive officer. The office of chairman 
will not be filled. McCaffrey joined 
ITH in 1909, became president in 1946 
and chairman in 1956. 


* 
-B 


California Showmen— 


Planning an outdoor show for Apr. 
Slaughter, secretary-manager, 
J. W. Buchanan (Oldsmobile-Cadillac), H. 
(Chrysler-Plymouth) and W. F. 
that any model car is available in Hayward. 





11-12 at Hayward, Calif., 
Southern Alameda County Automobile Deolers Assn.; 


are, from left, Glen 


J. McCullough (Chevrolet), C. J. Rogers 


Caldeira (Studebaker-Packard). Idea is to demonstrate 


Tampa Sales Thaw Out 
A a Unseasonal Cold 


By Kenneth Musson 
Staff Correspondent 


CLEARWATER, Fia.—Auto sales | 
in the Tampa Bay area spurted 
late in February and early in 
March following the prolonged 
frigid spell during which dealers | 
reported a decline in activity. 

Dealers in the area, which in- 
cludes Tampa, St. Petersburg 
and Clearwater, also said some 
buyer apathy could be blamed on 
the recession. But a Tampa 
Plymouth dealer said “we look 
for better sales during the next 
couple of months.” 

One dealer said “it wasn’t so 
much the lack of income as it was 
the cold. People wouldn’t get out} 
in the chilly weather. When they | 
did drive onto the lot, they just 
rolled down the windows of their) 
cars and asked prices.” 

A Tampan who has been in the 
auto business seven years said his 
sales were off 50 percent during the 
record or near-record cold in De-| 
cember, January and February. 

“I would say at least 25 percent 
of that decline is due to the cold 
weather,” he said. “The other 25 
percent can be attributed to the 
pees decline everyone is feel- 

ng. 

A Chrysler-Plymouth dealer in 
Clearwater reported volume off 
somewhat during the cold months, 
but said he was “holding his own” | 
in general. 

“We are off a bit,” he said, “but 
we have kept a fairly high sales| 
volume by working harder. You | 
might say the cold just made us | 
work harder for the sales. We 
made about as many, but we had 
to work about twice as hard for| 
each sale as we usually do.” 

He agreed with the Tampa Seiten | 
that “people went inside during | 
those cold spells and just sat at| 
home. They weren't getting out to) 
buy cars.’ 

Not all dealers reported a de- 
cline, however. A Ford dealer 
said his volume was off just a bit, 
but “my penetration of the local 
market has been high.” 

“T’'ve done as well or better than 
any of the dealers in town,” he 
said. “The cold hasn’t hurt too 
much yet.” 

He saw a possible drop in sales 
later as a result of the bad weather, 
however. Rains combined with the 
cold during the winter hurt many 
farmers and citrus growers of the 
state, he said, and those are the 
people the auto dealers usually look 
to during the summer months for 














sales. 
A possible indication that tighter 


money is showing its mark was 
small economical cars sold well, he 
said. 

“We have been going right on 
with sales,” he said. “I’ve been 
selling English Fords for six 
years now, and this has been one 
of the high years.” 

He also was optimistic about the 
general sales picture. 


“I wouldn’t say the cold hurt any 


| dealers more than 10 percent,” he 
| said. 


“It is a little hard, anyway, 
to say a decline is due to cold 
weather. There are a lot of other 
factors which could enter the pic- 
ture.” 


Chaffin t to ‘Speak 
At Illinois Parley 


SPRINGFIELD, Ill. — NADA 
President Dean Chaffin is among 
the speakers who will appear at 
the 1958 convention of the Illinois 
Automotive Trade Assn, which is 
scheduled for Apr. 10-11 at the St. 
Nicholas Hotel here. 

The association also will hear 
advice on ways and means of cur- 
tailing dealership expenses from 
David Reese, an Oldsmobile dealer 
in Drexel Hill, Pa. Reese is consid- 
ered an expert in the field of ex- 
pense control. 

Another speaker will be Robert 
D. Morgan, IATA labor relations 
counselor. A question-and-answer 
session will follow Morgan’s 
address. 
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Car, Truck Output Estimates 


By Automotive News 
PASSENGER CARS 


(U0. 8S. PRODUCTION ONLY) 


Week 


Ended Same 








Week 


Jan, 1 Jan. 1 
Ended Output, To To 








March 29, Week, March 22, March, March 30, March 29, 
1958 1957* 1958* To Date 1957* 1958 

AMER. MOTORS ** .... 2,960 2,355 2,706 9,355 24,702 40,538 
ee 2,960 2,158 2,706 9,355 22,332 40,538 
CHRYSLER CORP. .... 15,250 26,969 13,214 54,408 370,044 156,649 
ee 1,550 2,790 1,267 5,112 39,470 15,574 
BEE Scccnstetecsesersoes 500 1,154 451 1,655 12,180 4,682 
IED -hestubiscunenssibecssabe 1,600 2,930 381 3,876 43,731 10,916 
eee 2,600 6,834 2,549 9,260 84,521 25,233 
ero 9,000 13,261 8,566 34,505 190,142 100,244 
FORD MOTOR*** ........ 29,880 41,000 18,964 87,020 544,828 334,195 
re Oe 360 Ree (nein 4,055 | 
SINE | iid cakcstaseincsiaibdcbinbivetias 25,150 32,630 14,417 71,674 428,934 285,636 
IIE | bctinaisibicmibnassbiuiindht 580 953 695 2,965 14,294 9,617 
SET conséhiintiioniiiniess 3,750 7,387 3,492 11,162 101,322 34,887 
GENERAL MOTORS .. 45,028 58,188 44,123 190,315 831,810 685,972 
ERE epee 4,663 8,097 4,648 19,975 140,232 $1,173 
IEEE ingGitieiiindianicinsiaacs 2,560 3,351 3,182 12,094 42,684 38,360 
ERE 27,700 29,183 24,937 112,739 403,952 389,480 
Oldsmobile _.................. 6,205 9,498 6,600 27,021 130,376 102,090 
SESS eerarere es 3,900 8,059 4,756 18,486 114,566 74,869 
eT IES:  ictslsciiaiekeceate 1,264 1,721 1,473 4,079 19,213 9,292 | 
ee 60 234 89 274 3,901 1,078 
Studebaker .................. 1,204 1,437 1,384 3,805 15,312 8,214 
Total Cars, U. S.......... 94,382 130,233 80,480 345,177 1,790,597 1,226,646 
*Revised i 


**American Motors’ totals for 1957 include Nash and Hudson production. 
***Ford Motor Co. totals for 1957 include Continental production. 


COMMERCIAL CARS 


(0. S. PRODUCTION ONLY) 

















Week Week Jan. 1 Jan. 1 
Ended Same Ended Output, Toe To 
March 29, Week, March 22, March, March 30, March 29, 
1958 1957* 1958* To Date 1957* 1958 
CHEVROLET 6,200 6,206 5,962 25,080 93,008 73,910 
DIAMOND T .............. 105 93 109 424 1,048 1,376 
ES 60 80 74 229 1,005 731 
DODGE . 1,100 1,719 587 4,071 22,650 13,160 
FORD 4,500 7,910 3,724 16,892 84,109 59,230 
Ee 1,575 1,415 5,455 19,439 16,520 
INTERNATIONAL ...... 1,805 1,957 2,053 6,333 22,372 27,666 
ll dc ith chisinlntacte 360 360 247 1,197 4,813 3,726 
STUDEBAKER ............ 160 254 160 725 3,159 1,737 
ENR 369 373 349 1,419 5,151 4,507 
STEERS 1,712 1,837 1,059 6,118 18,068 19,448 
MISCELLANEOUS*** 50 57 50 199 4 661) 
Total Trucks, U. S....... 17,921 22,421 15,789 68,142 275,766 222,672 
Total Cars, Trucks, 
TL So ooceecceeesee 112,308 152,654 = 96,269 9 413,319 2,066,363 1,449,318 
Total Cars, Trucks, 
sli adialiailaaitebiintes 8,515 11,483 8,571 


32,366 126,366 96,605 





Grand Total, 
Cars and Trucks, 
U. S. and Canada....120,818 





164,137 104,840 445,685 2,192,729 1,545,923 





*Revised. Miscellancous includes Corbitt, Marmon-Herrington, Federal, Four-Wheel- 


Drive, ete. 


N. B.: All U. S. totals include cars and trucks for military orders. 
***Autocar, Freightliner, Reo and Sterling are included in White totals; Brockway 


included in Mack totals. 





For Diamond T Assets 


CHICAGO.—A Diamond T proxy 
statement revealed White Motor 
Co. has offered $10,119,786 for cer- 
tain Diamond T assets, “primarily 
inventories and good will.” 

Diamond T said the price, sub- 
ject to inventory changes prior to 
March 3, covers all inventories, 
production fixtures, sales records, 
drawings, specifications, designs 
and patents. 

Also included are Diamond T’s 
interest in any contracts made or 
orders received in the “normal 
course of business,” and any rights 
the company has in leasehold in- 
terests in real estate. 

Half of the sales price is to be 
paid by White when the deal is 
closed and the remainder in 12 
equal monthly installments start- 
ing June 30. White would lease 
Diamond T’s main plant here for 


one year at $350,000, with option to| 


renew for terms of nine months to 


| one year. 
E. J. Bush, Diamond T chair-! 


man, will be retained by White as 
a consultant at $18,000 a year, and 
Z. C. R. Hansen, president, will be- 
come a White vice-president in 





charge of the Diamond T division,’ ices manager. 


to be renamed DTM Corp. Hansen 
will get $60,000 a year. 

Other officers and employes will 
be retained at “substantially” their 
present salaries and positions, it 
was reported. 

Diamond T shareholders were 
scheduled to vote on the offer at 
the annual meeting last Friday. 


Beebe Appointed 
Marketing Chief 


DEARBORN. —L. C. Beebe has 
been named marketing manager for 
the Edsel in a realignment of the 
general sales staff. 

Beebe is a former member of the 
Ford Motor Co. central staff. The 


marketing manager’s post is a new | 


one for Edsel. 


E. E. Fox was appointed advertis- | 


ing manager; W. L. Thomas, new- 


car sales promotion and training | 
manager; W. T. Murphy, marketing | 


plans manager; E. B. Rebham, 
used-car sales promotion manager, 
and T. T. May, parts and service 
sales promotion manager. 


In another appointment, W. S.| 


Milton was named marketing serv- 





Highest in Five Weeks... 


Output Rate Turns Up 


As Dim 


Quarter Ends 


(Continued from Page 1) 


three months of this year also 
will mark the lowest level the 
industry has hit since the 
January-March period of 1952, 
when 992,403 cars were rolled 
from the lines. Last year saw the 
makers produce 1,790,597 cars dur- 
ing the first three months of the 
year. | 

Other postwar first quarters that 
saw the makers produce fewer 
cars than this year were 1949, when 
1,064,040 cars were assembled; 1948, 
with 943,299; 1947, with 814,845, and 
1946, with 197,685. 

Aiding the industry the most in 
last week’s upswing was Ford 
Motor Co., which saw its output 
rise from 18,964 to 29,880 units, or 
a 10,916-unit climb over the previ- 
ous week. 


* * - 


pg ey gain was marked up by 
Ford division, which turned out 
an estimated 25,150 cars last week, 
|} compared with 14,417 assemblies a 
week earlier. 

Other Ford Motor units that 
showed gains over the previous 
week were Mercury, up from 3,- 
| 492 to 3,750 assemblies, and Edsel, 
up from 360 to 400 units. Lincoln 
declined from 695 to 580 assem- 
blies. 


Second biggest corporate gain 
was made by Chrysler Corp., which 
turned out an estimated 15,250 cars 
last week, compared with 13,214 a 
week earlier. 

A breakdown of Chrysler opera- 
tions showed Plymouth up from 
8,566 assemblies a week earlier to 
an estimated 9,000 last week. 

> > > 

ENERAL MOTORS boosted its 

output from 44,123 units the 
previous week to an estimated 45,- 
668 last week on the strength of 
production gains at Chevrolet and 
Buick. 

Chevrolet climbed from 24,937 
assemblies a week earlier to an 
estimated 27,700 last week and 
Buick was up from 4,468 to 4,663. 
Cadillac dropped from 3,182 to 
2,560 on a four-day week; Olds- 





Mercury Offering 
Cars, Cameras 
In TV ‘Sweeps’ 


DETROIT. — Twenty Mercury 
Monterey phaeton sedans as grand 
prizes and 6,000 movie cameras as 
second prizes will be awarded to 
winners in Mercury's Performance 
Champion Sweepstakes contest. 

Five cars and 1,500 cameras will 
go to winners in each of four 
“sweeps” between Apr. 13 and June 
1. Here’s how the contest works: 

Mercury dealers will provide each 
contestant with a game board with 
seven columns across the top, each 
headed by a letter spelling out 
MERCURY. Under every letter 
will be a short product-feature point 
identified with the 1958 Mercury. 

On his Sunday night television 
show, Ed Sullivan will draw seven 
ecards, each bearing one of these 
points. If he draws them in the 
same order as they appear on the 
contestant’s entry blank, that con- 
testant wins a movie camera and 
becomes eligible for the grand-prize 
t-—— for five cars the following 
week. 

Contestants who do not win at) 
first keep their game card for the | 


following games. The same card is | _ 


good for all four games, to be 
| played on the Sullivan shows of 
Apr. 13 and 27, May 11 and 25. 
| Drawings for the Montereys will be 
made on the Sullivan shows of Apr. 
| 20, May 4, May 18 and June 1. 

To enter contestants must visit 
a Mercury dealership, fill out and 
deposit an official entry blank there 
| and receive their game card. 


Dealer Eyes Sheriff Job | 
DURHAM, N. C.—C. Sam Wil-| 
|liams, of Williams’ Nash Motors, | 
is a candidate for sheriff of Dur-| 
ham County, subject to the Demo- | 
cratic primary in May. 








} 


mobile declined from 6,600 assem- 
blies a week earlier to an esti- 
mated 6,205 last week, and Pon- 
tiac skidded from 4,756 to 3,900 
units, 

American Motors pushed its 
Rambler output from 2,706 units a 
week earlier to an estimated 2,960 
last week. 

S-P turned out an estimated 1,264 


Big 3 Executives, 
Chaffin to Address 
Long Island Group 


GARDEN CITY, L. I. — NADA 
President Dean Chaffin and Big 
Three executives will be among 
speakers at the 48th annual meet- 
ing of the Brooklyn & Long Island 


Automobile Dealers Assn. at the} 


Garden City Hotel Apr. 15. 


The Big Three representatives | 


are Duane D. Freese, executive 
secretary, Ford Motor Co. Dealer 
Policy Board; A. B. Nielsen, Chrys- 
ler Corp. field operations vice- 
president, and Patrick J. Crowley, 
director of GM dealer relations. 
Dave Reese, Oldsmobile dealer in 
Drexel Hill, Pa., will tell “how to 
increase your net profit without 
increasing your present volume.” 
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cars last week, compared with 1,473 
a week earlier, as both its Stude- 
baker and Packard lines eased off. 
* * * 
BREAKDOWN of S-P opera- 
tions showed Studebaker with 
1,204 assemblies last week, com- 
pared with 1,384 a week earlier. 
Packard fell from 89 to 60 units. 

Truck output last week rose to 
an estimated 17,921 units for a 7.2 
percent gain over the previous 
week’s 15,789 assemblies. It, how- 
ever, was 20 percent below the 
same week a year ago, when the 
makers rolled 22,421 trucks from 
the lines. 

Commercial-car output for 
March is estimated at 71,742 units 
— a 1.5 percent decline from Feb- 
ruary’s 72,840 assemblies and a 19.8 
percent drop from the 89,495 trucks 
produced during March a year ago. 

Truck output for the first three 
| months of this year is estimated at 
| 226,272 units, or a 17.9 percent de- 
|cline from the 275,676 trucks pro- 
|duced during the first quarter a 
year ago. 

* * 
ANADIAN car and truck opera- 
tions are expected to produce 
lan estimated 8,515 vehicles this 
week, compared with 8,571 a week 
ago. 

Output for the month is esti- 

mated at 34,066 units—a 94 per- 
cent boost from the 31,135 cars 
and trucks produced during Feb- 
ruary, but a 24.2 percent decline 
from the 44,940 vehicles rolled 
| from the assembly line during 
| March a year ago. 
First-quarter output in Canada 
\is expected to total an estimated 
| 98,305 vehicles. During the first 
three months of 1957, the makers 
rolled 126,366 cars and trucks from 
| the lines. 


| 





Obituaries 


George Thomas Burnette 
ROCKY MOUNT, N. C.—George Thomas 
Burnette, 76, one of the first auto dealers 
in North Carolina, died March 17. He had 
Ford and Lincoln franchises until 1927. 
= * ” 


Sebastian Eger 
McKEESPORT, Pa.—Sebastian Eger, 83, 
founder of Eger Motors, Inc., died March 
16 at his home. He retired from the auto 
business in 1948. 


* * ” 


Charles P. O’Hara 


SYRACUSE. — Charies P. O'Hara, 65, 


operator of O’Hara Motor Sales, Camillus, | 


for 45 years, died March 14. He was sec- 
retary-treasurer of the Central New York 
Ford Dealers Assn. and a member of the 
Syracuse Auto Dealers Assn. 

* * * 


Fred J. Gerwin 
FREMONT, O.—Fred J. Gerwin, a vet- 


eran automobile dealer in Sandusky County, 
died March 24. He was 76. Mr. Gerwin 


had been in the auto business in nearby | 


1910. 
* * 


George A. Campbell 
DENVER. — George A. Campbell, 45, 


director of public relations and sales for 
Ringsby Truck Lines, Inc., died March 23 


Gibsonburg, O., since 
* 


after an extended illness. 
* * * 
Paul H, Rice 


CLEVELAND.—Paul H. Rice, 64, secre- | 


tary of White Motor Co. since 1949, died 
March 23 in Lakeside Hospital. He also 
was a director af White, White Motor of 
Canada, Ltd., and Autocar Sales & Service 
Corp. 

* * * 


Orion Carl Fuller 
ATHENS, Tenn.—Orion Carl Fuller, 60, 
associated with his son, Clyde M. Fuller, 
in the operation of the Valley Motor Co. 
here, is dead. 
* * * 


James E. Payton 


CHICAGO.—James E. Payton, 54 auto-| 


motive research and marketing analyst for 
the Chicago American, died March 17 in 
his office. 

* * * 


Monty Franks 


MIAMI, Okla.—Monty Franks, 49, shop | 


foreman and parts man for Martin-Pack 
Rambler, died March 12 after suffering a 
heart attack, He had been employed by 
Wayne Pack, a partner in the firm, for 12 
years. 
- * * 
Herbert K. Raney 

DAYTON, O.—Herbert K. Raney, presi- 





Car-Buying Boom Seen 
Way to Halt Recession 


BEAVER FALLS, Pa—Ameri- | 


cans could defeat the recession 
by buying new cars, Harold J. 
Ruttenberg, president of Star- 


drill-Keystone Co., told the Na- | 


tional Assn. of Accountants here. 

“There is nothing wrong with 
the American economy today 
that the sale of two million new 


cars in the second quarter would | 


not cure,” said the former ‘chief 
economist of the United Steel- 
workers union, 





dent of Fleming-Raney Motor Sales, Inc., 
died March 18. He was 67. Mr. Raney also 
was president of the Home Savings & Loan 
Assn. and was a former president of the 
Montgomery County Fair Board. 

” 


> * 
A. R. Millard 
SPRINGFIELD, Iil.—A. R. Millard, 


former operator of the Auto Dealers’ Serv- 
ice Bureau, died March 17 in a Springfield 
hospital. The bureau was an agent for 
auto dealers, banks and finance companies 
in Ilinois and surrounding states. 

* * * 


J. Fount Hawkins 
MADISONVILLE, Ky.—J. Fount Haw- 
| kins, 70, a partner in Hawkins Motor Co., 
died March 17. He operated a coal mine 
| for 27 years before entering the auto busi- 
ness in 1932. Mr. Hawkins’ partners in 
Hawkins Motor Co. were a brother, Ray- 
mond, and a son, Douglas. 

* * * 


J. R. Cary 

| MADISONVILLE, Ky.—J. R. Cary, a 

retired automobile dealer, died March 17. 
* 


* * 

Henry Frost 
LAGRANGE, Ind. — Henry Frost, 52, 
Buick dealer, died March 17 from a seif- 


inflicted gunshot wound. Worry over fail- 
ing health since the first of the year is 
thought to have been the reason. 

> . * 


William G. Burgess 

LANSING.—William G. Burgess, 47, 
owner of Bill Burgess, Inc. (Ford), died 
March 24. A native of Detroit, Mr. Burgess 
moved to Lansing six years ago. He also 
was a partner in a Howard Johnson res- 
taurant here. 

* * * 


Coleman A, Mahan 
DANVILLE, Va.—Coleman A. Mahan, 
who organized the first Cadillac dealership 
in Danville with the late William E. 
Gardner, died March 7. 
* * * 


Lynn M. Cary 
LYNCHBURG, Va.—Lynn M. Cary, an 
automobile dealer, died March 7. He was 61. 
* * * 


Ted E. Alien 
CHICAGO.—Ted E. Allen, manager of 
Armstrong Hydraulics, Inc., which markets 
Armstrong shock absorbers, died March 17. 
* * * 


Russell Seibert Sr. 

| JAMAICA, N. Y.—Russell Seibert sr., 
president of Village Chevrolet, Jamaica, 
| died Feb, 22. 

| * * * 


Les Tillman 
| JAMAICA, N, Y.—Les Tillman, president 


| of Sol Schildkraut, Jamaica, died March 7. 
* * * 


Russell E. Lowell 
QUEENS VILLAGE, N. Y.—Russell E. 
Lowell, president of Russell E. Lowell, Inc., 
| Queens Village, died March 9. 
* . * 


John F. Bertram 
| HUNTINGTON, N. Y.—John F. Bertram, 
| president of John F. Bertram, Inc., Hunt- 
ington, died March 9. 
* * 








* 


Anthony Hankey Jr. 
CHARLES TOWN, W. Va.—Anthony 
Hankey jr., 57, an auto dealer here, died 
of a heart attack March 14 in Charies 
Town Genera! Hospital. He was a former 
GM representative in Hagerstown, Md., 


and Washington 












38 


AUTOMOTIVE NEWS, MARCH 31, 1958 





Highway Aid Act 


Gains in Senate 


Close Vote Keeps 


Curb on Billboards 


WASHINGTON. The revised 
Gore bill, increasing regular and 
interstate road authorizations and 
making various changes in Federal 
aid laws, neared Senate approval 
last week after an amendment to 
delete billboard control was beaten, 
47 to 41. The bill will go to a con- 
ference committee. 

The bill, referred to as the 
Federal-Aid Highway Act of 1958, 
was introduced by Senator Albert 
Gore, Tennessee Democrat, for 
himself and 16 other senators. 
It contains substantial changes 
from the bill as originally intro- 
duced. 

In addition to regular Federal- 
aid authorizations of $900 million 
for each of the fiscal years ending 
June 30, 1960 and 1961, the bill 
authorizes an additional $400 mil- 
lion with contracts to be awarded 
prior to Dec. 1, 1958, with comple- 
tion of construction by Dec. 1, 1959. 
Any amounts not under contract 
on Dec. 1, 1958, would lapse. 

The Federal share on projects 
from the additional $400 million 
would be 70 percent, subject to a 
95 percent maximum in public 
lands states. To assist the states in 
meeting the matching  require- 
ments, the bill authorizes an addi- 
tional $115 million and provides 
that any state may borrow up to 
two-thirds of its 30 percent. The 


Federal Government would be re-| 


imbursed for any such amount 
borrowed by deduction of equal 


amounts from the states’ 1961 and | 


1962 apportionment. 


In regard to billboard control, | 


the bill declares the national policy 
to be “that the erection and main- 
tenance of outdoor advertising 
signs, displays or devices within 
660 feet of the edge of the right- 
of-way and visible from the main- 
travelled way of all portions of the 
Interstate System, should be reg- 
ulated.” 


Classified Want Ads 


HELP WANTED 








PARTS SALESMAN. Be practically in 
business for yourself—Build and run 
your own territory. We supply all sales 
equipment and do the shipping, billing 
and collecting so that you can concen- 
trate on selling. No investment required. 
Give complete qualifications first reply. 
Box 8065, c/o Automotive News, De- 
troit 26. 

PARTS MANAGER—Florida GMC truck 
dealer, doing $400,000 plus annual sales. 
Must be young, aggressive and experi- 


enced, Incentive pay plan for top earn- 
ings to right man. Contact Groff GMC 
Trucks, 1838 W. Beaver 8t., Jackson- 


ville, Florida, 


SERVICE MANAGER — Exclusive truck 
dealer in southeast, Need experienced 
man to take complete charge of shop 
and 15 mechanics. State age and experi- 
ence. Box 8066, c/6 Automotive News, 
Detroit 26. 


TRUCK MANAGER 


We have excellent opportunity for experi- 
enced truck manager. Assume full respon- 
sibility our Truck Department, including 
heavy duty Ford distributorship Indian- 
apolis Factory branch experience 
preferred or 
truck operation. All inquiries strictly con- 








crea. 


successful record volume 
fidential. Write: Jerry lL. Alderman, Jerry 
Alderman Ford Sales, iInc., 720 North 


Meridian St., Indianapolis, Indiana. 





WANTED — SALESMEN to sell the book 
‘Auto Costs’’ which features factory 
invoice prices of all 1958 cars and equip- 
ment. Huge demand from auto dealers, 
banks, finance companies and 
companies. High commission—-No terri- 
tory restrictions. Write Auto Costs, Box 
224, Dept. B., New York 1, N. Y. 


SERVICE MANAGER. Buick dealership 


We need experienced manager or an as- 
sistant manager who desires to move up. 
Eight mechanic shop; six man body shop. 
Efficiency a must. Best city in Florida. 
Compensation open, Prefer incentive plan. 
Box 8051, c/o Automotive News, 
26. 





REPRESENTATIVES 
COVERING DEALER TRADE 


Add to your lines. We have over 2,000 items | 


to choose from. Increase your income by 
adding non-conflicting items. State territory 
and trade covered; also, principals now rep- 
resented. Our representatives know of this 
ad. Box 8075. c/o Automotive News, 


Detroit 26. 


States buying advertising rights | 
along with Federal rights-of-way, | 


which would permit them to regu- 


late advertising according to the| 


Federal standards, would receive 
extra aid. A bonus would also be 
given to states that accepted Fed- 
eral standards and used police and 
zoning powers to enforce them. 





TRUCKS FOR SALE 





Detroit | 





SALES MANAGER—Oldsmobile dealership 


in Southern California metropolitan sub- | — ns 
| ACCOUNTANT - BUSINESS 


urb offers a wonderful opportunity for 
the energetic, hard-hitting sales manager 
who has a proven background as a vol- 
ume producer. Must be able to handle 


salesmen and spearhead sales depart- 
ment to attain 75 new car per month 
potential Salary and other incentives 


commensurate with proven ability. Send 
complete resume with recent photo. Box 


8077, c/o Automotive News, Detroit 26. | 















Special Nationwide 
TRUCK SALE 


Tuesday -- April 22nd. -- 11 A.M. 


Colorado Auto Auction 


4285 So. Santa Fe 
Denver, Colorado 
Phone: SUnset 1-7821 


Dealers and Public Consignment 
All Types Commercial Units 


All Checks and Titles Guaranteed 


































































CLASSIFIED WANT ADS 


the nation's automotive industry. 


Reaching an estimated 150,000 
RATES: TWENTY-TWO CENTS 


readers engaged 
(22¢) 


in all branches of 


PER WORD FOR EACH 


INSERTION 


POSITION WANTED ADS, 


lle PER WORD. PAYMENT IN ADVANCE OF INSERTION REQUIRED. Ads may be signed with SMT 
PTL latte eee eee ee ee em ee a box number. Replies to 
ea) ieee le ee dle ee eee) ee $12.30 per column inch. CLOSING 
TEN DAYS IN ADVANCE OF PUBLICATION DATE. Contract rates supplied upon request 


WANT AD DEPT., AUTOMOTIVE NEWS, 2666 PENOBSCOT BUILDING, DETROIT 26, MICH. 








HELP WANTED 


SERVICE MANAGER 


Must be capable of supervising 
service, and paint and body 
shop for 5,000 car operation. 
Should be working now as 
service manager or assistant 
service manager or have back- 
ground as machine shop fore- 
man or assistant foreman, with 
knowledge of planning men’s 
work and the ability to handle 
customers. Man under 40 pre- 
ferred. Ford dealership in Dela- 
ware Valley. Salary $12,000 
plus percentage of gross profit 
of entire parts and service de- 
partment. Send complete 
resume with recent photo. 
Box 8050, </o Automotive 
News, Detroit 26 





POSITION WANTED 


Te encourage this classification ald 
benefit of those seeking employment 
Wented Ads cre accepted at 
ah 2) Al last ABZ (era) lg 
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number. Cash 
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NE 
Half-rate does 
PL 


ts 
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ACCOUNTANT-BUSINESS MANAGER, 
thoroughly experienced with large vol- 
ume dealers. Can handle business man- 
agement responsibilities. Good references, | 
college degree in accounting. Box 8067, | 
c/o Automotive News, Detroit 26. 


MANAGER. 





General Motors and Ford experience (13 
years). Thoroughly experienced in sales, 
office and general management. 38 years 


of age, married. Opportunity wanted in 
exchange for results. Presently employed 
volume dealer. Western states preferred, 
but consideration given to all real op- 
portunities. Box 8068, c/o Automotive 
News, Detroit 26 

GENERAL MANAGER, sales manager or 
service manager. Twenty years’ experi- 
ence. Excellent references from top auto- 
motive men. Desires location Maine. 
Massachusetts or New Hampshire. Box 
8024, c/o Automotive News, Detroit 26. 


SHOP FOREMAN with top mechanic ex- 


perience, cars or trucks. Good tools. 
Single, sober. Box 8018, c/o Automotive 
News, Detroit 26. 


| GENERAL—SALES MANAGER, married. 


SERVICE MANAGER, 39 years old, 


31 years old. Ten 
tail and wholesale. 


years’ experience re- 
Graduate Ford Mer- 
chandising School, thoroughly trained 
and experienced in all phases of dealer- 
ship management. Ability to hire, train 
and lead organization in competitive 
market. Interested in permanent posi- 
tion. Consider investment or buy-out. 
Prefer western Pennsylvania — eastern 
Ohio. Box 8078, c/o Automotive News, 
Detroit 26. 


GENERAL MANAGER—SALES MAN- 
AGER, young—30, plenty of enthusiasm, 
six years’ experience. Trained by Moore 
Grear Auto Management Co. Box 8079, | 
c/o Automotive News, Detroit 26. 


GENERAL MANAGER, age 37, married, 
two children. Eleven years’ experience 
in all phases. To survive, most dealer- 
ships need new management to eliminate 
unnecessary personnel and expenses. 
Quality policies only—owners and cus- 
tomers need confidence. I have the en- 
thusiasm necessary to revitalize your 
dealership. My integrity above reproach; 
references include General Motors and 
Ford. Will relocate anywhere opportunity | 
offers permanent association, Would con- | 
sider investment. Box 8083, c/o Auto- 
motive News, Detroit 26. 


12} 
years’ experience running Ford and 
Chrysler Corp, shops. Average volume 
over $30,000 month, Willing to operate 
straight profit basis. Know what I can 
do, Excellent advertising ability, plus 
customer, factory relations. 100% service | 
absorption my objective! Top references. 
Reply John L, Rose, 5729 Highway Nine, 
Corpus Christi, Texas. 


SERVICE MANAGER, GM experience, de- 
sires position with aggressive dealer. 
Complete knowledge of service operation 
and good customer relations man. Write 
1415 N. Poinsettia Pl., Hollywood, Calif. 





DEALERSHIPS AVAILABLE 





Handling General Moters 
Dealership For Sale 


In Metropolitan New York, Excellent terri- 

tory. Must have factory approval. 

Box 8076, c/o Automotive News, Detroit 26, 
Mich. 













DEALERSHIPS AVAILABLE 
DEALERSHIP HANDLING FORD 
AVAILABLE. Will sell with Ford Motor 
Co. approval, Garage 100’ x 90’, show- 
room will accommodate five cars, large 
plate glass windows, two modern offices 


and large parts department. Service de- 
partment with one wash rack, two 
grease racks and equipment. Business | 


established for 13 years. Sales average 
150 to 250 new cars and 300 to 400 used 
cars per year. Records available for in- 
spection if interested. Reply Box 8084, 
c/o Automotive News, Detroit 26. 





TIAC, Illinois county seat city, 70 miles 
from Chicago. Favorable lease, inven- 
tory at net cost. Box 8085, c/o Automo- 
tive News, Detroit 26. 

DEALERSHIP handing Plymouth dual on 
Florida’s Gulf Coast. 200-300 potential. 
Box 8086, c/o Automotive News, Detroit 
26. 

FRANCHISE HANDLING CHEVROLET- 
Buick-Opel in northeastern Iowa county 
seat town. Well established. Approxi- 
mately 125 units. No real estate to buy. 
Very attractive deal. Box 8087, 
Automotive News, Detroit 26. 


FOR SALE: Chicago dealership handling 
General Motors. 600 car potential. Rea- 
sonable rent. Only necessary to buy 
equipment and parts. State qualifications 

Stokes 


and available capital. John W. 
& Co., 1775 Broadway, New York 19, 
N. Y. 


New York suburban dealer- 
Motors. 300 car 


FOR SALE: 
ship handling General 
potential, Reasonable rent. Only neces- 
sary to buy equipment and parts. State 
qualifications and available capital. John 
W. Stokes & Co., 1775 Broadway, New 
York 19, N. Y. 


HANDLING CHEVROLET, southwestern 
Iowa, 200 car potential. Reasonable rent. 
Only necessary to buy equipment and 
parts. State qualifications and available 
capital. Box 8069, c/o Automotive News, 
Detroit 26. 

COLORADO FRANCHISE HANDLING 
RAMBLER in county seat town of 25,000 
with trading area of 70,000. New, mod- 
ern, attractive building with the finest 
facilities in town and good lease, located 
in finest irrigated valley in the west. 
Close to mountains, golf and all water 
sports. This is a 200 to 250 new unit 
potential. A live wire can make big 
money here. Consider some financing to 
reliable party Must sell to liquidate 
partnership. Box 8070, c/o Automotive 
News, Detroit 26 





PONTIAC . 


HANDLING BUICK . 2 
GMC .. VAUXHALL, Colorful Rocky | 
Mountains. Long established. Net profits 


average $25,000 per year, 90% shop cov- 
erage, parts net $1,000 per month, Will 


discount parts and equipment inventory 
for quick deal! Nothing else to buy! 
Lease modern facilities. Owner, Box 


8071, c/o Automotive News, Detroit 26. 


DUAL HANDLING OLDS-CADILLAC in 
western Massachusetts Dealership 
tablished 1936. Present new car potential 
150 units. No real estate or used cars to 
buy. Will entertain any reasonable offer. 
Must have factory approval. Box 8072, 
c/o Automotive News, Detroit 26. 


DEALERSHIP HANDLING PLYMOUTH 
Located in largest metropolitan area 

in Texas, Sold over 350 units past year 
No used cars — New equipment — Wil! 
lease new building and used car lot. Box 
8073, c/o Automotive News, Detroit 26. 


SOUTHERN FLORIDA: Dealership han- 
dling Mercury in good location. Well 
equipped shop, clean parts inventory. 
adjacent used car lot. Owner desires to 
devote more time to other interests. Will 
sell assets for $20,000 plus inventory. 
Will sell or lease facilities. Box 8080, 
c/o Automotive News, Detroit 26. 


NO DISTRESS DEAL — Well established 
deal handling Buick-Opel, located in cen- 
tral Florida, 30 minutes from beach. 
Very substantial profit for many years, 
including ‘57. Excellent shop business. 
$25,000 includes parts, shop equipment, 
fixtures and improvements. Factory ap- 
proval and cash required. Box 8081, c/o 
Automotive News, Detroit 26. 











Dealerships Available 


SIMCA 


The Economy King 


France's Smartest Family Car 
A Few Choice Locations in 


Kentucky—Tennessee 


Write, wire or phone collect 


Simca Southern 
Distributors, Inc. 


3234 Peachtree Rd. 


Atlanta, Ga. Phone: CEdar 3-2177 


c/o} 


es- | 





























DEALERSHIPS AVAILABLE 





CALIFORNIA TRUCK 
DISTRIBUTORSHIP 


Have exclusive for White, Autocar and 
White Freightliner, covering 10 lucrative 
counties centering in Sacramento. New 
five-acre truck plant, 80 x 200 shop full 
of modern equipment. A big money- 
maker! Has earned over $20,000 net profit 
per month! Buy what you want. Parts at 
factory wholesale, shop tools and equip- 


ment at depreciated book balance. Thou- 
sands of dollars worth of tools and other 
items which have been written off—yours 
at no cost. You may buy at low whole- 
sale any new or used trucks in stock or 


consign. Efficient organization. 


1 Am Retiring . . . Want Action! 


Phone or write me personally. 
Phone: Giibert |-499! 


WILLIAM A. SUTTON 
2424 ~ léth St. Sacramento, California 





HANDLING 
TICUT 


FORD—EASTERN CONNEC- 
shore. 125-150 units, modern 
facilities, Buy inventory and equipment, 
will sell or lease property, Completely 
equipped and staffed, highest reputatior 
and customer loyalty. Immediate posses- 
sion with Ford approval, Selling to man- 
age other conflicting interests. Principak 
only, Box 8054, c/o Automotive News 
Detroit 26. 








DEALERSHIP HANDLING DUAL Chrys 
ler Corp. lines in Bergen County, New 
Jersey. Largest sales county in state 
Buy only parts, accessories, signs anc 
equipment. No real estate to buy. Build 
ing located on 100,000 sq. ft. of prop 
erty. Must move south. Box 8040, ¢/c 
Automotive News, Detroit 26. 





DEALERSHIP HANDLING BUICK— 
FLORIDA. One of the best towns & 
Florida, approximately 15,000. Signed mj 
first Buick contract in 1929 and want t« 
retire. It will be necessary for you tc 
have Buick’s approval and sufficient capi- 
tal. In reply give your entire business 
experience and banking references. Box 
8016, c/o Automotive News, Detroit 26. 





HANDLING LINCOLN - MERCURY- 
ENGLISH FORD, city of 50,000 with 
$5,000,000 per month military payroll. 
Southeastern USA, established 12 years, 
new, modern building with adjoining 
paved used car lot. You buy parts at 
cost and equipment at 50% of cost only. 
Operated at $2,500 profit in February. 
Box 8048, c/o Automotive News, Detroit 
26. 


DEALERSHIP HANDLING DODGE, 


Plymouth, Dodge trucks and Travel 
Trailers. 150 new units, 300 used per 
year. Up-to-date building, used car lot 


5 man shop. Will guarantee $20,000 net 
profit year Located Sonoma County, 
Calif., 50 miles from 8S. F. Wonderful 
year around climate. Wish to retire. Box 
8082, c/o Automotive News, Detroit 26. 





FOR SALE 

Dealership Handling Chevrolet—tos Angeles 
Delivering 90 to 140 cars per month, A num- 
ber one location. Purchaser must have factory 
approval. Box 8064, c/o Automotive News, 
Detroit 26. 





DEALERSHIP HANDLING DeSOTO- 
PLYMOUTH—Near Detroit in a _ fast 
growing town. Large trading area—only 
Plymouth dealer in town. Annual poten- 
tial 200 units. Will sell for inventory 
approximately $7,500. Box 8061, c/o 
Automotive News, Detroit 26. 





CALIFORNIA DEALERSHIP handling 
DeSoto-Plymouth, in seaside town with 
40,000 trading area, $10,000 includes 
equipment, parts, furniture, fixtures, used 
car office building, lights and signs. 
Should recover investment in one year. 
Favorable lease. Box 8055, c/o Automo- 
tive News, Detroit 26. 

TEXAS DEALER handling Ford, Sales ex- 
ceed $1,000,000, No real estate; excellent 
facilities, Established 30 years, Heavy 
parts and service. $30,000 will handle. 
= 8056, c/o Automotive News, Detroit 
26. 


DEALERSHIPS WANTED 


WANTED—=300-600 car Cadillac or Cadil- 
lac dualed deal, In retail business 25 


years. Not a former factory man. All 
replies strictly confidential. Box 8049, 
c/o Automotive News, Detroit 26. 





CHEVROLET, FORD OR CADILLAC 
DUAL. Midwest, southwest or south pre- 
ferred. Factory approval assured, 150-400 
potential. Box 7994, c/o Automotive 
News, Detroit 26. 


INTERESTED IN FLORIDA dealership, 
near or on west coast. Give all particu- 
lars. J. C. Casey, Box 165, Monroe, 

Louisiana. 
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BUSINESS OPPORTUNITIES 


FOR SALE—USED CAR OPERATION 


and service station on main highway, 
150 foot frontage. Lots of equipment; 
almost two acres—located in a town of 
16,000, eight blocks from main_ street. 
$29,500—good terms. Box 428, Nampa, 
Idaho. 





EXPERIENCED AUTOMOBILE EXECU- 


TIVE desires buy into existing auto auc- 
tion, or invest with qualified individual 
to start an auction any eastern state. 
Box 8074, c/o Automotive News, De- 
troit 26. 





MONEY MAKER—Established auto rental 


business in Miami Beach. Choice, low 
overhead location with exclusive con- 
tracts and excellent potential. Call or 
write Autoville, Inc., 15811 Collins Ave., 


Miami Beach, Fla, WIlson 7-4137. 





DEALER SERVICES 


The National Auto Guide 


“Standard of the Industry” 


No guess-work appraisals. You 
must know—each day of the week— 
current wholesale prices. 

Play it safel The trade-in is the 
difference between profit and loss. 


1. Have on your desk each week 
current wholesale prices on every 
cor. 

2. Values based on a compilation 
and analysis of your regional Auction 
Sales—up to the minute! 

The cost of this weekly service is 
reasonable—less than seventy cents 
per week! 

All this invaluable assistance to 
your business can be yours, just as it 
is for thousands of other dealers, for 
less than seventy cents a week! 

Simply mail in your check for $35.00 
for a year's subscription—ond we will 


put you on our mailing list for imme- 
diate service. 


NATIONAL AUTOMOBILE 
APPRAISAL SERVICE CORP. 


P. ©. Box 91, Dept. A, Kingsbridge Sta. 
New York 63, N. Y. 





Inventory Service 
Buying or Selling a Dealership 


Parts—Accessories—Equipment 


disinterested certified physical 
Inventory will save you money @ ¢« 
DON’T GUESS—BE SURE 
Cail or write for service details. 


Automotive Inventory 
Service Co. 


10040 Freeland, Detroit 27, Mich., WE 3-6445 





are people who want to buy a car 
can, in good times and bad, regardless of 
the season of the year. The “Daily Check" 
Plan 
| these Hot Prospects. It's 
| It's proven. 
| Send for | 
and illustrated brochure on letterhead RIGHT 
NOW 


| 205 7th Ave. 


MILITARY BUSINESS | 








DEALER SERVICES 


HOT PROSPECTS 
now and 


to find 
idea. 


salesmen 
no ordinary 


Plan Book 


Book will get your 


free “Daily Check" 


MALCO SALES SERVICE 
Asbury Park, N. J. 


— Got Your Share? — 


Military people will want to: 


Finance for 30 to 36 months. 
Register and Title car out of state. 
Take car overseas without refinancing. 


Get low, money saving, financing rates.| World's Largest Independent R 


Take immediate delivery. 


We specialize in such transactions on a sim- 
plified, no trouble, without recourse basis for 
| officers and first three grades enlisted per- 





| sonnel. 
| MiP Military 
Finance Co. Acceptance Corp. 
| $02 Tioga Bidg., P. O. Box 2166 
| 2020 Milvia San Antonio, Texas 
| Berkeley 4, Calif. CApitol 6-268! 
| THornwall 3-7423 
“Worldwide Financing for Military 
Personne!" 
| TRUCKS, CARS DELIVERED, singles— 
towbar, 3-way. Anywhere. Carl’s, 6381 
Elisworth. Detroit, Phone: UNiversity 
2-4895. 


NEW LINES WANTED 





© Sell Right 


Manufacturers’ 
Representatives 


the Pacific Northwest and 
bordering states. Let us represent your 


We travel 


product line in the auto field. 


Sales Promotion Materials 
Accessories 
Dealer's Needs 
Shop Equipment 


Printed Forms* 
* sales—credit—shop—tities, etc. 
30 Years in This Area 


Personal Contact Gets the 
Business 


Commission or discount basis. Rush your 
deal or proposal. 


Starting our spring itinerary. 


GORDON SPECIALTIES 
P. O. Box 1342 Spokane, Wash. 








DEALER SERVICES 





AUCTION IS ACTION 


Cash Out of Your Business Quick 


Nation-wide service specializing in automobile dealerships and garage equip- 


ment on a percentage basis. We get the buyers with our 25,000 mailing list, 


and we maintain a crew for advertising, cleaning and painting your merchan- 


dise. We will get you more money for your business. Write, wire or phone us 


for free appraisals or conference. All inquiries are strictly confidential. 


No Sale Too Small or Too Large—We Handle All. 


BROWN-REISERT & HAGEL 
AUCTION CO., INC. 


12 North 8th St. 


Richmond, Indiana 


Phone: 2-1550 or 2-3791 


Auctioneers 


Liquidators 


Appraisers 


Col. ‘Harold Reisert — Verlin Brown, Pres. — Col. Bill Hagel 


~ DEALER SERVICES 


















NOTICE 


The attention of automobile dealers is called to the fact that, if you are 


in need of ready-made sales plans, or management procedures, we are 
in a position to provide them at a cost at which it would not pay you 
to design them yourself. All taken from successful, currently operating 
dealers. Write in for complete information, or tell us what you wish 
to accomplish. We will recommend the exact plan for you. 


AUTOMOTIVE ENTERPRISES 


Jaikins Building, Birmingham, Michigan 


DECAL TRANSFERS 


AUTOMOTIVE NEWS, MARCH 31, 1958 


CARS WANTED 


TRUCK DECALS; no charge for sketth;| SEVEN PASSENGER CADILLAC limou- 


durable, brilliant colors, Write for sam- 
8456 Hough, 


ples. Allied Decals, 
Cleveland 3, Ohio. 


CARS FOR SALE 


Inc., 





DO YOU WANT 


PROFITS NOW?? 
Wholesale to Dealers Only 
Fully Americanized 


VOLKSWAGENS 


1958s, 1957s, 1956s, 1955s, 1954s 


Sedans—Convertibles—Karmanns 
Shipped by the 


Volkswagen Operation 


All Cars Selected, Serviced, Cleaned 
and Expertly Shipped Directly to 
All U. S. Ports. Contact ovr Ameri- 
can Representatives for Details. 


Expincorp, 
Lyndhurst, New Jersey 


Phone: GEneva 8-7070 
or Call N.Y.C. Lines: Wisconsin 7-8221 
(Bank References Furnished 
Know Your Supplier) 

Also Supplying Station Wagons, 
Panels, Pick-ups, Buses, Etc. 
Export Industrial Corp., S. A., 
Hamburg |, Germany 


1958’s 
Dealers Only 


Chevrolets, Fords, 
Plymouths, Buicks, 
Oldsmobiles, 
Pontiacs, Edsels, 
Cadillacs 


All with automatic transmissions, power 
steering, radio, heater. Buicks, Olds- 
mobiles, Edsels and Cadillacs have 
power brakes. Mileage 600 to 5,000— 
Like new. Also Ramblers and sports 
cars. 

George York c/o 


OLIN'S 


Florida's Largest U Drive it 
2830 NE 2nd Ave. Miami, 
Phone: FRanklin 1-659! 





300 1956 FORDS 
2-door sedans 


Rentals and city cors with heaters and 
defrosters, very good tires. All in excel- 
lent condition throughout. We will deliver 


them to you F.O.B. DOVER, NEW JERSEY. 


AUTOS, INC. 


74 E. Blackwell St. 


400 1958 MODELS 
WILL WHOLESALE IN MIAMI 
FORD-CHEVROLET-OLDS 
BUICK-CADILLAC 
Hardtops and Convertibles 
Driven only 2,000 to 3,000 miles. 
Fully Equipped—including Whitewall Tires 


—Heaters—Power. 
Delivery Arranged. 


Morse Auto Rentals, Inc., 
7726 N. E. 2nd Avenue 
MIAMI, FLORIDA 
TELE: PLAZA 7-2425 





Fleet Leased Cars 
1955-1956-1957 
At Wholesale 


All Makes & Models - 
Available in All Major Cities 
HERTZ CAR LEASING DIVISION 
Address: 


1. E. SPATIG 


218 So. Wabash Avenve 
Chicago 4, Illinois 
PHONE: WAbash 2-1600 


Dover, N. J. 


Factory Equipped 


sines, Ridgeway-Baker, Belmont 4-6611. 


2836'N. E. Sandy, Portland 12, Ore. 


EWARD— 1957 


Oldsmobile 88 
sedan, color gold mist, California license 


Holiday 


JCD 557, Serial No, 579C01894, Motor 
No. AO35308. Registered owner man 
known as Harry La Salle, age 45, height 


5’ 8’, weight 155, gray hair. Please call 
M. H. Bird, Balboa Oldsmobile, San 
Diego, California, BE 9-9351 or AC 


3-0589 collect. 





$100 REWARD for location and recovery 


of 1957 Chrysler New Yorker 4-door 
sedan, motor number NE 5728688, color 
metallic blue, 1957 Florida tag No. 
19W-9984—-1958 plates not known. Reg- 
istered owner man known as Douglas 
Jerome Urness, white, 36 years old. 
T.V. repairman by trade. Car has air 
conditioning unit. Contact General Fi- 
mance Corp., P. O. Box 432, Cocoa, 
Florida. Phone No. 1630. 


PARTS FOR SALE 





GOVERNMENT SURPLUS — Cadillac en- 


WANTED: 


gines completely rebuilt by Ordnance 
plants, complete power package with 
hydramatic—$205 f.o.b. Complete units 
NOT rebuilt, $75. GM 671 Diesels, $1,- 
500 and $3,000. New amphibious Weasels, 
$1,250 up. Write your needs. Discounts 
on larger orders. Trucks and Jeeps, too. 
Roberts Implement, Box 458, McKinney, 
Texas 





PARTS WANTED 


Chevrolet and Ford obsolete 
parts for export, 1928 and up. Passenger 
cars and trucks. Send lists for immedi- 
ate orders to: Jack's Auto Parts, 492 
Main St., Fort Lee, New Jersey. 


SCHOOL BUSES WANTED 





SCHOOL BUSES WANTED—one or twenty, 





1951s up—36 to 66 passenger. Quick ac- 
tion. Write Box 8060, c/o Automotive 
News, Detroit 26. 


TRUCKS FOR SALE 





WRECKER—1949, 2%-ton GMC, equipped 


with Holmes 2 boom crane. Looks and 
runs as good as new. $1,900. Write Don- 
ald A. Swanson, Rte. 1, Box 192AA, 
Two Harbors, Minn. Phone: 808F21. 


1956 GMC CAB over V-8. Deluxe cab, air 


brakes, new spare, 15,000 miles. 1954 
Stuart trailer, hauls cars, pickups, 
trucks. Nearly new tires, air brakes. 
1952 Kales trailer, fair condition, air 
brakes. City Motor Co., Breckenridge, 
Texas 





TRUCKS WANTED 





WRECKER WANTED—What have you? 


Send picture if possible and full descrip- 
tion. Prefer 525 Holmes with wide bed. 
Lew's Garage, 4025 Salem Ave., Day- 
ton, Ohio. CR 7-5339. 


OFFICE EQUIPMENT WANTED 





WANTED: NATIONAL CASH REGISTER 


accounting machine for service and parts 
department, Chrysler bookkeeping sys- 
tem. Midwest Motors, 601 E. Truman 
Rd., Kansas City, Mo. 


SHOP EQUIPMENT FOR SALE 





BEAR FRAME and wheel alignment rack. 





Complete, $600. Horace Motors, Inc., 222 
8S. Grove Ave., Elgin, Ill. Phone: SH 
1-9400. 


SHOP EQUIPMENT WANTED 








WANTED TO BUY—Used No. 3820 or No. 


3831 Bear Press beam, No. 240 wheel 
alignment tester. State condition and 
price to Williams Garage, 1102 Oak St., 
Kingsport, Tennessee. Phone: CI 6-9551. 





WANT TO BUY—Good used parts bins and 


used shop equipment. Spaniol Ford Co., 
Box 2227, Hobbs, New Mexico. 





CLASSIC CARS FOR SALE 





1948 LINCOLN CONTINENTAL converti- 


ble, black finish with biuve leather inte- 
rior. Good condition. $1,750. Scott-Gross 
Co., Paris, Kentucky. Phone: 566. 





ANTIQUE CARS FOR SALE 





1904 OLDSMOBILE curved dash Runabout. 


Fascileeecncenllianeadliceneentinenenaitcamnadiemeeiiiaeenittienetitcanenttinnanaiiemeaditenneetineedtiianaitinenitnraienttieneta ee ee 


Mint condition, authentically restored 
and refinished by best in nation. Selling 
account having terminated Oldsmobile 
franchise. Price $5,500. Dwight Fulmer, 
Fourth St., Toronto, Ohio (U. 8, A.) 
Phone: LE 17-2005. 


BLUE © CHIP 
TOW-PILOT 


WITH LUBRICATED 
AUTOMATIC BRAKE 


& BRAKE CABLE 
DEALERS’ SPECIAL (F.0.8. Factory Net) 


$52.35 Fed. Tax included 


THE FAMOUS 
MOTO-MATIC 


TOW . GUIDE 


With Universal Swivel 


Action 


Four Cla Hook-Up 
DEALERS’ SPECIAL (F.0.8. Factory Nef?) 


$44.85 Fed. Tax included 


Liberal Quantity Discounts 
To Distributors 
Write for Illustrated Catalog 
Factory Sales Division 


PILOT DISTRIBUTING CO. 
BATTLE CREEK 9, MICH. 
Phone WO. 2-5257 All Dept's 
“Leaders in the Industry 
Since 1939" 





DUAL AUXILIARY ACCELERATOR Iieft 
foot gas pedal. $6.95. Lehner Mfg. Co., 


Ness City, Kansas. 


DISCOURAGED? 


Dent give up yet. A small od in the 
Want Ad columns of Automotive News 
can help you locate that hard-to-get 
port—or that experienced service 
manager — or those used cors. 





Send your message across the nation 








Automatic BraKinG 


THE ONLY BAR TODAY 
WITH UNIVERSAL 

wast action SHI* 
TowKinG 3."c's, 545° 
TRAIL-KING i. 
Mal Dercion at Muarten Care S30 OO 


w Line of Custom 
 Cavy_o Gua 


Protecto Covers (Taller Made)... $6.95 
SAFETY CHAINS, set of 2, only..$2.75 
CASE Lit’ Wheat & Hendin’ | 3.95 
BROWNIE CARRY-ALL 

BAG Mounted ON $1475 
Rubber-Tired WHEELS 

Tow Bar Sales Co. 

Excwsive Factory Distributers 
AS NEAR AS YOUR PHONE 

DE 2.0700 AN 3-8888 Nites: BA 1-8717 
Call Collect “> 5% Sas" 
40 So. Clinton St. Chicage 6, lil. 


——----—-~—————— + — — - — -------- | 


New Subscription Order 


Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 
One Year $8 [] or Two Years $14 [] 


All Other Countries — One Year $12 [] or Two Years $20 [J 





AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 


TRADE CONNECTION: 


Car Dealer [) 
Jobber [] 


Make of Car......... See 


; 
Insurance (] 


Truck Dealer [] 


Manufacturer [] 


Financial [] Supplier [] 


eeeeeecces an Seer eee eer eer er rrrr, 


3-31-58 
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From the home of the Golden Hawks... 





Studebaker-Packard recommends Sealed Power 


KromeX Piston Ring Sets 


with new, exclusive stainless steel oil ring 







Studebaker-Packard dealers everywhere 
can now provide famous Sealed Power 
KromeX Piston Rings for replacement 









service. These outstanding KromeX Ring 
Sets are especially designed, tested and 
approved to match the thrilling perform- 
ance and reliability engineered into the 
great Studebaker-Packard power plants. 






